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Guaranteed 2 Full Years 
Lets Thru More Healthful 





Galvanized Wire Base 
, Tough galvanized % inch 

>4 mesh wire base drawn thin to 
admit more light. Every Joint 
and Wire Imbedded in a cush- 
ion plastic. 
Plastic Glass applied to both }, 
sides, sealing everything intofaiy 

mone solid weatherproof sheet. No 
air pockets to trap moisture. 
Very Transparent—Extra high : 
in Ultra-Violet Ray transmission. / 





in heat better than glass. 
Absolutely Waterproof—Un- 
breakable. 124 strong, pre- 
shrunk threads per square inch. 
Impregnated with extra_high 
Composition that will not 
run, discolor or melt in a window. 
Extra Heavy—Extra Durable. 





‘Windows, ‘ Good insulator. i 
Uy b utghes e Hot Beds : ! 
f a Porch Ericlosyres . * r . oe wail 
ee ¢, 2 ° Storm Windows \ Factory Windows 





a= | 4 Storm Doors i \Office Partitions 
? \% WAR Pp 'S\ 6 Nee Greenhouses @ Sky Lights ‘To Diffuse Light 


Glass O 
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4 WARP’S 
GLASS-O-NET 
Mesh Base Glass Substitute § 


Plastic Glass Covered Necting 
Madeon 14 act ee esh Water- 
roofed Cords xtra strong. 
yed light fast green 
Cord Imbedded in 
mn Plastic to avoid weak- 
ets and moisture. 
plied over 
peal every- 
thing into one solid sheet. 
rent, High Ul- 
y, transmission— 
washable. No cheap rosin, glue 
or paste to decompose. 
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WARP’S . 
SCREEN-GLASS 
Galvanized Screen Base 
Fine Mesh Galvanized Wire 
a Base, dipped in a transparent F 
pliable plastic, then laminations 

mapplied to both sides. 

4 Tough, Durable, Layer-Built }) 
‘4 Plastic Coating to make it last ff 
Peijionger. Pliable and Trans- 
parent. 
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50% vz" Reta Price’ 400} sea 





Dealer's Cost . 
rast pee Price’: 2c} save. 


WARP’S 


RED VI-O-TEX 


Admits Uitra-Violet Rays to 


ia COMPLETE LINE OF WINDOW MATERIALS F&F 
' ' 


Every product, leader in its class. Backed by 20 years of experience, 
and produced almost entirely under exclusive patents (granted or pend- 
ing). Nothing can take the place of YEARS of product-proving in actual 


use, and constant research and experiment to improve quality. Only 
Warp's Window Materials offer you all this. Carry the full line—so 
if temporarily out of one you can satisfy your customers with another 
one of Warp’s products and always make the sale. 


NEW Scientific dual-pur- 
pose a 
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at they will find 

a favorable spot in our 
postwar economy. 
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WOOSTER Fitna BRUSHES 


THE WOOSTER BRUS a ¢ WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 


WOOSTER WARTIME BRUSHES Vi WOOSTER WAR EMERGENCY BRUSHES 
55% bristle and 45% bristle 4 Made entirely of bristle sub- 


substitute, are doing a swell stitutes, have a definite place 
job pinch hitting until a bet- in both civilian and industrial 


ter brush comes along. wartime painting. 











This advertisement in the SATURDAY 
EVENING POST touches off Yale’s “Fire 
Fighter” Promotion. 


The latest in Yale & Towne’s continuing 
series of wartime promotions for its dealer- 
customers ties up with the nation-wide War- 
time Forest Fire Prevention campaign. 

The Yale advertisement in the Sept. 30 issue 
of the SATURDAY EVENING POST calls 
attention to the responsibility all Americans 
have to preserve their forests. It then reminds 
readers of the many products for outdoor use 
that they can purchase at your store. 

You can get the most out of this promotion 
— and benefit from the great publicity which 
will be given to Wartime Forest Fire Preven- 
tion — by exhibiting a reprint of this POST ad 
and building a display of camping, hunting, 
fishing and other outdoor equipment around 
this fire prevention theme. (Your local fire 
warden will be glad to help you.) 

Until Victory makes it possible for us to 
provide you with Yale Locks and other kard- 
ware bearing the familiar YALE trademark, 
we shall continue to plan promotions such 
| as this, which will help you make more sales 

of the types of goods that are still available. 











amen 


YALE PUTS 

3 BIG SALES 
MOVERS INTO 
YOUR BUSINESS 


Listee, ethos! 


MB THE YALE & TOWN 































Consult your bardware dealer. Your 
community can obtain much of its 
fire-fighting equipment . . . stirrup 
and back pack pumps... spades... 
hoes... right in its neighborhood 
hardware store. There, too, you will 
find the camping and woods equip- 
ment you need for your healthy ouc- 
doors expeditions this aucumn. 

Although your hardware deale: 
cannot supply you now with all the 
YALE quality locks and builders’ 
hardware that you might want... 
since the products of Yale & Towne 
factories are on active war duty... 
++. you can always count on him for 
re that sound patriotism 
allows. In spite of shortages in many 
lines, you will be surprised at the 
wide variety your hardware dealer 
can still supply. 


~ YALE ~ = 


THE LOCKS RECOMMENDEO BY THE WORLD'S LEADING LOCK exPeers 
THE YALE & TOWNE MFG. CO., STAMFORD, CQNN., U.S.A. 
Makers of the famous Vole line of Locks, Deer Clesen, Mardware, Pumps, 

‘ Hoists ond Indvstrial Trucks. 


SHOP AT YOUR LOCAL HARDWARE STORE 
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MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 














¥ When he says KLEIN 


he means the BEST IN PLIERS 


VERY hardware store numbers among its customers good 
E workmen who know and appreciate good tools. They 
may be linemen or electricians—mechanics or radio repair 
men—or they may be other craftsmen who take pride in the 
work they do and the tools they use. This group of men is 
your market for Klein Pliers. 

Since 1857 Mathias Klein & Sons has specialized in the 
manufacture of high-quality tools and equipment. Today Klein 
Pliers are recognized by men who know good’ tools as the 
finest pliers they can buy. 

Be sure your postwar stock includes Klein Side-Cutting 
Pliers, Klein Oblique Cutters, and Klein Long-Nosed Pliers 
to care for your trade that wants the best. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


This book on the care and safe use of Since 1857 


tools will be sent on request. 


WEVICE oom ae LEN & = 


10 BELMONT AVENU on» @ Eom. N 


HARDWARE AGE 





Lincoln Linpak 
Nozzles will 
contact all Push- 
Type Fittings 


SEPTEMBER 28, 


.-- Better because it has 


these VITAL Features — 


— 





\ 


LA AAA 


late lalla 


——— 


1 Short overall length of pumping head. 


2 Semi-steel head casting broached straight 
thfough to assure an accurately fitted plunger. 


3 Steel pom accurately ground for preci- 
sion fit to pump head, eliminating by-pass. 


4 Strong steel Palm and Finger Grip with 
spring return—permits one-hand operation. 


5 Barrel to Head sealing gasket is retained in 
groove. 


6 Barrel threads set back 1/16”—provides a 
protecting edge—acts as a guide to prevent 
crossing. . 


Model No. 1103A Lincoln 
Standard Push Gun. 
15-ounce copacity. 


Lincoln Push-Type Grease Guns 

4 are also available with Filler 

Nipple for easy filling from 
a Lincoln Filler Pumps. 


7 Double-lip one-piece Linpak follower backed 
with a heavy steel disc on each side. Long 
life—close fit. Tough, resilient Linpak ma- 
terial is impervious to grease and oil. 


8 Follower Rod may be pushed into the barrel 
after gun is filled. 


9 Tempered steel follower spring. 


10 Linpak nozzle permits a wide range of angu- 
larity and contacts all push-type fittings. 
(Kleenseal, Hydraulic and Zerk). 


Heavy knurling on gun barrel assures positive grip. 


LINCOLN PUSH-TYPE GREASE GUNS 
(Standard and Filler Types) 


et meson eS ane | ten t 


Model No. 101A Lincoln Waa 4 


Standard Push Gun. 4 


9-ounce capacity. 


Write for 
Lincoln KLEENSEAL 
Literature 


LINZVECN 


CINCOLN 
Pioneer Builders of Engineered Lubricating Equipment 
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Background photo courtesy Weyerhaeuser Sales Co. 


Worn recording is the fact that America’s great war construction 
projects have not suffered from lack of hand tools. It was nip and tuck, 
at times, for us to meet the tremendous demand for Stanley Tools. But, 
through simplification of finish — without sacrifice of quality — Stanley 
was able to fulfill urgent demands under established priorities. 


Dealers in Stanley Tools may well look forward to the reconstruction 
period when a full line of Stanley Tools in their familiar fine finish will 
once more move across their counters. Stanley aims toward the day 
when full lines and sales-accelerating aids will again flow through peace- 


| STANLEY 


Stanley Tools, 111 Elm Street, New Britain, Conn. 





THE TOOL BOX OF THE WORLD 





Anvil Tools — 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 

Hand Drills 
Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 
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SUPERIOR 
METAL TRIM — 


At last you can have Aluminum Metal Trim deliv- 
ered right to your door. Better yet, you can have 
Superior Trim that leads in appearance and fabricat- 
ing qualities ... in a wide enough range of styles and 
sizes to meet your every need. But best of all, Superior 
is offering you popularity-proven items, made on new 
dies that were developed for you in the past few years 
during aluminum scarcity. YES, you get part of you: 
POST-WAR items NOW. 







































Don't delay, wire, ‘phone, or write for your new 
SUPERIOR catalog which shows the old and new 
items that are available to you. 


Orders will come in by the sackful .. . just as soon 
as people receive our new catalog showing the avail- 
able items. Get yours among the first. Perhaps so 
many orders will come in that we will have to allocate 
them so everyone will be taken care of. To be first in 
your territory ... be sure to send us your company 
name and buyer’s name now ... we will do the rest. 
You will get all the information just as soon as pos- 
sible. Then you will certainly be out in front with the 
NEW SUPERIOR METAL TRIM ... first with trim 
. .. first with a brand-new line proven by years of 
experience and tests. 


YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. Prospect St. Youngstown, Ohio 





Don’t wait another minute 





Put me on Your List to get the latest Metal Trim Infor- eA 
mation First e e e e 





NR sk GS. ppineca cae dhe s emacs ee Claes one’ 


Buyer's Name PS eae re Re se ee penn eee aes 
SE SON on rece Sa le uses 06 Sa Se ere a aE Ree 
Youngstown Manufacturing, Inc., 66-76 S. Prospect St., Youngstown, Ohio 
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EASY TO CLEAN 


—women like this skillet, 
so you'll find it easy to sell 


The Glasbake and Range-tec 
lines are amazingly popular with 
‘women everywhere and the skil- 
let is a particular favorite. It’s 
so easy to clean, she can look 
while she cooks, and the handle 


stays cool. What women want 


McKEE 


GLASBAKE — 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
HARDWARE AGE 


in housewares, you'll find easy 
to sell—so get in touch with 
your Jobber, our Sales Repre- 
sentative or us. We can promise 
reasonably prompt delivery. 
McKee Glass Company, Jean- 
nette, Pa., Established 1853. 


RANGETEL 


TOP-OF-STOVE WARE tug t.m 


COOL 
HANDLE 
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We’re teaching them younc/ 


TODAY’S PEARL-WICK ADVERTISING is working now for 
tomorrow. It is educating your customers for the day when 
hamper production will be unhampered . . . and you can make 
three sales to a home instead of one! 













This appealing picture, for instance, will give Mothers a new idea: 
put a Pearl-Wick Hamper in the child’s bedroom. It’s just 

one suggestion in an idea-full campaign reaching millions of 
women, through America’s foremost home a 


PEARL-W 


DESIGNED AND BUILT BY HAMPER SPECIALISTS 
PEARL-WICK CORP., LONG ISLAND CITY 2, NEW YORK 
RLD 
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SONJA HENIE, famaus Inter- 
national Pictures star, as she 
appears in full-page, full-color 
ads endorsing the Trimz line. 


Spectacular Campaign on ‘’Do It Yourself’’ Decorating 
Puts Another Famous Star To Work For You! 
Dealers Are Making BIG PROFITS! Get Your Share! 


Here’s the campaign that has everything it takes to 
make money for you! Sales appeal... news appeal 
... box office . . . and profits-a-plenty all in one 


neat package! 


It’s Greatest Home Decorating Story Ever Told! 
Imagine! Sonja Henie, Joan Bennett, Claudette 
Colbert—a cumplete cast of Hollywood's glamor- 
ous “first ladies’ —working for you! Telling your 
prospects they’ve used Trimz Ready-Pasted Wall- 
paper in their homes! Just dip in water and apply! 

t’s quick, clean, easy! It’s fun! 
it’s a ‘‘Ready-Pasted Revolution’’! 

Those same stars are announcing the Trimz line as 
a completely effortless way to do your own decorat- 
ing—without tools, paste, fuss or muss. Anyone 
can do it! Makes every woman her own decorator! 
All this, at a time when Mrs. America is stumped 
for decorating manpower! 


it’s NEWS Your Prospects Are Reading! 
Month afters month, in full-page, full-color ads in 
national magazines, Trimz is bringing the news of 


. a a ral 


NOW SONJA HENIE SELLS FOR YOU 


EACH AD SELLS NOT ONE ITEM, 
NOT TWO... BUT A “PACKAGE” 
OF 4 READY-PASTED PRODUCTS 


under the one idea: complete home re- 
decoration without fuss, muss, paste or 
tools. No expert help needed. Just dip in 
water—and apply it! Results? A sparkling 
new home in minutes! And every Trimz 
Ready-Pasted product guaranteed wash- 
able and fade-proof... guaranteed to stick 
or money back! 

This “package” selling produces larger 
unit sales for you... increases your profits! 


*% trimz Ready -Pasted Wallpaper — for 
the entire home. 


*% trimz Ready -Pasted Cedar Closet Paper 
—gives closets the real cedar wood look 
and fragrance. 


* Trimz Ready-Pasted Applikays— 
ready-cut-out decorations to beautify 
rooms and furniture 101 ways. 


* Trimz Ready-Pasted Borders —to 
smarten plain or painted walls. 


the “Ready-Pasted Revolution” to your prospects 
in your town... pre-selling them for you! 


it’s a Brand New Profit Opportunity For You! 
Your community is full of pre-sold prospects wait- 
ing to buy Trimz Ready-Pasted products right now! 
Get your share of this business! Join the Trimz grow- 
ing family of profit-making dealers. Clip and mail 
the coupon at right for complete details. Today! 


FLASH! Starting Sept. 4, TRIMZ Ready-Pasted Products will go on the air 
over 45 major stations, coast-to-coast! Another sales-maker for you! 


HARDWARE AGE 








FREE! 


DEALERS! 
JOBBERS! 


Want to be in on the 
greatest campaign in 
the history of the 
home decorations 
field? Clip and mail 
this coupon for com- 
plete details, today! 





jon dome emmess Chwore 
READY-PASTED WALLPAPER 
oe ee 
= wens reel ban Be ¢tr 


Ad Mats—Cash in on the tre- 
mendous appeal of Joan Ben- 
nett—featured in these ads. 
Use these ads to make your 
store the Trimz headquarters 
in your neighborhood. 





Mailing Folder in colors—A 
Joan Bennett Trimz message. 
Use in Pag om and with 
letters, bills. Space for your 
name and address. 
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Window Card—Big (24” x 
28”), in full color. Features 
the glamorous motion pic- 
ture star, Joan Bennett, using 
Trimz Ready-Pasted in her 
cwn home. 


Counter Card—Full color re- 
production of the national 
ad mounted on heavy card- 
board with an easel on the 
back...ties im your store 
with national advertising. 


TRIMZ CO., INC. 


Publicity Stories—Let famous 
movie stars tell in their own 
words about decorating their 
own homes with Trimz. Lo- 
cal newspapers usually wel- 
come such material. 


Division of United Wall Paper Factories, Inc. 
World’s Largest Manufacturers of Wallpaper and Ready-Pasted Decorations 


Chicago 54, Illinois 


COPYRIGHT 1944, UNITED WALL PAPER FACTORIES. INC, 


1944 


| TRImMz co 
-OMPANY, IN’ 
| Merchandise Mart, Chicang 54, Ill 
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As you know, most tools now are 
irreplaceable. Therefore it is im- 
portant that all usable tools be 
kept in workable condition. This 
can be accomplished through the 
use of Macklin’s complete line of 
high quality grinding wheels and 


sharpening stones. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S. A. 


Distributors in all principal cities 
A 1d Lee ee ee 


Milwaukee - Philadelphia 


Sales Offices Chicago - New York Detroit - 
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AUTOMATIC FIRE DOOR EQUIPMENT 


rweiIs 


MERICA suffers a fire loss of ap- 
proximately $1,000,000 a day! 
During wartime, the extreme serious- 
ness of this situation is intensified by 
the way this grasping hand destroys 
vital industrial production! 
A potent weapon against this 
enemy is Richards-Wilcox Automatic 
Fire Door Equipment because it is 


e Failure-proof! e Lowers insurance rates! 
e@ Requires no maintenance costs! 
We have available many stories, au- 
thenticated by unretouched pictorial 
records, wherein a small, timely in- 
vestment in R-W Equipment saved 
many millions and stopped delays in 
production. 

R-W Fire Doors made of heavy gauge 


Richards-Wilcox Mfg. Co. 
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corrugated steel sheets, plus the extra 
protection of sheet asbestos cores 
stops the spread of fires. Automatic 
closing of R-W Fire Doors, at any set 
temperature, is made positive by a 
fusible link. R-W Fire Doors carry 
the Underwriters Laboratories seal 
of approval. 

Now, learn more about R-W Fire 
Doors, the dependable “watchmen” 
who work 24 hours a day, day after 
day. Send for FREE catalog describ- 
ing in detail our Fire Door equip- 
ment for all sizes and types of door- 
ways. Write today! 


INTERNATIONAL 
FIRE PREVENTION 
WEEK OCT. 8-14 





{fp} AUTOMATIC FURNACE REGULATOR 


of the danger, and the vital need of adding automatic 
furnace controls, and the advantages in warmth, 
comfort, and money-savings they will enjoy. 


A Shortage of 30,000,000 tons of coal is predicted 
for the next heating season. This will be serious to 
home furnace users, for war plants, railroads and 
other essential users MUST get all they need. It’s 
up to home usérs to make up this shortage by 
extreme conservation measures! 


YOU CAN HELP... 

The War Production Board has permitted produc- 
tion of fuel-saving A-P AUTOMATIC CONTROLS 
to help solve this dangerous shortage. You can help 
— by telling every furnace user in your community 


ae abe cups pple") 
Pye es aa 


SET 


An Opportunity to SERVE... 
and to SELL 


The A-P Automatic Furnace Regulator Set 
is available — for all types of heating systems, 
warm air, steam, or hot water. Tell your friends 
about them. They're inexpensive, easy to install, 
dependable in their sure and accurate control of 
room temperatures. They offer you an oppor- 
tunity for ready sales volume and profits NOW. 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH THIRTY-SECOND STREET « MILWAUKEE 10, WISCONSIN 


DEPENDABLE 


FUEL CONTROLS 
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DISPLAY THE *I SIZE OF CHIMNEY SWEEP! 


SEND FOR FREE DISPLAY 
MATERIAL NOW TO HELP YOU 
ROLL THE DOLLARS IN... 


Now, with frost and cold weather on the 
way, is the time to display prominently 
the $1 size of Chimney Sweep, America’s 
No. 1 Soot Destroyer. For America’s most 
severe fuel crisis is here, too — “coal 
30,000,000 tons short of needs,” says Ad- 
ministrator. People now want Chimney 
Sweep—so let them see what they want! 
Display Chimney Sweep—the $1 size— 
in your windows, on your counters— 
everywhere it'll be seen. (Just drop a 
post card to your jobber, or direct to us, 
now—and yoti'll receive all the display 
and point-of-sale material you want.) 


BETTER ORDER THUS GREAT DEAL WOW 
NETS you ‘7.58 quick! 


READ WHY 
CHIMNEY SWEEP 


IS A gPEEDY BEST-SELLER 
Cleans 


out seet and scale from firebox 
te chimney top. 
Saves fuel—gives you more heat for less 
money. 
Sct ilies: Sl Ne a — 
Regular use helps prevent chimney fires. 
Anyone can use it—simple and casy. 
For use in oll and woodburning 
A proved volume-selier nationwide. 








OPEN STOCK [——— 
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Smash Hit Makes Cash Hit with You! 


You'll then be ridin’ high with Chimney 
Sweep, as it crashes into fall with its big- 
gest radio and newspaper campaign. 
Three times bigger than last year’s! With 
thrice the coverage! 3 out of every 4 
people in America will now hear and 
read why they need Chimney Sweep: 
To save them fuel, heat and money. 
You'll be seeing new faces and old cus- 
tomers swarming to your store for Chim- 
ney Sweep. 





Order Chimney Sweep and Display 
Material NOW! 


Stock Chimney Sweep right away. If 
you wait, you may run into transporta- 
tion delays and a further manpower 
squeeze. Display Chimney Sweep NOW 
with window and counter displays, and 
point-of-sale material. Put it up where 
people will see it, and you'll pile up 
extra sales and extra profits. 


NO. 1896 DEALER ASSORTMENT 


Here’s a sure-fire Chimney Sweep deal that makes cash 
customers galore for you. Includes everything 
“clean up’’ on Chimney Sweep. Look—you get 


to help you 


© 1 doz. big 3-ib. cans. Retail value 
® 2 doz. Trial-size 12-oz. cans. Retail value 


Ses ie eae 
coun. 


ter display Lg HI el 


order cards for mailing on- 


You get back 
You pay only 


$18.96 
$11.38 


Se, Sime me YOUR PROFIT $7.58 
ACT FAST! ORDER WOW 





PER CASE | 


LIST PRICE YOUR PRICE RETAIL 
PER CASE PER CASE PRICE 








1 doz. 


$12.00 


6.9% | 
11.34 


_$7.20 





| 
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| 


A 
list Price canes 








HIGHLIGHTS 1 Postwar 


LOOK AT THAT 
CROWD AROUND 





NEVER MIND, 


THOSE G-E J wh F SURGFIRE < DEAR, WE'LL 
STUFF! LOOK lin T and ALL \p GIVE OUR BUDGET 
AT ALL THOSE WE CAME IN A LIFT WITH 
NEW CUSTOMERS FOR WAS A 


G-E DISPLAYS Re me é IF 1 CAN 
STOP ‘EM DEAD og ¥ wok MAKE THIS 

AND PULL‘EM : RE Ky 300-WATTG-E 

; Bie Ce? : LAMP FIT, WHAT 
. x | a A FLASHLIGHT 


FOR THIS G-E 
MONOGRAM ON 
EVERY LAMP I 


I'LL PUT THIS 
G-E MAZDA LAMP 
IN FRONT OF THAT 
MOUSE'S FRONT 


\ Lil DOOR--THEN 
HONEST, DEAR, wa mA WATCH MY 


SHE'S ONLY fas ¥ 
ER-R--FAMOUS Retr 
RADIO STAR ON Ey 


ae PROGRAM! | x) THISLL HELP 
CAN USE MORE 
OF THESE SWELL 
G-E MAZDA Y us 
LAMPS! ad ak ee Naa GET TWO-HES \* 
it ~~ PAat STUCKON MY }j 
SPELLING 


HOMEework, } | 


KEEP BUYING WwarR BONDS - KEEP THE WwarR BONDS YOu sUY 
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A G-E Lamp Dealer rings the bell with his 
first Postwar Promotion on G-E Mazda Lamps! 


1 SURE AM 


pee STUCK ON OUR 
| ! 
WHIZ,AGNES, ‘ee » NEW G-E gs XAGGERATED? Of course! But 


~ —~ DISPLAY ! 4 not as much as you might think. 
IF WE HAD AGE & . Because G-E Mazda Lamps offer all 


FLUORESCENT i 7 
LAMP, WE COULD a 2 these sales advantages: 


HUNT WORMS AT £ 
NIGHT f : 


1. They help increase store traffic. 
2. They provide a steady, year ’round 
demand. 


Avi: two More Ce I a7 3. They have strong public preference. 
40-WATT e Le \a gp f7-aa ~—-4. They pay good profits. 
Fame, )§=6F LUORESCENTS- ea | es $5222 y, 5. They are durable, dependable, 


1 CAN STICK*EM £& ig non-perishable. 
G 6. They are nationally advertised. 





! Yy NG 
WISH I COULD H U fs “a 7 Moreover, after the war General Elec- 
REMEMBER IF Zuhy tric will again provide a complete 
Y, ALBERT SAID i \ program of pre-tested window dis- 
4 |00-WATT ’ plays and sales helps . . . tied-in with 
A 
Je) -\ { 





BULBS OR national magazine advertisements and 
00 4-WATT the only full network radio program 
devoted exclusively to lamps and 
lighting. 
Whatever your postwar plans, con- 
sider all the benefits of G-E Mazda 
Lamps— 


"7 HERESWHERE S\ 
THAT EMPTY SOCKET \ 
QUITS PUTTING |) 


THE BITE ON MY : 








*CTRic @, 
6 me (Once | 


—_—s 


Hear the General Electric radio programs: “The G-E All-Girl Orchestra”’ Sunday 10 p.m. EWT, NBC; “The World Today” news every weekday 6:45 p.m. EWT, CBS 
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START A 


When a customer expresses a desire for 
a product now off the market, sign him 
up in your post-war order book. 


Keep him informed by letter or personal 
call from time to time on any news you 
uncover about chances of manufacturers 
resuming production. Some customers, 
of course, will cancel before you can fill 
the order; but a certain percentage 


“DELIVERY WHEN AVAILABLE”’ 


3,675,000 FAMILIES 
NEW AUTOMOBILES 


2,625,000 FAMILIES 
REFRIGERATORS 


2,555,000 FAMILIES 
RADIOS 


2,100,000 FAMILIES 
WASHING MACHINES 


1,645,000 FAMILIES 
STOVES 


1,400,000 FAMILIES 
VACUUM CLEANERS 


Source—U. S$. Chamber of Commerce, 
Consumer and Industry Survey 


ORDER BOOK 


of them will appreciate your attention 
to their personal welfare. 


For Warren Heavy Hand Tools, you do 

not need a post-war order book. Although 

the Armed Forces take most of our pro- 

duction, we have been able to ship to 

our jobbers. Check with your jobber 

salesman on Warren Heavy Hand Tools 
the next time he calls. 


WARREN, OHIO 


COLD CHISEL 


HARDWARE 


AGE 
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Announcing CLOVER-Dirats Grind- 
ing Wheels x rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To THE HARDWARE TRADE, Clover Grinding 
Compounds and Clover Coated Abrasives 
need no introduction. These goods have an 
established reputation for fine performance. 
They are quality products which the trade 
can and does stand back of with absolute 
confidence. 

To round out its line, Clover now an- 
nounces the addition of general purpose and 
hardware grinding wheels. These new prod- 
ucts are made to Clover’s exacting specifica- 
tions by specialists that before the war were 
one of the largest manufacturers of grinding 
wheels and stones abroad. Among their more 


important features are the following: Colorful counter display for the Hardware Trade, which may be obtained 
with either a 6 or a 12 wheel assortment. These Hardware Wheels are of 
Industrial Quality and accuracy. Holes are one inch, and bushings are pro- 


vided for all sizes of arbors. 





1 Hardware wheels of Industrial Quality and 
accuracy. 

2 A synthetic colloid bond of scientifically-con- 
trolled secret composition that assures re- 
markable mechanical strength and longer 
wheel life. 

a 4 3 Amore compact wheel structure that provides 
uniform grinding. 

4 Uniform grain size throughout—no broken- 
down abrasive particles—no reclaimed grain 





D ps used. 

» i 5 Reliable performance year in and year out. 

. M If you are now carrying Clover Compounds or 

Coated Abrasives, write us for full information 

@) on how you can profit still further from the Clover ‘’Color-Stripe’’ Coated Abra Famous since 1903, Clover Lapping 

r complete Clover abrasives line. sives,—a complete line comprising and Grinding Compound comes in 
flint, oot garnet, silicon carbide twelve grades from microscopic fine 
and cluminum oxide in all grades, to very coarse. Special high tem- 

S CLOVER MFG, co. backings, coatings and sizes. Sup- perature grease maintains uniform 
plied in sheets, rolls, belts and discs consistency, is fast cutting, and does 

Norwalk, Connecticut not burn or score work. 
COATED ABRASIVES...LAPPING AND GRINDING COMPOUND...GRINDING WHEELS 
L 
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QUALITY ABRASIVES ZB AND PERFORMANCE SINCE 1903 








TO BUILD 
YOUR SALES 


QUICKLY 

in the fast- 
approaching 
future 


Good news foretelling final 
victory now comes from every 
fighting front. 


This imposes upon all at home 
a double obligation. 


We must continue to work un- 
remittingly at the tasks of war 


And we must plan ahead... . 
and plan wisely . : . for the fast- 
approaching peace. 


In this connection, please read 
carefully the advertisement re- 
produced upon this page. 


It is one of a series regularly 
‘talking’ to your customers in 
leading sporting magazines. 


Ic illustrates how Bristol is now 
planning ahead to safeguard 
your postwar business. 


Note how it keeps vivid in the 
minds of your customers the 
excellence of present Bristol 
products. 


Mark how it promises a new 
and even finer war-born excel- 
lence for these products quick- 
ly with the war's end. 


. . . 
Ic is, in a real sense, your adver- 
tising. For its entire aim is to 
assure you fast and generous 
Bristol postwar sales and profits. 


Isn't this the kind of advertis- 
ing best calculated to assure 
your future prosperity, Mr 
Dealer? 


We feel confident you will 
agree with us that it is. 


The Horton Manufacturing 
Company 


Bristol, Connecticut 





Kach Time 
Fighters Hear a 
Walkie-Talkie... 


Each time the antenna of a walkie- 
talkie sends out its crisp battle mes- 
sage, that antenna is an unspoken 
pledge of keener fishing enjoyment 
after victory. 

For, from the fabrication of 
walkie-talkie antenna for our armed 
forces are coming new and better 
fishing rods by BRISTOL to add 
new thrills to the favorite sport of 


thousands when the war is won. 
Here’s the reason: 

When America entered war, 
BRISTOL immediately turned its 
long and pioneering experience as 
fishing rod makers into the man- 
ufacture of many essential fight- 
ing materials, among which are 
walkie-talkie antennae. 

Now, in turn, from the building 
of these antennae, BRISTOL is ac- 
quiring valuable new experience and 
skills. Thus, with the peace, you 
may expect quickly from BRISTOL 
brand new fishing rods of even finer 
quality than that favorite one of 
yours which bears this famous name. 


THE HORTON MANUFACTURING CO 


BRISTOL, 


CONNECTICUT 


PEACETIME PRODUCTS—FISHING. RODS, LINES, REELS, GOLF CLUBS 
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A MERCHANT 
LOOKS AHEAD/... 


E. P. Simmons, President of Sanger 
Brothers, Dallas, Texas, says, “Our plan 
and strategy for the days to come are very 
simple. We want to plan and look ahead 
with nationally known, quality-right mer- 
chandise and labels that have built a cus- 
tomer acceptance.” 


Congoleum-Nairn Lays the Foundation for 
This Post-War Plan with two dramatic adver- 
tising campaigns . . . One—A Special New 
Campaign in The Saturday Evening Post. 
featuring NAIRN LINOLEUM as the recog- 


nized “No. 1 for the Big Jobs” .. . selling 
Nairn as No. 1 for home, office or store! 


on 


CONGOLECMNAIRN INC - KEARNY. © J 


One of Congoleum-Nairn’s dramatic 
new advertisements appearing this 
fall in the Saturday Evening Post. 


——_ ee ee ee ee ee ee ee ee ew ow ew ew ew ow ae ae ee ee ee ee ee ow oe ol 


“Talking a | maker's language” is the Po ee ee we ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee 
appeal of this advertisement for a series ~~ 
going to the 34,000,000 readers of the 
top eight home and women’s magazines. 


The other, our regular magazine campaign to 
the 34,000,000 readers of these eight top- 
flight home and women’s magazines... 
Woman’‘s Home Companion Better Homes & Gardens 
McCall’s Magazine Ladies’ Home Journal 
Parents’ Magazine Progressive Farmer 
Country Gentleman True Story 

That’s proof that Congoleum-Nairn is giving you 
the finest foundation for your post-war plan of 
“nationally known” products with ‘consumer 
acceptance”’. 

These advertising campaigns assure that Gold Seal 
Congoleum and Nairn Linoleum will be ‘‘more 
wanted” than ever before in the post-war period. 


CONGOLEUM- 
NAIRN & 


Wy /AIR 
MAKERS OF GOLD SEAL CONGOLEUM LNoLeUM 
AND NAIRN INLAID LINOLEUM | SSanaseean 


of 
Your Money BACK 





ae peer 


= BACK THE ATTACK ! CONGOLEUM-NAIR 


BUY MORE WAR BONDS THAN BEFORE I iienli oy tdi ena caienatinhs is deans 
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TO BUILD 
YOUR SALES 


QUICKLY 

in the fast- 
approaching 
future 


Good news foretelling final 
victory now comes from every 
fighting front. 


This imposes upon all at home 
a double obligation. 


We must continue to work un- 
remittingly at the tasks of war 


And we must plan ahead... . 
and plan wisely . : . for the fast- 
approaching peace. 


In this connection, please read 
carefully the advertisement re- 
produced upon this page. 


It is one of a series regularly 
“talking’’ to your customers in 
leading sporting magazines. 


It illustrates how Bristol is now 
planning ahead to safeguard 
your postwar business. 


Note how it keeps vivid in the 
minds of your customers the 
excellence of present Bristol 
products, 

. . . 
Mark how it promises a new 
and even finer war-born excel- 
lence for these products quick- 
ly with the war's end. 

. . . 
It is, in a real sense, your adver- 
tising. For its entire aim is to 
assure you fast and generous 
Bristol postwar sales and profits. 

. . 7 
Isn't this the kind of advertis- 
ing best calculated to assure 
your future prosperity, Mr. 
Dealer? 

o . 7 
We feel confident you will 
agree with us that it is. 


The Horton Manufacturing 
Company 


Bristol, Connecticut 





Kach Time 
Fighters Hear a 
Walkie-Talkie... 


Each time the antenna of a walkie- 
talkie sends out its crisp battle mes- 
sage, that antenna is an unspoken 
pledge of keener fishing enjoyment 
after victory. 

For, from the fabrication of 
walkie-talkie antenna for our armed 
forces are coming new and better 
fishing rods by BRISTOL to add 
new thrills to the favorite sport of 


thousands when the war is won. 
Here’s the reason: 

When America entered war, 
BRISTOL immediately turned its 
long and pioneering experience as 
fishing rod makers into the man- 
ufacture of many essential fight- 
ing materials, among which are 
walkie-talkie antennae. 

Now, in turn, from the building 
of these antennae, BRISTOL is ac- 
quiring valuable new experience and 
skills. Thus, with the peace, you 
may expect quickly from BRISTOL 
brand new fishing rods of even finer 
quality than that favorite one of 
yours which bears this famous name. 


THE HORTON MANUFACTURING CO 


BRISTOL, 


CONNECTICUT 


PEACETIME PRODUCTS—FISHING. RODS, LINES, REELS, GOLF CLUBS 
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A MERCHANT 
LOOKS AHEAD/... 


E. P. Simmons, President of Sanger 
Brothers, Dallas, Texas, says, “Our plan 
and strategy for the days to come are very 
simple. We want to plan and look ahead 
with nationally known, quality-right mer- 
chandise and labels that have built a cus- 
tomer acceptance.” 


FOR PARKCHESTER . . . huge housing develop- 
emt of the Metropolitan Life Insurance Company in New York 
all (2,272 kachens have floors of long-leseng Narn 
Lescteum and every Boor in thus city of kitchens has alres:!y 


Congoleum-Nairn Lays the Foundation for 
This Post-War Plan with two dramatic adver- 
tising campaigns . . . One—A Special New 
Campaign in The Saturday Evening Post. 


~- known. tor over half a century for its beaury @nd.quality 


When you select the oer tor your own 


featuring NAIRN LINOLEUM as the recog- 
nized “No. 1 for the Big Jobs”. . . selling 
Nairn as No. 1 for home, office or store! 


CONGOLEC MN AIRN INC. KEARWY. ms 


One of Congoleum-Nairn’s dramatic 
new advertisements appearing this 
fall in the Saturday Evening Post. 
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“Talking a h ker’s } g ge” is the i I I I I eel 
appeal of this advertisement for a series ~~ 

going to the 34,000,000 readers of the 

top eight home and women’s magazines. 





The other, our regular magazine campaign to 
the 34,000,000 readers of these eight top- 
flight home and women’s magazines .. . 
Woman’s Home Companion Better Homes & Gardens 
McCall’s Magazine Ladies’ Home Journal 
Parents’ Magazine Progressive Farmer 
Country Gentleman True Story 

That’s proof that Congoleum-Nairn is giving you 
the finest foundation for your post-war plan of 
“nationally known” products with ‘‘consumer 
acceptance’’. 

These advertising campaigns assure that Gold Seal 
Congoleum and Nairn Linoleum will be ‘‘more 
wanted”’ than ever before in the post-war period. 


CONGOLEUM- 





MAKERS OF GOLD SEAL CONGOLEUM 
AND NAIRN INLAID LINOLEUM 


on 
Your monty sack / 


ger yoo Come 


= BACK THE ATTACK! 
: | 'F™ CONGOLEUM-NAIR 


BUY MORE WAR BONDS THAN BEFORE MAKERS OF @OLD SEAL CONGOLEUM AND 


SEPTEMBER 28, 1944 





An Acknowledgment 


by Crosley 


---TO THE PUBLIC 


We who work at Crosley owe our livelihood to millions 
of fellow Americans who have bought Crosley radios, 


refrigerators and other household appliances. 


To these millions of customers, we also ow’ our mod- 
ern plants and equipment, and the important position 


we hold in the home appliance industry. 


When war came, we converted immediately and totally 
to war production. As long as war materials are needed, 
we will continue to produce them to the limit of our 
capacity. We are turning out the weapons of victory 
with the same skill. the same experienced watchfulness, 
and to the same uncompromising standards that dis- 


tinguished Crosley pre-war products. 


After the war, we shall again produce for the public 


22 


the obligations of peacetime—the finest refrigerators, 
radios and appliances they can buy — applying the 
lessons of war to a program of continuous product 


development and improvement. 





«-- TO THE “TRADE” 


We have supplied American homes with Crosley re- 
frigerators, radios, ranges, washers and ironers through 
loyal Crosley dealers and distributors. These business 
partners know that our policy before the war was to 
provide them with the right products at the right 
prices together with consistent advertising, sales pro- 
motion and dealer helps. This will continue to be our 


policy. 


Reconversion, after the war, will be accomplished as 
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quickly as our duty to national security permits. Our materials, fabricated parts and special equipment to 





postwar Crosley products will embody the same values speed up Crosley production of more than forty vital 
that, in our last peacetime year, gave Crosley dealers war weapons—including 2-way radios, gun sights and 






secret radar applications. Each of these companies has 






_ made a contribution in quality and workmanship which 






we are proud to acknowledge. 







These same manufacturers and others will help us to 


produce Crosley refrigerators, radios, ranges, washers 






and ironers when conditions again permit their manu- 






facture for consumer use. We have worked together to 






win the war. We shall keep on working together to 






insure the peace. 





and distributors the greatest sales increases in their 





history. We assure fair and equitable distribution until 






a fully restored production schedule makes possible 






immediate delivery of all orders. 








--- TO OUR ORGANIZATION 






To the 9,000 workers who are Crosley we are obligated 






to provide satisfactory working conditions, a full return 






for their effort, encouragement of individual initiative 





As a substantial unit in American industry, we have 





and self-improvement, complete understanding, and 





a continuing obligation to other units to maintain high 





sincere recognition of the importance of the individual. 





standards for our products and high ethics in our 






business dealings. We hope our business policies shall 






reflect credit upon American industry as a whole, as 
, 





well as upon the Crosley organization. 





GROSEEY 


we pledge every consideration in all our postwar THE CROSLEY CORPOKATION 


To former Crosley people, now serving their country, 






planning plus every assistance in readjusting themselves CINCINNATI, OHIO 






to the way of life they have struggled to preserve. 













---TO AMERICAN INDUSTRY 








Peacetime Manufacturers of Radios, Refrigerators, Household Appli- 





In the neighborhood of 2500 other companies provide ances, and the Crosley Car. Home of WLW, “The Nation's Station.” 
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All frames forged of the finest special alloy 
stee! * * * The new improved polished frame 
Micrometers in 1” and 2” sizes * * * The 
new black enamel finish Micrometers in all 
sizes from 1” to 6” * * *® Also available with 
ratchet stop, lock nut and 10,000ths gradua- 
tions * * * A full range of Metric Micrometers 
in addition to complete sets in leather covered 
cases—0” to 3”, 0” to 4” and 0” to 6” *& * & 


ry ’ 7 ry) ) a hl ‘ _ 
4 4 l 4 4 7 

hy 

ie ul 

5 


\ 
RHODE ISLAND WE 


( 


HARDWARE AGE 














This by 
Bolt ve 
machit 
thousa 


screws 











This battery of Buffalo 
Bolt vertical threading 
machines produces 
thousands of lag 
screws daily. 





Joday- PLASTICS in Thousands of Nardest-Uses/ + 


DEFYING WATER CONTENT -- VIBRATION -- CORROSION~- STRESSES 


Ss 


TAIL PIECES = SLIPNUTS PLASTIC CLOSET == STOPPERS PLASTIC TANK TANK FLOATS FLUSH ELBOWS 
(4 Sizes) (4 Sizes) SPUDS (2") (7 Sizes) FLUSH VALVES BALL GUIDES (2 Sizes} (4 Sizes} 


MmericanMOLDED PLASTIC firrines 


oOo’ : Selection of toughest plastics — long experience in precision molding — these are factors 
BL eet ol Cities that establish superiority of American Molded Plastic Plumbing Fittings. 


——* — Demand that will make other materials obsolete. Ride with the leader- 
ship o 


" AMERICAN m 


WRITE FOR LITERATURE 
FOR IMMEDIATE SHIPMENT: Saran* Tubing and Fittings, Pipe and Fittings, and Sheets. 
"Trademark of The Dow Chemica! Company. 


AMERICAN MOLDED PRODUCTS 
Gales. Cmpany 


Leading the “Ames” line of famous 
"" BP eet ot brands is that of O. Ames, the pioneer 
BUILT AMERICA pace setter for fine shovels, spades 
and scoops. Every dealer will do well 
to put “AMES” shovels on his must 

list now. 


By reason of improved methods and 
farsighted planning, “Ames” is supply- 
ing the greater percentage of shovels 
for war requirements and continuing to 
meet the essential domestic demand. 


Ask Your Jobber 
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Parkersburg, W. Va AMES North Easton, Mass 


SHOVELS © SPADES @ SCOOPS e phe 2 same 
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POST-WAR MECHANICS WILL 
WANT THESE WAR-TESTED | 


= Ra 
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Representative of the better tools which 
American industry and Mechanics will 
have post-war, is this improved Crestoloy 


Diagonal Cutting Plier. 
No. 940-6 was developed just prior to 


the war to meet the severe requirements 
of the Air Corps. It is a light-weight, 
heavy-duty cutter, with generous handle 


leverage and stubby nose, providing 


clean, easy cutting right at the cutter 


c 
w 


ends. 


The experience we have gained in mak- 
ing millions of them has resulted in de- 
sign perfection which normally would 
not be attained in many years of peace- 


time production. 


Today the whole output of this improved 
tool must necessarily go to our fighting 
mechanics: tomorrow 
they will be available for 


mechanics everywhere. 
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THEY'LL STILL INSIST ON “THERMOS” 


THEY’RE your customers today—war everyday life . . . Thermos will be there 
workers, relying on Thermos for ener- —with improved vacuum -insulated 
gizing lunch-time meals. products, smart designs, new uses— 

They’re your customers tomorrow— _ salable merchandise your customers will 
home folks, seeking added pleasures of want, and buy, and enjoy. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT © Thermos Bottle Co., Ltd., Toronto * Thermos Limited, London 
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WANTED | 


2800 Appliance Dealers to Learn the 
Secrets of Postwar Merchandising 











CHARLES LOW 


This eminent authority on making 
retail stores more profitab‘e has 
fathered many projects for large 
operators and department stores. 
He now puts his talents to work on 
your specific postwar problems. 


Can you answer these 
questions? 

What is really the purpose of a 
window display? 

What is the best location for an 
appliance store? 

What is the best way to get peo- 
ple into your store? 

How many items of a line should 
be displayed? 

For the answers to these and many 

other questions, send the coupon 

below now! There is no cost to you. 
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ELECTRIC 


Hotpoint 


KITCHENS 


1944 


TRA 


»INK 


HEN the war ends — perhaps suddenly — will 

you be ready for the retailing problems that 
peace will bring? You can be — easily — with this 
‘‘Planned Electrical Merchandising”’ series, which 
is yours for the asking. 


Will you gamble 3 cents? A three cent stamp, to 
mail that coupon below, brings you this practical, 
field-tested series of bulletins that can well be 
worth thousands of dollars to you. 


They are about your business, not about Hotpoint 
products. No matter whether you’re a Hotpoint 
dealer or not. They are prepared by a nationally 
known authority on the subject of appliance mer- 
chandising. He writes in your language, takes the 
mystery out of postwar merchandising and makes 
it simple to understand. ; 


But don’t wait. Do it now! The future of your busi- 
ness may hang on sending that coupon. Bulletin 
No. 1 will be sent immediately, the others at thirty 
day intervals. There is no charge. No obligation. 


Send the coupon now and start preparing for peace! 


Edison General Electric Appliance Co., Inc. 
5624 W. Taylor Street, Chicago 44, Illinois 





Edison General Electric Appliance Co., Inc. 
5624 West Taylor Street, Chicago 44, Illinois 

Please put me on the mailing list to receive the series of bulletins, 
“Planned Electrical Merchandising” without cost or obligation to me. 


Name ich i, WAIN cilities icles 





Firm Name ai 





Address 





* STEEL CABINETS 
























































































































A lot of industrial distributors 
are doing some tall thinking 
these days. Maybe it goes some- 
thing like this: 

We're all in the midst of the 
most turbulent mess this old 
world has ever brewed. Your 
customers have been yelling 
bloody murder for delivery—de- 
livery — delivery — and you in 
turn have been singing the same 
wail to your suppliers. 


The going is still tough—but a 
little sunshine is beginning to 
show around the edges. 


Perhaps the stresses and 


\ strains of trying to keep afloat 


during a global war have thrown 
" a new light on post-war align- 
1 ments. 
1: 


—_ 


DURO 70019 


jl O28 OD Faun 22 O'S G2 FOR | 


MACHINE 


ALSO MAKERS Of 


Maybe it would be worth 
while for you to check into the 
DURO Story—and learn how this 
organization did its level best to 
treat its distributors fairly during 
the most feverish sellers’ market 
the world has ever seen. 


Maybe it would be profitable 
to learn why the statement 
“DURO design means better 
value for your customers” is a 
fact and not just a selling story. 


Out here at DURO—where our 
facilities are devoted exclusively 
to the making of quality tools— 
there are some-important things 
in the making—things that can 
mean a great deal to any dis- 
tributor in the light machine tool 
field. 


So—before you choose up 
sides—it will pay you to hear 
the DURO story. Just drop us a 
line—and we'll arrange it. 
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WOW-GET SET TO SELL 
THIS MAJOR APPLIANCE 


14,000,000 American families have no other 
source of hot water than the kitchen stove... 
a bucket brigade that ought to be broken up.* 


Duo-Therm Automatic Fuel Oil Water Heaters are pack- Send the coupon and we’ll send you the interesting 
age merchandise . . . major appliances that fit right into story of one of the most profitable franchises in the 
your appliance sales technique. As a matter of fact, appliance field. Good territories are still open. 
appliance dealers have been selling Duo-Therm Auto- 
matic Water Heaters for years, and at retail prices which 
provided for a high dollar profit per sale. UOo- et e as ,! 
Duo-Therm Automatic Water Heaters are as sim- DIVISION OF MOTOR WHEEL CORPORATION (GIDEK LANSING 3, mIcH. 
ple to install as the automatic washers you expect America’s Largest Manufacturer of Fuel Oil Heating Appliances 
to sell in such quantities as soon as you can get . 
them. In fact, they are an ideal partner” to the Praveen rn ieee cunel tine thcsicoccuaavamtieome os 


automatic washer because they supply ample hot more families depend on hand-operated coal heaters...a ready 
woter at the lowest possible cost. market for Duo-Therm Automatic Heaters if there ever was one. 





ne 
DUO-THERM AUTOMATIC FUEL OIL WATER HEATERS DUO-THERM Division of Motor Wheel Corp. 

Now Available for Essential Civilian Needs! Department L-2, Lansing 3, Michigan 
Plenty of not water for the average pioneered and perfected by Duo- ined The to have > laformetion en 4 bersted 
family for less than 4c a day. TI , America’s largest producer heater market and dealer franchise. There is no obligation 
of fuel oil appliances. 





No gas or electric connections . . . 
can be installed anywhere! And a name that keeps on selling 

Fully aut tic convenience . . . . . . through consistent national 
the kind that millions want and are advertising in Life, Look, Liberty, 
waiting for! True Confessions, TrueStory, House- 

A name that sells . . . for auto- hold, Pathfinder, Farm Journal and 
matic fuel oil water heaters were Successful Farming. 
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4,000,000 LESS 





— 47% MORE! 


Government figures have it that the farm population today is smaller by 4,000,000 than it was 
in 1918. But—our farmers produce 47% more! The progressive farm families who read 
FARM JOURNAL—and there are more than 2'/ millions of them—are just naturally among the 
leaders in up-to-date farming methods that make possible such production records. 


These farmers use all the latest kinds of tools and equipment—and, along with the records, they 


make money which buys the best of 
household necessities and conven- 
iences. You'll find good furnish- 
ings, radios, washing machines, and 
all the rest, in their homes. There’s 
no comparable market anywhere— 
considering the variety of items used 
and the money available to buy them. 
FARM JOURNALinfluences your farm 
customers as no other magazine can. 
That's why, if you trade with rural 
America, where income is now bil- 
lions more, you ought to know the 
things FARM JOURNAL people pre- 
fer—and you should display them. 


Make the facts work for you. 
Write—and let us tell you how many 
FARM JOURNAL subscribers live in 
your own county. The FARM 
JOURNAL has anywhere from half- 
a-million to a million-and-a-half 
more subscribers than any other na- 
tional or sectional farm magazine. 








These are the products in your line advertised 
in current issues of the FARM JOURNAL. 


ALCOA ALUMINUM 
ARMCO STEEL 
BALL ALL-GLASS JARS 
BILTRITE RUBBER HEELS 
BLACK LEAF 40 
BOND FLASHLIGHT 
BATTERIES 
BORG-WARNER PRODUCTS 
BOSS KEROSENE STOVES 
BRIGGS & STRATTON 
GASOLINE ENGINES 
BRIGHT STAR FLASHLIGHT 
BATTERIES 


BURKS WATER SYSTEMS 
BURPEE CAN SEALERS & 
PRESSURE CANNERS 
CARBORUNDUM FILES 

CAT'S PAW RUBBER 
HEELS & SOLES 

CHORE GIRL CLEAN2R 

CLOROX 

COLEMAN APPLIANCES 

CYANOGAS 

DISSTON SAWS 

DUO-THERM HEATERS 


Of the 
FIRST FOUR 


General Magazines 


only ONE 


covers the rural market 


= 
= 





GRAHAM PATTERSON, Publisher 


DUTCH BOY WHITE LEAD 

EVEREADY FLASHLIGHT 
BATTERIES 

FOLEY FOOD MILL 

FREEZE-ALL 

FRIGIDAIRE 

GATOR ROACH HIVES 

GENERAL ELECTRIC 

DR. HESS & CLARK 
PRODUCTS 

IVER JOHNSON’S ARMS 
& CYCLES 

KALAMAZOO STOVES 

KELVINATOR 

KERR MASON JARS & CAPS 

K-R-O RATICIDE 

LIBBEY-OWENS-FORD 
GLASS 


MALLEABLE IRON RANGES 
MONARCH RANGES 
CO RANGES 


E 
PARMAK ELECTRIC FENCER 
PERFECTION STOVES 
PHILCO PRODUCTS 
PITTSBURGH PAINTS 


= 
FARM 


JOURNAL .4&: 
Ae 
< ‘os 
(EAS ‘ ld 


PLUMB AXES 

POLAROID DAY GLASSES 

PRATT’S POULTRY 
REMEDIES 

PRESTO JARS 

PURINA FEEDS 

PYREX WARE 

REMINGTON ARMS 

REPUBLIC STEEL 

R-V LITE 

SANI-FLUSH 

SAVAGE ARMS 

SILEX 

SO-LO PATCHING CEMENT 

SPEED a ELECTRIC 
WASHERS 


SPRA-KAST 

STEWART CLIPMASTER 
TA-PAT-CO COLLAR PADS 
TOXITE 


RAPS 
WARM MORNING STOVES 
WAYNE FEEDS 
WESTERN CARTRIDGES 
WESTINGHOUSE PRODUCTS 
ZENITH RADIOS 


Washington Square, Philadelphia 5 
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LDS WATER SYSTEM 


U 
soe DEPARTMENT 


Goulds Water Systems will provide the sound 
foundation for establishing a Goulds Water Sys- 
tem Department as an exceedingly important and 
profitable part of your future business in the rich 
rural market. 


After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 


For your full share of this profitable business, 
depend on dependable Goulds to help make your 
Water System Department successful. 


We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 
= your salesmen in installation work and servicing. 








The Greatest Back-to-the-Farm 
Movement in All History ! 


They'll be coming back to the farm—millions of them from amon, 
the 12,000,000 men in Uncle Sam’s Armed Forces. 


They will bring back full appreciation of the value of mechanical 
equipment, which is serving them in hundreds of marvelous forms. 


Goulds Pumps are now serving with these men all over the world— 
they’re pumping fuel oil and high-octane gasoline on aircraft carriers. 
doing many jobs on other types of Navy ships; thousands of landing 
craft of different types are equipped with dependable Goulds; Goulds 
Pumps are providing water for laundry trailer units on many fronts. 
These are a few of the many tasks that Goulds Pumps are doing for 
the Army, Navy, Coast Guard, and Maritime Commission. 


The returning servicemen, back on the 
farm, will appreciate the sturdy, compact 
dependability and economy of a Goulds 
Water System to supply their Number 1 
basic need—for profit and convenience— 
in establishing their new Way of Life-on- 
the-Farm. 


In their new uniform of overalls and jump- 
er, they will still be an army of millions 
—a great army of prospects for Goulds 
Water Systems and the many other things 
that utilize running water on the farm. 


Just as soon as Uncle Sam says “GO!” we'll 
step up our production of water systems 
for civilian use. You can count on us then 
to take care of a// your needs for Goulds 
Water Systems and for full cooperation in 
sales, merchandising, promotion, installa- 
tion and servicing. 


THE GOULDS JET-O-MATIC 
The ultimate in low-cost, trouble-free, 
adequate-capacity water'systems 
for the farm. 


GOULDS PUMPS, Inc., Seneca Falls, N.Y. 


BETTER and BETTER PUMPS ...and ONLY PUMPS... for 96 YEARS 








STEP UP UNIT SALES WITH 
THE PYREX WARE SET OF 7” 


0 


Make up your own 
sets out of open stock 


@ 


USE THIS FREE MAT 
TO HELP SELL ’EM 


Want an idea for boosting Pyrex ware sales 
volume right now? As outlined below, the 
dishes featured in Pyrex ware’s big Fall national 
advertising campaign line up naturally into a 
fast-moving “Set of Seven”’ to retail at one 
ninety-five. Just make up your sets out of 
open stock. Build a mase display of these sets 
next to your regular Pyrex ware counter. And 
follow through by running this free mat (at 
right) in your local paper. You’ll find this mat 
in your Fall Pyrex ware Display Kit . . . or if 
you’d like an extra one, write us today! 











ASK FOR THE 
"SET OF SEVEN” 
AT OUR PYREX 
WARE COUNTER 


PM-158.844 D EA L ‘a a 


S . can be used for bet 
ome in! See the Pyrex were Soin end 


, Set of ering 
$ Sign 


This “SET OF SEVEN” includes all the dishes advertised in Pyrex Ware’s national campaign! 








Here’s how to make up the “Set of Seven’’ 


Retail Price Retail Price 
Each 


-65 
45 
45 
10 


Double Duty Casserole No. 683 
Flavor Saver Pie Plate No. 229 
Loaf Pan No. 212 
Individual Deep Pie Dishes No. 453 


RETAIL PRICE PER SET OF SEVEN DISHES $1.95 


When you buy in ten-case lots your profit on every set is 78c 


Per Set 


-65 
45 
45 
-40 








Between Sept. 10th and Oct. 4th, 75 million full- 
color Pyrex ware ads in national magazines and 
Sunday newspapers will carry a hard-hitting sales 
story on each of the individual items featured in 
the ‘‘Set of Seven.” In addition, the national ad 
shows the set exactly as illustrated in your mat. 
That’s what makes the “‘Set of Seven’”’ the hottest 
idea in the housewares field today! Remember, 
when you buy in ten-case lots, you make forty 
cents on every dollar’s worth of Pyrex you sell. 


Consumer Products Division 
CORNING GLASS WORKS, CORNING, N.Y. \Gexes 
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WINCHES 7ER | 
ADVERTISING £iz call for the brilliant, bullet- 
TODAY.. 





Look in the Sep- 
tember 9th issue 
of the SATURDAY 
EVENING POST... 
and the early fall 
issues of leading 
farm and outdoor 
magazines, for 
Winchester bat- 
tery advertise- 
ments, 
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WINCHESTER 


batteries pierce darkness 


fast light of Winchester batteries 
comes today from war industries 
and services. And under today’s 
restricted production, that natu- 
rally leaves few Winchester bat- 
teries—and no Winchester flash- 
lights for you. 


fail 


Once Victory’s won, Winchester 
flashlights will again be available 
in all popular styles. And you’ll be 
able to buy all the Winchester 
Hi-Power batteries you need. 
Winchester Repeating Arms Com- 
pany, New Haven, Conn., Division 
of Western Cartridge Company. 


WHEN THE LIGHTS GO ON\AGAIN 


ey WINCHESTER 








-,.1S BUILDING 
POST-WAR 











These powerful Winchester 
battery advertisements, 
regularly reaching a big 
cross-section of your 
customers... whether 
they live in the city, in the 
country or on the farm . 

are direct evidence of our 
post-war sales planning for 
YOU. 


These advertisements 
constantly remind readers 
of the bullet-fast light of 
Winchester batteries... a 
product that, for over 25 
years, has added safety and 
convenience to American 
living. IT WILL DO SO 
AGAIN ... when the war 
gunscease firing. Winchester 
Repeating Arms Company, 
New Haven, Conn., Divi- 
sion of Western Cartridge 
Company. 


COPR. 1944, WINCHESTER REPFATING ARMS CO., 
SION OF WESTERN CARTRIOGE CO. 
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Brass 
Garden Hose Goods 


for 1945 


It is an accepted fact throughout the trade, proven by all past experience, that 
brass is the only satisfactory material for hose fittings. 





Naturally, therefore, all wholesalers and retailers are anxious to obtain brass hose 
goods as soon as possible. 


Right now it is possible to obtain some brass fittings, for distribution to indus- 
trial customers, where the use of a less scarce material is not practical. 


We are now manufacturing brass water hose couplings, brass clincher goods, and 
brass hose nozzles, for shipment on orders carrying priority rating of AA-5 or 
higher, together with proper certification or statement of end use. A bulletin is 
available on request, explaining the procedure for obtaining the priority to 
purchase these brass hose goods. 


At this time, the restrictions have not been lifted to permit the sale of brass gar- 
den and lawn hose fittings for general civilian use. However, we are keeping 
closely in touch with all current developments. 


Because we are in production on brass hose goods now—and have been continu- 
ously making many of our standard brass items for military and naval use, we 
will be able to proceed rapidly when the restrictions are removed on the use of 
brass for garden and lawn hose goods. 





During the past several seasons when brass has not been available for civilian 
goods, the trade has learned that they could still rely on Sherman to supply them 
with Garden Hose Goods, due to the foresight of Sherman engineers in developing 
our Plastic Line. 


You can continue to rely on Sherman to supply your requirements, with the best 
Hose Goods that can be made. 


H. B. SHERMAN MANUFACTURING CO. 


Battle Creek, Michigan 
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FOR your PRO 


Kleen-Test, the quality motor oil that you can sell for 
more profit at lower prices, offers you a combination 
of values unmatched! First, Kleen-Test is a basically 
better product—refined from a special crude oil, 
triple-filtered and naturally wax-free. Second, Kleen- 
Test is refined by the most modern low-cost produc- 
tion methods. And third, Kleen-Test’s outstanding 
performance features are supported by a money-back 
guarantee on every gallon. 


Kleen-Test is but one of the complete line of 


TRU-TEST 

Merchandise Mart 

Chicago 54, Illinois 

Please send booklet explaining the TRU- 
TEST System. 


Name 
Company 
Address 


EE a 


MERCHANDISE MART= CHICAGO 54, 
Eastern Offices: 


Creeping 


$ 


Removes 
Carbon 
Faster 


$ 


Prolongs 
Motor 
Life 


Increases 
Power 


$ 


Reduces 
i atobacls 
Tataitels| 


Resists 
Extreme 
Heat 


i. $ 


~ 


Laboratory 
Tested and 
Approved 


TRU-TEST products with which your TRU-TEST 
Distributor can show you the way to greater sales 
volume and higher net profits. Have him explain to 
you the many advantages of the TRU-TEST System 

. the system that brings modern mass distribution 


, and promotion methods to independent retailers and 


distributors of Toys, Hardware, Automotive Supplies, 
Furniture and Home Appliances. 


Meanwhile, mail the coupon below for the free, 48- 
page booklet explaining the TRU-TEST System. 


RU-TEST 


ILLINOIS 
225 Fifth Avenue, New York 10, N. Y. 
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METAL PRODUCTS CO., AKRON, OHIO. & 
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Why buy the Cart without the forse 7 


@ Washing is only one-third of the home laun- 
dering job. The hardest two-thirds, drying and 
ironing, still have to be done. Why not then, when 
you sell home laundering equipment, sell a com- 
plete outfit? Why not sell the Complete Home 
Laundry ... Washing, Drying, Ironing, in one 
compact, smartly designed unit? 

When conditions 
permit, Blackstone 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


where in the home, in kitchen, utility room or base- 
ment, And in a good many states, F. H. A. regula- 
tions will permit it to be financed as part of the 
original mortgage on new homes. In addition to 
this DeLuxe Unit, Blackstone will present a com- 
plete line of individual washers, dryers and ironers. 
With such profit opportunities before you, 
what have you done 


to secure the Black- 
Co., Ine. 





will offer this Com- A Divison of J 


Metal Equip 


stone franchise in 





plete Home Laundry. 
It will be capable of 
installation any- 


“"" @e 


PRC 


your area? 
Better write us at 
once. 


CKSTONE 


YOUCT 


oF 


—— OLDEST WASHER MANUFACTURER 
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e Leads the Paint Field! 


BECAUSE his 
store is Paint 
Headquarters in 
his community! 


BECAUSE he 
comes first in the 
consideration of 
his paint com- 
pany, which has 
refused, for the 
the duration, to 
sell new full-line 
accounts! 


BECAUSE his 
paint company 
has refused to 
sacrifice quality 
under stress of 
wartime mate- 
rial shortages! 


BECAUSE his 
paint is backed 
by the most con- 
sistent advertis- 
ing in peace and 
war! 


HE IS THE 


BECAUSE his 
paintis preferred 
by more people 
than any other 
brand! 


BECAUSE his 
Style Guide 
Paint and Color 
Service is the 
most construc» 
tive consumer 
aid offered by 
any retailer! 


SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams Full-line Dealers after the 
war should write NOW to The Sherwin-Willams Co., Cleveland 1, Ohio 





WILL THERE BE A MARKET FOR PADLOCKS 
AFTER THE WAR? 


Here is our answer — and our reasoning: 


Consumers have been unable to buy Corbin quality padlocks for 3 years. Our 
facilities were “drafted” for war production. Substitute locks will have broken or 
been discarded which means that thousands of people are waiting to buy. This pent-up 
demand for good padlocks plus the high normal requirements of an average year 
indicates to us that the market for quality padlocks will be tremendous after the War. 

Resolve now that after the War you are going to make greater immediate and 
surer lasting profit by displaying and selling high quality profitable padlocks. 





CABINET LOCK CO. 
NEW BRITAIN, CONNECTICUT 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
**Safety first....and last....when Corbinlocked’’ 














Corbin Extruded Padlock #28831%. Installations of this lock in masterkeyed systems make profitable 
soles and satisfied customers As you know priorities are required at present. 


In serving those who fight for America, Corbin has learned much that will benefit you and 
assure better service to America when Victory is won. 
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EVEN THOUGH the government 
now permits us to manufacture 
considerable quantities of Ameri- 
can fence, there still is not 
enough to fill all demands. So, in 
our advertising, we urge your 
customers to see you at once if 
they need fence. We explain that 
you may be able to supply them 
with American Fence now—but 
if you can’t, you'll do everything 
possible to take care of them 
quickly. 

In this way we keep your cus- 
tomers constantly reminded of 
American Fence and at the same 
time help you build good will by 
putting you in touch with cus- 
tomers who need your assist- 
ance. As an extra service, we 
offer the free booklets on fence 
care. We will gladly send you 
copies of these booklets, if you'll 
ask our representative on his 
next call—or write direct to our 
nearest branch office. 




















Thoved mort tn ute Than tng her beant 7 


AMERICAN FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNI Fee STATES STEEL 
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Make Mio Test 


WITH A BETHLEHEM BOLT 


Pick up a Bethlehem bolt at random. Run the nut up 
the bolt shank. Then repeat, using the same nut on 
another bolt from the same carton. The nut turns just 
as freely as before. That’s because Bethlehem bolts 
and nuts are held rigidly to definite tolerances. 

Besides, Bethlehem bolts and nuts are made of 
tough, strong steel. Threads are clean-cut, smooth- 
fitting. Wrenches take a firm grip on heads and nuts. 
Bolts stay tight on the job. 

No wonder your customers prefer Bethlehem bolts! 
The distinctive red-and-white labels that identify 


Bethlehem bolts make it easier for your customers to 


ask for them—and make an attractive appearance 
on your shelves. 

War's needs are still taking a large proportion of 
our bolt and nut output. If your distributor should 
be out of stock on some item temporarily, please be 
patient. At each of our three fastenings plants we 
are doing our best to keep him well-supplied. 
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COAL HEATER 


, , , 
7s the Peoples Chocce! 
By popular demand, WARM MORNING has 
been elected to top leadership in the stove market 
of the Nation! First in sales... first in performance... 
first in the hearts of hundreds of thousands of owners. 
Others may look like it—others may have similar 
sounding names—but /ook inside and see the difference 
—there is only one genuine WARM MORNING! 


Semi-automatic, magazine feed—holds 100 lbs. 
of coal—burns any kind of coal, coke or briquets— 
heats all day and night without refueling, several 
days in mild weather—start a fire but once a year— 
ample heating capacity for the average home—yet 
requires less attention than most furnaces. 

Keep your stocks complete and your heaters well dis- 
played to cash in on our big national advertising cam- 
paign. Order from your distributor today. 

‘at. Nos. 2255527 and 127471, and 


LOCKE STOVE CO., 114 West llth St., Kansas City 6, Mo. 3: Bye Not toe Rage ee 
(73-10) 
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to Protect 


the postwar sales of our 
Dealers GS’ Advertisements 


like this are appearing 


regularly in leading 


Outdoor Wagazines 
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YEARS’ EXPERIENCE 





9222 PEACETIME 
PRODUCTS 






€ a devoted to the production 
: of war material have vastly increased 
the scope of our manufacturing experi- 
ence. Many lessons have been learned; 
new techniques and materials have been 
mastered. After the war we are plan- : 
ning to apply this knowledge, along with | 
our increased facilities, by producing 
an even finer line of Mercury bicycles 


and Steelcraft juvenile wheel goods. 





THE 


MURRAY OHIO 
MANUFACTURING CO. 


CLEVELAND 10, OHIO 







* 





* 





increasing Draw-Bar Pull... 
Pushing Bicycle Traffic 


A war-workING locomotive . . . hauling 
heavier loads at faster speeds... be- 
grudging every minute required for re- 
pairs .. . needs bolts and nuts so strong 
they defy the shock and stress of pulls and 
bumps and banging vibration. 

A bicycle . . . riding a busy assembly 
line . . . needs fasteners with threads so 
true they speed the get-away and ease the 
drive home. 

Whether strength or accuracy is the 
chief fastener requirement of your cus- 
tomers’ products, you give them both 
when you sell RB&W Empire products. 
For, the same manufacturing steps that 


make them strofg build accuracy into 
their dimensions. 

Your customers will more readily ac- 
cept RB&W products when you review 
their history . . . 99 years of constantly 
improved strength, accuracy and finish 
resulting from continuous research and 
progress. Tell them how this progress 
started with RB& W's development of the 
first automatic cold-header and has teen 
sustained by great investments in the 
most modern manufacturing equipment 
and most up-to-the-minute methods for 
quality control from raw material to 
finished fasteners. 





§ 
: 


" ; 
owner a es 


And to turn your prospects into new 
customers, tell them about the many satis- 
fied users of RB&W products among your 
own trade as well as reminding them of 
the famous names in farm implements, 
automobiles, railroads, aircraft, power 
and transmission equipment, construction 
and general industry that have standard- 
ized on RB&W fasteners. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Hl. Sales offices at : Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portiand, Seattle. 


Leh] Vi. SS 
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| RUSSELL, 1 surpsaut & WARD BOLT AND NUT COMPANY 
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TALOR PLASTICS - 
BRACE, DRILL PRESS OR PORTABLE DRILL 


f foe 


DRAMATIC DISPLAY KIT FREE 
WITH MINIMUM ORDER 


Because BRINGS GREAT NEWS 
OF SALES opportunities WOW! 


BRUNO Adjustable HOLE CUTTERS are selling — 
and selling fast! Why? First — mechanics, hob- 
byists, electricians, farmers and a host of others 
can get them now — tools that have been on the 
urgently-needed list for a long time. 


Second —two Bruno Hole Cutters give a cut- i 

ting range of from 7” to 21/2” in diameter. No The BRUNO Adjustable HOLE CUTTER — 
need to buy numerous fixed radius tools to cover makes Multi-sized holes in metal boxes — 
the same cutting range. 


PROVEN SALES FEATURES: Easily Adjustable 
high speed steel blades...Cut accurate, clean 
holes in sheet metal, boiler plate, Dural, plastics, 
wood, masonite die stock, hard rubber, fibre and 
other materials... Perfectly suited for use in 


4 drill presses, electric drills, hand drills or hand Ca Peak 
into new braces...Ideal for shop work, maintenance, Or cuts holes to any depth in plastics, wood 
iny satis- 4 model building, radio work... Designed by or compressed materials — 
ong your " cutting tool engineers of long experience. eas 
them of 
»lements, 
rf, power 
struction 


standard- 


Company. 
is, Pa., Rock 


vit, Chicago, 
No. 101-B — 


Range 1” to 21/2” 
Also available 
with straight 
shank (No. 101) 


ea 8 y \ Write Today For Gener- sf tate, © 

a Md ga ous Discount Schedules * he 
so available Sy 

with Square Bit E: — Address Department 

Stock (No. 100-B) HA-9 


Each Cutter picture-packaged for greatest 
sales uppeal. Instructions for use inside. 
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SPECIALIZATION 


assures EASIER SELLING FOR 
THE SALESMAW 





ee WOOD Siuart and Wilson 
—2 Brand Shovels are tools with 
\ — a national reputation for 
finest quality. The way they aoa, of 
~ sell, wear and create repeat jrith Steet L Beam fii] east 
sales is a logical result of 
WOOD'S 40 years of specialization in making only OPEN-BACK— 
fii] | with Steel |-Beam 
shovels, spades and scoops. ‘ Handle Reinforce- jf 
in addition to national reputation for unvarying quality, ! srovel of the low i 
these finer tools are equipped with exclusive construc- Bieta |! 
tion features which make selling easier and insure 
extra wear regardless of conditions of use. 


ment. 
“Everything Extra 
except the Price’ 


A Matienal Organization 





HARDWARE AGE 





“Th e 
Hardware Dealers 
Magazine” 


® 


GEORGE H. GRIFFITHS 
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CHARLES J. HEALE 
Vice-President and Editor 


L. V. ROWLANDS 
Sales Manager 
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KENNETH A. HEALE 
GEORGE M. SANGSTER 
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’ With the Armed Forces 
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Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








‘XK Day” 





When the expected early victory over Germany comes there 
will be an “easing” and probably some elimination of war- 
imposed government controls. This will encourage reconver- 
sion which should provide a steadily growing quantity and 
scope of civilian goods. Reconversion is a major undertaking 
so “don’t expect too much too soon”—yet at the same time 
start seeking your full share of available goods as these be- 


fo war news con- 


tinues to be so favorable that 
victory over Germany now 
seems unbelievably close at 
hand. At the same time, even 
our military experts are not 
yet willing to predict, precise- 
ly, when X-Daly may be expect- 
ed—yet all agree it will be 
soon. When it does happen we 
will find ourselves, immediate- 
ly, in a“half-peace and half- 
war status” with the necessity 
of making rapid adjustments. 
Reduced, yet adequate, war 
production must be maintained 
in order to win the battle in 
the Pacific area. We should 
also find ourselves rushing al- 
most headlong into reconver- 
sion on a fairly substantial 
basis. 

Current reports from Wash- 
ington, dealing with early 
prospects for liberal supplies 





come available. 


of civilian goods, are also most 
encouraging — yet, if studied 
carefully and completely, do 
not quite promise the “all out” 
program suggested by the 
screaming headlines in some 


newspapers. Many people, 
who read only headlines or 
glance but casually and hope- 
fully at part of the Washing- 
ton news stories, are already 
convinced that X-Day will 
mark not only the military col- 
lapse of Germany but also the 
total elimination of most gov- 
ernment controls over our way 
of life and our business prac- 
tices, and, thereby, provide 
almost immediately a_ veri- 
table flood of all kinds of con- 
sumer merchandise. We don’t 
think it will happen just that 
way. 

We do anticipate that the 
end of the European phase of 
the war will reduce, drastical- 
ly and suddenly, our war pro- 









duction requirements for man- 
power, materials and equip- 
ment and that these three 
basic factors will be made 
promptly available for the re- 
sumption of civilian goods 
production, but not without 
some continuing controls, al- 
locations and priorities. We 
also expect a marked, and 
most welcome, easing of many 
government regulations—but 
we do not .expect a wholesale 
elimination of such regula- 
tions for some time. 

Under these circumstances 
certain civilian goods should 
be available in fair quantities, 
at an early date. The scope of 
such merchandise should in- 
crease, (both variety and quan- 
tity) at a rapid pace once a 
proper start is made. How- 
ever, it is a major undertaking 
to turn from a full war-time 
economy to a semi-war time 
economy (or semi-peacetime 
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economy). So we again cau- 
tion wholesale and retail dis- 
tributors “don’t expect too 
much too soon” because you 
probably won't get very much, 
very quickly. 

As various WPB and OPA 
regulations are eased, or even 
dropped completely, some re- 
lief will be present, but it must 
be remembered that closely 
related controls that may not 
be eased nor dropped may 
nullify those which are eased 
or dropped. There will con- 
tinue a critical list of ma- 
terials, probably a _ rapidly 
decreasing list, which may 
curtail part of the return to 
the manufacture of needed 
civilian goods. 

In other words, immediately 
after X-Day start expecting 
relief from government con- 
trols and start trying to get 
previously unavailable goods 
and keep at it because the 
“squeaking wheel gets the 
grease.” At the same time, 
remember that it takes more 
than release from government 
restrictions on basic materials 
to produce and distribute fin- 
ished products unless those 
products are the same as re- 
quired for government war 
use. Even then it will take 
some time to affect distribu- 
tion. 

In this issue, starting on 
page 64, is an analytical story 
by Eugene J. Hardy of the 
HarpwareE Ace Washington 
Bureau. It gives the full story 
(with proper emphasis in the 
proper places), of probable 
X-Day reconversion progress. 
Read it in full in order to ac- 
curately appraise the probable 
developments when Germany 
collapses. And note especial- 
ly the paragraphs devoted to 
the builders’ hardware situa- 
tion, wherein Mr. Hardy 
brings out the fact that elim- 
ination of Order L-236 with- 


out the elimination of Orders 
M-126 and M-9-c provides 
very little, if any, relief for 
this part of the hardware busi- 
ness. This is an excellent ex- 
ample of what we have in mind 
when we repeat “don’t expect 
too much too soon.” 
Remember also that there 
are definitely strong political 
currents involved in the re- 
conversion that will follow 
X-Day. With basic war pro- 
duction drastically curtailed, 
there will be a vital need for 
assuring employment of many 
thousands of American citi- 
zens. This demands the eas- 
ing, as we predict, of many 
government orders which now 
hamstring business operations. 
By the same token, these same 


political considerations are 
also a factor which could in- 
fluence “much talk and little 
action” on the same program. 

To sum it up, we think the 
situation ahead calls for a new 
kind of an “alert”—the kind 
of an “alert” which finds whole- 
sale and retail hardware dis- 
tributors as free as possible 
of “ersatz goods”; in as firm 
a financial and therefore pur- 
chasing position as possible; 
as active as possible in seek- 
ing an early return of nor- 
mal goods and cooperatively 
(wholesalers and _ retailers) 
determined to see to it that 
independent distribution chan- 
nels get, at first and later too, 
their proper share of what is 
available—as it is available. 


Monrovia, Calif. Merchants Know 
Their Post-War Potential 


Market. Do You Know Yours? 


N this issue, starting on page 
56, is one of the most in- 
teresting and constructive con- 
tributions to the HARDWARE 
Acer Post-War Forum, which 
has been a regular feature of 
every issue of this publication 
since Nov. 1}, 1943. It tells 
how the hardware dealers, and 
other merchants, of Monrovia, 
Calif., analyzed their own nor- 
mal trading area to determine 
its post-war needs and desires 
so that when such merchandise 
and equipment is again avail- 
able they will know the poten- 
tial of possible business. 
While national and _state- 
wide studies of probable post- 
war purchases are interesting 
and stimulating, it is truly the 
opportunities presented by the 
local market which should con- 
sume the attention and studied 
interest of hardware dealers. 


They should learn, as quickly 
as possible, what (among the 
lines they normally handle or 
plan to handle in the post-war 
period) are needed or wanted 
and prepare their selling and 
advertising programs accord- 
ingly. 

The simple survey made by 
the Monrovia merchants could 
be duplicated in practically 
every territory served by hard- 
ware dealers and the results 
of such a study should serve 
as both a stimulus and guide 
for post-war planning. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 96 
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cokwood 
SALES TRAINING PROGRAM 


Answers your question... 









“ 
\ i. going to run the Builders’ Hardware De- 
partment if I set it up? They don’t run themselves!”’ 






You are 100% right. You’ll need someone who 






understands Builders’ Hardware . . . how it is made, 






how it is specified, how it is installed and how to sell 






it profitably. 
To assist Lockwood Franchise Dealers, we have 
developed the 


LOCKWOOD SALES TRAINING PROGRAM 


















...a factory training course that will give a well- 






rounded working knowledge of the business. It’s no 






picnic — no “free ride’’ — but for the man who is 






in earnest, it will mean better business and a bigger 
share of the Postwar Building Boom. 







THE LOCKWOOD BUILDERS’ HARDWARE FRANCHISE 


Shows you how you can set up a Builders’ Hard- 









ware Department to take full advantage of the 






building opportunities in your area. 
Ask about it . .. there may be a Lockwood 


Franchise open in your territory . . . mail the coupon 











right away. 


LOCKS \ USE f f 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG. MASSACHUSETTS 


1944 





J 
cell oa — —— — — — — —_— — — 


LOCKWOOD HARDWARE MFG. CO. 
Fitchburg, Mass. 


Please arrange to have your representative call with 
your Lockwood Franchise Portfolio, and tell me 
about the Sales Training Program ... at no 
obligation. 


PPIOD..:.«<.+.+- 
Firm... 
Hardware Age, September 28, 1944. 
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Monrovia, California, Merchants | P: 


This city of 14,192 has made an exhaustive survey of 
its post-war demand. It shows that $6,500,000 will be 
spent for postponed purchases after the war. Of this 
amount $362,425 will be spent in hardware stores. 
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Map showing the location of Monrovia. Some idea of the distances may be gained from 

the statement that the Los Angeles City Hall is 18 miles distant; the Hollywood Bowl 

23 miles; the Rose Bowl, 10 miles; Los Angeles Harbor (base of the U. S. Fleet), 36 miles; 
Santa Monica, 36 miles; Long Beach, 35 miles, and Riverside, 42 miles. 


\ Viiat really is the 


post-war purchasing power of the 


consumer? What is he going to 
buy? How much is he going to 
pay? These are pertinent ques- 
tions that hardware men, large and 
small, are asking themselves with 
recurring persistence. 

They have heard that individual 
consumers are saving their money; 
that they are going on a buying 
spree after the war; that they are 
spending their money as fast as they 
make it; that they will be unable 
to buy durable goods when manu- 
facturing starts up again. 

Hardware men are not interested 
in knowing how many washing ma- 
chines 
the war. The important question is 

how many will America buy? 

And so, out in Monrovia, Cali- 
fornia, a typical American city of 
typical American business men and 


56 


America may want after 


typical American consumers it was 
decided by forward-looking business 
men that they would pierce the veil 
of mystery surrounding post-war 
merchandising and find out exactly 
what lies ahead for them. 


Post-War Forum 
Hardware Age 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


So came into being the Post-War 
Planning Committee. It has as its 
laudable over-all objective the fol- 
lowing: 

l. To create a labor balance 
sheet to aid in determining the 
need for jobs after the war, par- 
ticularly jobs for returning ser- 
vicemen. 

2. To find out the planned work 
pile of Monrovia in the first two 
years after the war. 

In order to scientifically attain 


these objectives three surveys were 
determined upon: 


1. A consumer survey of post- 
poned purchases. 

2. Post-war business expansion 
and retailer plans. 

3. Industrial prospects in local 
industries after the war. 


To properly allow business men 
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Prepare for the Post-War Period 


This table gives a breakdown of postponed purchases in the hardware 
field which will be made by inhabitants of Monrovia after the war. 











Per Cent ACCUMULATED 
Range of Number Total Per Cent Total ———_———~ 
Purchase Average Families Purchases Families Purchases Per Cent 
Price by Purchase Planning by in Given in Number Total Per Cent Total 
Purchases Price Class Price Class Price Class Families Purchases Families Purchases 





Price Class Price 








COOKING APPARATUS 








0-75 $42.00 50 $2,077 9.1 2.7 50 $2,077 9.1 2.7 
76-150 124.52 349 43,458 63.7 57.4 399 45,535 72.8 60.1 
151-225 181.43 116 21,106 21.2 27.8 515 66 , 641 94.0 87.9 
226-300 275.00 33 9,140 6.0 12.1 548 75,781 100.0 100.0 
Total $138.29 548 $75,781 100.0 100.0 548 75,781 100.0 100.0 


REFRIGERATORS 



































































0-100 $87.50 66 $5,816 9.2 4.7 66 $5 ,816 9.2 4.7 
101-150 142.50 266 37 ,890 37.3 30.9 332 43 , 706 46.5 35.6 
151-200 190.05 316 60 , 160 44.3 49.0 648 103 , 866 90.8 84.6 
201-350 283.75 66 18,862 9.2 15.4 714 122,728 100.0 100.0 

Total $172.00 714 $122,728 100.0 100.0 714 $122,728 100.0 100.0 

WASHING MACHINES 

0-25 $25.00 17 $ 415 2.1 ‘3 17 $ 415 2.1 - 

26-50 50.00 66 3,324 8.3 3.7 83 3,739 10.4 4.2 

51-75 68.33 149 10,220 18.7 11.4 232 13,959 29.1 15.6 

76-100 98.28 299 29 ,398 37.6 32.9 531 43 ,357 66.7 48.5 
101-125 124.00 83 10,303 10.4 11.5 614 53 ,660 a7.2 60.0 
126-150 150.00 66 9,971 8.3 11.2 680 63 ,631 85.4 71.2 
151-175 175.00 33 5,816 4.2 6.5 713 69 ,447 89.6 ee 4 
176-200 200.00 33 6,647 4.1 7.4 746 76 ,094 93.7 85.1 
201-300 266 . 00 50 13,295 6.3 14.9 796 89 , 389 100.0 100.0 

Total $112.00 796 $89 , 389 100.0 100.0 796 $89 , 389 100.0 100.0 





ELECTRICAL HOUSEHOLD APPLIANCES 
0-25 $16.00 133 $2,127 30.9 7.3 133 $2,127 30.9 7.3 
26-50 46.75 66 3,107 15.3 10.6 199 5 , 234 46.2 17.9 
51-75 80.71 116 9,389 26.9 32.2 315 14,623 73.1 50.1 
76-175 125.00 116 14,541 26.9 49.9 431 29 , 164 100.0 100.0 
Total $68.00 431 $29 , 164 100.0 100.0 431 $29 , 164 100.0 100.0 


OTHER HOUSEHOLD APPLIANCES 














0-25 $16.25 66 $1,080 44.3 17.8 66 $1 , 080 44.3 17.8 
26-50 40.00 33 1,329 22.1 21.9 99 2,409 66.4 39.7 
51-75 50 3,656 33.6 60.3 149 6,065 100.0 ; 

100.0 100.0 149 $6 , 065 100.0 100.0 


Total $40.00 149 $6 ,065 
CHINA, GLASSWARE, TABLEWARE, HOUSEHOLD UTENSIES 

















0-25 $15.00 99 $1,495 37.4 10.3 99 $1,495 37.4 10.3 
26-50 45.00 66 2,991 24.9 20.6 165 4,486 62.3 30.9 
51-75 75.00 33 2,493 12.4 17.1 198 6,979 74.7 48.0 
76-100 93.00 50 4,653 18.9 32.0 248 11,632 93.6 80.0 
101-175 125.00 17 2,907 6.4 20.0 265 14,539 100.0 100.0 

Total $55.00 265 $14,539 100.0 100.0 265 $14,539 100.0 100.0 

WHEEL GOODS, DURABLE TOYS, SPORTS EQUIPMENT 

0-15 $11.00 83 $914 33.3 9.7 83 $914 33.3 9.7 
16-30 25.00 50 1, 246 20.1 13.3 133 2,160 53.4 23.0 
31-50 48.00 83 3,988 33.3 42.5 216 6,148 86.7 65.5 
50-120 97.50 33 3,240 13.3 34.5 249 9,388 100.0 100.0 

Total $38.00 249 $9 , 388 100.0 100.0 249 $9 , 388 100.0 





TOOLS—GARDEN OR HOUSEHOLD 























0-25 $17.50 166 $2,908 55.7 18.9 166 $2,908 55.7 18.9 
26-50 50.00 50 2,493 16.8 16.2 216 5,401 72.5 38.1 
51-100 100.00 66 6,647 22.1 43.3 282 12,048 94.6 78.4 
101-200 200. 16 3,323 5.4 21.6 298 15,371 100.0 100.0 

0 100.0 


Total $51.00 298 $15,371 100.0 100.0 298 $15 ,371 100. 








NOTE: The term “‘Accumulated”’ refers to the last four columns of figures on each break-down. Thus, under ‘Electrical 
Household Appliances,” for instance, you will note that under ‘“‘accumulated’”’ ‘‘Number families’’ line 2 rep-esents the sum 
total of line 1 and line 2 from column 3. Th: same applies to “Total Purchases.” 
1944 57 
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to make post-war plans intelligent- 
ly, it was found necessary first to 
make a consumer survey to indi- 
cate to them exactly what they might 
expect in post-war purchasing by 
the community. This has already 


This Is the Monrovia 


POPULATION: Number of people in family 


EMPLOYMENT: 
been done and has proved to be a 1. How many in your family work in Monrovia? 
How many of the present Monrovia workers plan to work or 


revelation to merchants generally, a. 
and hardware dealers in particular. move elsewhere after the war? 
b. How many of the Monrovia workers in your family plan to 

Planned, well-thought out post- stop work after the war? (Workers quitting must still plan 
poned purchases by consumers to live in Monrovia—See 1-a.) 
amount to an overall figure of $6,- . Pag my age = ad me uubonet eee 

, : . Are any of the e working elsewhere planning to 

500,000. This does not include ryt daplinsadian on Maaneeuia aa the war? How many? 
mal day by day household expendi- 3 How many of the members from this immediate household are 
tures—only those major items put 


off for the duration and to be re- 
leased when peace comes! And, in- 
cluded in this figure are $362,425 
worth of hardware durable goods 
divided into eight different cate- 
gories. This, it must be understood, 
does not indicate the total amount 
of post-war hardware purchased by 
any means. It is merely the aggre- 
gate of the eight categories of 
hardware merchandise the commit- 
tee deemed advisable to tabulate as 
a consumer guide. 





b. Do they have a job promised? Yes 
How many? 
c. Is this job in Monrovia? Yes. . 
. Are there any members of your “family who will become old 
enough to want a fulltime job by the end of 1945? 


Approximate Post-War Date Estimated 


B. HOUSE AND GROUNDS: Immediately lyr. 2 yrs. 


l. Repairs and Improvements: 
1. Painting: 
a. Outside 
b. Inside 
2. Roofing: 
3. Remodeling or additions: 
a. Outside 
b. Inside 
4. Insulating 
5. > oe 


The Hardware Categories 


Here is how the hardware cate- 
gories add up to that imposing 
total: 

Families Amount Total Estimated Expenditure. $ 
$75,781 
122,728 
89,389 


Cooking Apparatus. 548 
Refrigerators ...... 714 
Washing machines.. 796 
Electrical household 
appliances 
Other household 
appliances 149 
China, glassware, 
tableware, house- 
hold items....... 265 
Wheel goods, dur- 
able toys, sport- 
ing goods ...... 249 9,388 
Tools all types..... 298 15,371 


II. FURNISHING AND EQUIPMENT: 
Show order of Approximate 

Items of Expenditure in First Two Preference 

Post-War Years: 
. Household Furniture 
Floor Coverings 
. Heating Apparatus 
. Cooking Apparatus 
. Refrigerators 
. Washing Machines 
. Sewing Machines 
. Electrical Household Appliances 
Other Household Appliances 
China, glassware, tableware 

and household utensils 

. Radio apparatus and phono- 

graphs 
. Pianos and organs 
. Other musical instruments 
. Clocks and watches a a act hae 
. Jewelry and sterling silverware ................. 
. Luggage 


29,164 


6,065 


14,534 


SLBDNMNFwWNDH 


Total $362,425 


This figure represents almost 

















This questionnaire, used in determining Monrovia's post-war buying needs, 


Will Go After New Business spend $6,500,000 for articles they need but have postponed purchasing. In 


“We expect to carry a complete 
line of household appliances after 
the war. Meanwhile, we are trying 


to hold our customers during the war 
and expect to go after the new busi- 
ness indicated by the consumer sur- 
vey when appliances are available.” 
—D. L. Behm, owner 
Monrovia Hardware Co. 
Monrovia, Calif. 








$26.00 worth of durable and semi- 
durable hardware merchandise for 
every man, woman and child in the 
city of Monrovia population: 14,192. 
In some categories almost every 
fourth family indicated intentions 
to buy. 


Nor does this survey indicate ad- 
ditional hardware markets that will 
be uncovered by the business sur- 
vey of retail houses and service in- 
stitutions, many of whom also will 
buy durable goods in connection 
with remodeling and improving 


“They shall beat their swords into ploughshares, 
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Be 





General Questionnaire 





17. Wheel goods, durable toys & 
sports equipment 


18. Automobile (new). Age of pres- 


ent car ( 
19. Automobile (used) 
20. Air conditioning 
21. Bathroom unit & plumbing (new) 
22. Water softener 
23. Draperies or upholstering 
24. Tools—Garden of household 


Approximate Post-War Date Estimated 
Immediately lyr. 2yrs. Cost 


C. NEW BUILDING: 
1. Do you plan to build? 


a. A new home. Yes...... |. ee 


b. Gara 


ge. Yes 
ec. Cier Gipediy) ..... 2... ..00% 
So DOME Wee dios nc cn, cx oe ee 


D. SERVICES: 


Expenditures you plan to make after 
the war: 
1. Special medical and dental care . 


2. Recreation oF 
3. Transportation (Special trips) ag 
4. Insurance. a. Property he 


b. Life 
c. Liability 
5. Gardener 
6. Maid: a. Full time 
b. Part time 
7. Clothing and Accessories 


. 


10. . 


E. THE TOTAL OF YOUR PLANNED POST-WAR EXPENDITURE: 
I. Total Cost: B. House and Grounds: 


I. Repairs 


II. Furnishings & Equipment §. eek 


C. New Building: 
D. Services: 


II. Approximate Method of Financing: 


Current Income 
Installment Credit 


Cashing War Bonds 
Savings in cash and 
Bank Deposits 


Building Loan 


How soon Cost 


Grand Total: $.... 


Percentage or Amount 














their establishments in Monrovia. 

To properly appreciate the sound- 
ness of these figures, it is necessary 
to explain how they were obtained. 
They were not the result of guess- 
ing, nor of pulling trick figures out 
of a hat; neither were they an ap- 





SEPTEMBER 28, 1944 





umcovered the fact that the inhabitants of that city were prepared to 
this amount was included $362,425 to be spent in the field of hardware. 


plication of national surveys to the 
community. Monrovia insisted on 
doing this the hard way, which 
happens to be the right way. 
Sponsored by the Monrovia 
Chamber of Commerce, the Post- 
War Planning Committee under- 


and their spears into pruning hooks.”.. 


took to sell the city on the idea of 
a house-to-house questionnaire sur- 
vey of heads of families. Wide pub- 
licity was given the idea to break 
down resistance to answering what 
many people might consider im- 
pertinent questions and it was 
stressed that this survey would aid 
in planning jobs for returning vet- 
erans. 

Headed by Frank Wood, chair- 
man, E. J. Simonds, secretary, also 
secretary of the chamber, the com- 
mittee went to leading service and 
civic organizations with their plans. 
They enlisted the aid of some 50 
business and professional men and 
women to undertake the consumer 
survey by ringing doorbells. 


Listed 30 Major Items 


The questionnaire, as finally de- 
termined upon, listed more than 30 
major items generally postponed 
as purchases until after the war. 
It also listed methods by which the 
family head proposed to pay for the 
purchase, whether by cash, current 
earnings, bonds or time payments 
in order to further pin down the 
consumer to realities and discourage 
flights of fancy. Where most 
national surveys are satisfied with 
a fraction of one per cent sampling 
and attain reasonably accurate re- 
sults, the Monrovia committee de- 
termined to question 10 per cent of 
the families throughout the city. 
Homes were picked at random, 
but with mathematical precision 
throughout the community so as to 
get a true cross section of every 
strata of the town, both as to types 
of homes and as to income groups. 

In the publicity campaign, and 
also in tHe personal contacting, it 
was emphasized that family heads 
questionnaires would remain an- 
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Will Expand After the War 


“After the war we expect to add 
a complete line of washing ma- 
chines, ironers and other electrical 
appliances and have purchased the 
adjoining building to make room 
for a display room devoted to such 
major items, as well as to permit 
space for an office in the rear. 
Probably, we will place a line of 
stemware and similar items in the 
appliance display room.” 

—E. C. Bunker, owner, 
Bunker Hardware Store, 
Monrovia, Calif. 
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The Monrovia Hardware Company—one of the firms that cooperated in making the survey. 


onymous, except in so far as each 
individual taking the poll would 
know the identity of the few he con- 
tacted. It was not proposed to un- 
cover individual leads for merchants, 
but only to present them with ag- 
gregate totals and the plan’s suc- 
cess hinges upon this ethical con- 
sideration. 

The Monrovia survey is not ex- 
clusive to that city. It is being in- 
augurated in many communities 


throughout the nation under the gen- 
eral guidance of the Committee for 
Economic Development, 285 Madi- 
son Avenue, New York, N. Y. The 
local survey’s value to hardware 
men lies largely in that it is one 
of the first to be completed and, in 
its wide range of durable goods sur- 
veyed, indicates the usefulness of 
other local surveys. Presence on 
local committees of hardware men 
will go far toward giving direction 








A Closeup of Monrovia 


A large percentage of the residents of Monrovia commutes into Lo; 
Angeles, Pasadena and other nearby cities to work. The survey shows 
that 2,327 people living in Monrovia work elsewhere, while another 2,692 
Monrovians work in the community in which they live. Of those now 
working elsewhere, 548 expect to seek work in Monrovia in the post-war 
period, while 233 who are now working expect to quit after the war. 


There are 1,163 trom immediate households in the armed services and 
731 of these expect to return to their home town to work. Of this latter 
number, 199 have been promised post-war jobs and 133 of the 199 have 
jobs awaiting them in Monrovia. The survey also shows that in 1945 there 
will be 283 youths who will become old enough to want full time jobs. 


There are 16 industries in Monrovia, the largest, engaged in war work, 
employing 650. War industries were converted to war from the manufac- 
ture of civilian goods and expect to return to civilian goods manufacturing 
after the cessation of hostilities. 


Monrovia banks estimate that a total of $1,875 is spent per family with 
local merchants annually. This exclusive of rent, taxes, etc., as well as war 
bond purchases and savings. It is also estimated that the average income 
is about $3,500. 
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to the nature of the questionnaire. 
The categories tabulated in Mon- 
rovia may suggest other durable 
goods items that should be reported 
on by other communities which have 
not yet launched on their consumer 
survey. 


Refrigerators Lead 


As may be seen by the break- 
down, refrigerators lead the list in 
total dollar volume, although 
slightly more families indicate in- 
tentions of buying washing ma- 
chines. Though relatively small in 
volume, considering the value per 
item, the amount to be spent on 
tools is high and may come as a 
surprise to those thinking in terms 
solely of heavy durable items. 

Elsewhere on these pages are 
given break-downs, category by 
category and in _ various. price 
ranges. For instance, out of 796 
families there are 50 that expect to 
spend as much as an average of 
$266 for washing machines, though 
the median average for the entire 
group is about $110 each. With a 
median average of about $170 for 
each refrigerator by 714 families, 
nevertheless the top 66 families ex- 
pect to spend an average of 
$283.75. 
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Animal Serum Service Has Doubled 


Iowa Firm’s Farm Traffic 





A, UNIQUE and 


effective setup for the distribution 
of various animal serums helps 
the Waterloo Hardware Co., Wa- 
terloo, Iowa, get a large amount 
of farm trade. 

The store distributes State of 
Iowa animal serums for the local 
farm bureau and has set up a 
special department for this pur- 





This refrigerator, located in the 
basement, holds the serum supply. 
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Waterloo Hardware Co. furnishes 
a needed service which brings 










in many new customers to store 


Two local farmers sit on nail kegs while ordering needed serums. 


pose in the basement. Under the 
arrangement, the firm furnishes a 
place where this serum can be 
sold and the sales help required 
and also gives farmers all the help 
needed in the way of advice, book- 
lets, etc. In return for this ser- 
vice, the Waterloo Hardware Co. 
gets a small commission on all 
sales handled on the serums, and 
also receives mention weekly in a 
large farm bureau publication 
which advises farmers that such 
serums can be obtained from the 
Waterloo Hardware Co. 

The reason why the firm estab- 
lished this department was due to 
the fact that the farm bureau does 
not have the facilities for the stor- 
ing and selling of the serums, and 
C. U. Chickering, owner, was will- 
ing to take on the job. 

The serums are stored in an 
electric refrigerator in the base- 
ment, which was furnished by the 





farm bureau. This serum business 
is highly important. Numerous 
farmers use approved serums of 
various sorts provided by the state 
at practically cost for farm ani- 
mals suffering from various dis- 
eases. The serum is also used for 
preventive measures. 


Attracts Farm Trade 


“This service has increased our 
farm traffic almost double,” says 
Mr. Chickering. “Farmers come 
here from great distances to get 
the serums. They come several 
times a year or more, depending 
on the needs of their farm ani- 
mals, Gradually they get to know 
us and what we handle. Then they 
begin to buy at the store. Fre- 
quéntly an entire farm family will 
come along and buy items at the 
store while the father is buying 
his serums.” 
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H. O. Schindler, service man, repairs many types of articles in the shop. 


SS ee 


Repairs on children’s high chairs are made for approximately $1.25, 
including painting, and this modest charge insures a modest profit. 
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L. H. Melton, store owner, 
telephones a customer 
that he has been fortu- 
nate and has obtained 
that vital merchandise 
for him. The result is 
added good will and a 
pleased, loyal patron. 


x A has never 


been a better time than the pres- 
ent for building good will and 
winning loyal customers who will 
keep coming back to buy after 
the war. 

The Broadway Hardware Com- 
pany of Nashville, Tenn., believes 
this and practices it intensively. 
All of its wartime merchandising 
is aimed at winning the confidence 
of customers, both old and new. 
L. H. Melton, owner, has made 
some drastic changes in conduct- 
ing his business, every one of 
which was for the sole purpose of 
keeping his old customers coming 
back to the store again and again. 
For while this is an excellent time 
to strengthen good will, he be- 
lieves, it is also a time when a 
discouraged dealer can easily lose 
the customers he has acquired 
through years of excellent service. 


The Right cf Way 


Old customers have the supreme 
right-of-way in this store. And 
because Mr. Melton and his em- 
ployees have always concentrated 
on remembering names and faces, 
they know their customers. When 
a regular patron comes in and 
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Customers may use the 
shop equipment in mak- 
ing their own repairs. 
There is no charge for 
this service and it is 
a builder of good will. 
















Wins Confidence of Customers 






















The Broadway Hardware Company, Nash- 
er ville, Tenn., gives old customers the right of 
a way, but also gives exeptional service to 
‘I new patrons, tracks down vital items, con- 
or ducts efficient repair service and permits 
" customers to make their own repairs in the 
es store’s shop without charge. 
y. 
4 
e 
v. asks for vital merchandise that is §_dinary service to anyone who en- 
le scarce his name is jotted down _ ters the store. 
t- and if his wants cannot be filled Steel wool, for instance, is al- 
sf immediately. “We'll call you in a most worth its weight in gold in ing normal times the Broadway 
if day or two about this,” he is told. many places. The Broadway Hardware Company maintains one 
g A real effort then is made to Hardware Company manages to of the finest sporting goods de- 
¢ secure the desired item and the keep some on hand at all times partments and has sold countless 
e search for it is even carried into and, in order to make it go around, fishing rods, and accordingly the 
. the stores of competitors. If this the packages are broken and buy- service man is called upon fre- 
a does not bring results, the cus- ers are urged to take only an quently to use his skill on old 
eC tomer’s name is placed in an emergency piece or two. rods. 
l emergency file. When the item is The service shop is usually 





at last secured, that customer has 
a priority on it. 

Efforts also are made to serve 
new customers, and a separate list 
is kept of those who have asked 
for vital merchandise that cannot 
be supplied immediately. Thus, it 
has become known pretty widely 
that the Broadway Hardware Com- 
pany is prepared to give extraor- 
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Most Unique Service 


The most unique service ren- 
dered is through the carpenter 
and repair shop, which has been 
established since the war. H. O. 
Schindler, a skilled carpenter and 
general repair man, is in charge. 
He repairs fishing rods, chairs, 
screen doors, toys, ladders, coun- 
ters, and many other things. Dur- 





piled with children’s high chairs 
that have been repaired or paint- 
ed. This is a specialty, and never 
a day passes without high chair 
repairs coming in. The average 
charge for making small repairs 
and giving the chair a coat of 
white enamel is $1.25 and there 
is a profit in it. 

Another popular service is cut- 


(Continued on page 113) 
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Plan Elimination of Some Controls 
On Production After Germany's Fall 


After “X-Day” only two preference ratings will be used in addition 
to the present emergency rating. One will be for military programs 
and a lower rating will be used to insure first call for essential civil- 
ian industries and services and utilities. All other production will be 
unrated. Manufacturers will be permitted to accept unrated 
orders but will be obliged to fill rated military and essential 


ys thing that is wor- 


rying official Washington now is 
whether there will be a serious in- 
dustrial confusion resulting from 
lifting of WPB controls after the 
fall of Germany. There is little dis- 
agreement on the wisdom of lifting 
government controls as quickly as 
possible, but there are some in gov- 
ernment who think reconversion will 
be smooth and will be accomplished 
in a very short time, while others 
hold the view that American indus- 
try faces a rocky road and will 
require at least a full year before 
any orderly readjustments can be 
fully worked out. There is general 
agreement that industry will finally 
be able to solve its own problems 
without government interference. 
Acting WPB Chairman J. A. 
Krug, in announcing the decision of 
the full board, said that the Army 
and Navy have unanimously agreed 
to the removal of almost all con- 
trols over materials on X-Day, in 
view of the fact that there will be a 
reduction of about 40 per cent in 
war production within three months 
after the defeat of Germany which 
will free over 4,000,000 workers for 
civilian production. Mr. Krug also 
said that there will be plenty of 
steel, copper and aluminum avail- 
able for all manufacturers who are 
able to manufacture civilian goods. 


Only Necessary Controls 


According to WPB, the only con- 
trols that will be maintained after 
X-Day are those that will be abso- 
lutely necessary to assure the defeat 
of Japan. The “spot authorization” 
plan, previously reported in Harp- 
wareE AGE, will remain in effect un- 
til X-Day, when it will no longer be 
required. In general, this will mean 
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civilian orders first. 


By EUGENE J. HARDY 


Washington Representative 
of Hardware Age 


that all manufacturers can use any 
plant and any materials that are 
not needed for military production 
for any civilian production. 

Although WPB will make an at- 
tempt to get out of business as soon 
as possible after the fall of Ger- 
many it will still do everything in 
its power to assist and encourage 
industry in resuming civilian pro- 
duction and maintaining employ- 
ment through its industry divisions 
and industry and labor advisory 
committees. 

Mr. Krug has assured small busi- 
ness that it will be protected in any 
immediate scramble for raw mate- 
rials and facilities that may arise, 
if such protection is necessary. Re- 
iterating Chairman Nelson’s earlier 
statements, Mr. Krug said that pri- 
vate industry will have to carry the 
ball in reconversion and that WPB 
will not attempt to wet-nurse Amer- 
ican industry. 


Two Preference Ratings 


There will be only two prefer- 
ence ratings, in addition to the 
present emergency rating. One of 
these will be reserved exclusively 
for military programs. The other 
will be lower than that provided 
for the military and will be used to 
insure that utilities and other essen- 
tial civilian services and industries 
get first call on components. All 
other production will be unrated. 
Manufacturers will be permitted to 
accept unrated orders but they will 
be obliged to fill rated military and 
essential civilian orders ahead of 
all other business. 


After Germany’s collapse no pro- 
gramming of civilian production 
will be necessary. Mr. Krug told 
Harpware AGE that this does not 
mean that OCR will pass out of 
existence, as this agency will remain 
until all possibilities of civilian 


shortages have disappeared. 


Orders for Tight Materials 


A few allocation orders will be 
continued for materials that will re- 
main tight, such as tin, lumber, tex- 
tiles, leather, cordage fibers and 
certain chemicals. Allocation of 
steel and copper will be continued 
only for the quarter in which Ger- 
many falls. 

This plan was received through- 
out WPB operating branches with 
mixed emotions. Most operating 
officials seemed to agree that Mr. 
Krug’s plan will require more care- 
ful planning than he indicated in 
making the announcement. Others 
say that controls cannot be lifted as 
soon as Germany falls in a large 
portion of American industry, be- 
cause of the small amounts of raw 
materials and components that a 40 
per cent cutback will release and 
the huge amounts of unfilled orders 
on manufacturer’s books. Still others 
believe the plan to be nothing more 
than a political move and that it is 
just so many words with no action 
to follow. 

There is also the opinion among 
WPB officials that even though pro- 
duction controls are dropped some 
distribution controls will have to be 
instituted, as well as those in ex- 
istence being strengthened, if there 
is to be any equality in the dis- 
tribution of goods that have been 
wartime casualties. They say that 
such controls will have to be con- 
tinued until supply and demand are 
completely in balance if the dis- 
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“ano DEALER LETTER 


NEW WOODEN CASE SPEEDS BRAND 
IDENTIFICATION OF REMINGTON SHELLS 
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Brand name stands out in jobber and dealer stock room or on sales floor 
There can be no mistake about the brand of shot shells in this wooden case. You 
and your clerks can identify each load easily, Hunters can quickly show you 


what they want. 








DEALERS HAIL NEW PACKAGES FOR 
REMINGTON “EXPRESS” AND “SHUR SHOT” 


Anytown, U.S.A. Better display, speedy 
identification, and attractive appearance 
are praised by dealers as characteristic of 
the new Remington Express and Shur 
Shot shell packages announced recently. 
These new boxes (of twenty-five shells 
each) utilize the famous Remington red- 
and-green color combination to make 
brand names unmistakably clear on store 
shelves. The packages offer benefits to the 
trade and consumer. The improvement 
in design makes the packages more attrac- 
tive to the eye and enables dealers to more 
quickly give 
their custom- 
ers the loads 
they want. 


NEW 25-SHELL 
PACKAGE DESIGN 


oe 
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LOAD SPECIFICATIONS AND INDEX 
NUMBERS EASY TO READ 


This view of the end of Remington’s 
new wooden shot shell shipping case 
shows you how load combinations 
may be identified at a quick glance. 
To prevent any errors, the index 
numbers as well as the load combi- 
nations appear on both ends of the 
case. 











Case shown here now used 
for Remington Express 
long-range loads 


Shur Shot shell case identi- 
fication also improved 


BRIDGEPORT, CONN.—Keeping 
in step with the fast tempo of modern 
merchandising, Remington’s wooden 
shot shell cases (as well as paper pack- 
ages previously announced) have been 
made more attractive, offering bene- 
fits to the trade and shooters. 


The new cases for Remington shells 
provide ,instant brand identification 
and large, easy-to-read load specifica- 
tions. Jobbers and dealers will find 
the new cases speed the checking of 
stock room supplies and eliminate the 
danger of shipping errors resulting 
from improper identification. 


The improvements in wooden cases 
for Remington Express and Shur Shot 
loads are in keeping with the theme 
around which Remington’s packing 
changes are being made: EASIER TO 
SEE AND EASIER TO BUY. The new 
cases are not only more attractive to 
the eye but enable dealers to more 
quickly give their customers exactly 
what they want. 

As previously announced, Reming- 
ton’s long-range loads, formerly called 
Remington Nitro Express, now have 
a new name. REMINGTON 
EXPRESS. Many jobbers and dealers 
who have already received these new 
cases have voiced their approval of 
the bold simplicity of the design, re- 
sulting in part from the new name. 

The new wooden cases for Reming- 
ton shot shells are part of an over-all 
program to be of service to the trade 
in the modern merchandising of sport- 
ing ammunition. 


Kleanbore, Wetproof, Express, Nitro Express an@ 
Shur Shot are Reg. U.S. Pat. Off. by Remington 


Arms Co., Inc. 
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tributive trade is to survive. It is 
very possible that many dealers 
would receive less than at present if 
all controls were lifted, and sup- 
pliers decided to seek new outlets. 


Reconversion Problem 


However, there will be a recon- 
version problem when Germany 
capitulates and WPB will probably 
follow a course that is somewhere 
in the middle of the extreme opin- 
ions listed above. There are many 
unanswered questions that arise in 
regard to the prospective 40 per 
cent cutback. For example: 

1. Will cutbacks be so arranged 
as to facilitate industrial readjust- 
ment and will plants that have their 
contracts cut back have sufficient 
facilities to go ahead with the manu- 
facture of civilian products? 

2. Will labor with the required 
skills be available for civilian pro- 
duction? 

3. Where production bottlenecks 
develop because of material or com- 
ponent shortages will they be solved 
quickly enough by industry to pre- 
vent long unemployment? Or will 
this be the time for a paternalistic 
government to step back in claim- 
ing that industry has failed? 

4. Will business be able to re- 
distribute surplus materials and 
components quickly enough, before 
their disposal begins to hurt new 
production? 

5. Will the demand for new dis- 
tributive personnel, retail and whole- 
sale, be greater than the supply? 

WPB officials are quick to point 
out that the intensity of these prob- 
lems is dependent upon two major 
factors, (1) the time of Germany’s 
fall, and (2) whether reconversion 
comes easy or is accompanied by 
great confusion. 

In addition to these general prob- 
lems, many peculiar to particular 
industries will be encountered. The 
hardware manufacturing industry 
has expanded greatly during the 
past several years. An important 
part of this expansion has been gov- 
ernment financed. Some members 
of the industry have already taken 
the position that because of small 
capital investments these concerns 
will enjoy a favorable competitive 
position in the post-war market, to 
the disadvantage of established pro- 
ducers. Failure to control the pro- 
duction of new concerns in the 
transitional and post-war periods 
will result in an overly competitive 
condition in the industry and a gen- 
eral reduction of wages, is their 
contention. Other members of the 
industry believe that imposition of 
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any controls during the post-war 
period would be undesirable since 
industry must be prepared to face 
the competition of new producers, 
such competition will help to check 
inflationary tendencies and govern- 
ment regulation will seriously in- 
hibit industrial growth. 

The latter view is in full agree- 
ment with WPB which has ruled 
that new concerns will not be kept 
out if they are able to get into 
civilian goods production. 


Order L-236 


The builders’ hardware industry 
has recommended the revocation of 
Order L-236. This order will be 
one of the first to go when WPB be- 
gins dropping controls. But the 
problem is not quite that simple, 
for if L-236 is dropped and the steel 
and copper orders, M-126 and M-9-c, 
are not, the industry might just as 
well be happy with L-236. If these 
“M” orders are revoked there is still 
the question of who will have first 
call on supplies of these raw mate- 
rials. Will there be a wide open 
scramble? After all this is done the 
construction order, L-41, will also 
have to be rescinded if there is to 
be any market for increased sup- 
plies of builders’ hardware. Stock- 
piles of government surpluses fur- 
ther complicate the situation. For- 
tunately, WPB reports that there 
is no appreciable backlog of unfilled 
orders confronting this industry. 


To Revoke Tool Orders 


The tool orders, L-157 and L-326, 
will also be revoked, but here the 
situation changes. There are con- 
siderable backlogs in hand saws, 
circular saws, vakes, shovels, ham- 
mers and other items under these 
orders. If all controls are dropped 
immediately what is to prevent a 
manufacturer from taking new or- 
ders and ignoring back orders from 
distributors who have been patiently 
waiting and have submitted ratings 
granted on Form WPB-547? 

Officials of the Wholesale and 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 96 








Retail Trade Division maintain that 
the rating pattern set up under 
Form 547 will have to be continued 
until supplies reach a level suffi- 
cient to supply all demands, and 
until backlogs are cut down and 
fair inventories built up. 

The problem of unfilled orders is 
one of the most serious. For exam- 
ple, unfilled orders for mechanics’ 
hand service tools totaled $46,139,- 
000 in April, the last month for 
which figures are available. This 
represents an increase of more than 
$4,000,000 over the previous month. 
Shipments in 1944 have averaged a 
little more than those in 1943, but 
are more than double those of the 
last pre-war year. Unfilled orders for 
files and rasps for the same month 
totaled $4,806,000, a slight increase 
over the previous month. Unfilled 
orders and shipments are below the 
peaks reached in 1943 but consid- 
erably higher than pre-war aver- 
ages. A large percentage of these 
unfilled orders carry ratings. What 
is to happen to these ratings if WPB 
abolishes all ratings except those 
previously referred to? 


What Will Be Produced? 


If WPB goes ahead and removes 
all production controls when the 
fighting in Europe ceases, the retail 
trade is most interested in what 
types of goods can be produced and 
in what quantities. Naturally, 
shelves will not be stocked with 
war-scarce goods on X-Day plus 
one, but it will mean that manu- 
facturers will be able to begin plan- 
ning production on many of these 
items and within several months be 
producing at a rate comparable to 
that achieved in 1939, says WPB. 

The effects of dropping all WPB 
controls will be noticed first in the 
consumer durable goods field be- 
cause of the oversupply of steel, 
copper and aluminum. Countless 
items will return to store counters 
and others that have been produced 
during the war period, but in small 
quantities will begin to flow from 
the Nation’s factories. 

For example, dropping of the 
steel order M-126 would mean that 
thousands of items in more than 
400 different classifications could 
again be made of steel. This order 
prohibits the use of steel in every- 
thing from household gadgets to 
large home and commercial appli- 
ances. 

The cutbacks in aircraft for the 
Army, which are expected to equal 
about 20 per cent of the entire pro- 

(Continued on page 123) 
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The WINNING TICKET 


Xx > Gaar ALL-PURPOSE POLICE. 
RUBBING CREAM POLISH 
Dd OGsarhO 





xX CO Gdar TOUCH-UP FURNITURE POLISH 


nceais nicks and scratches; polishes, too. 


O-Gdar SELF-POLISHING WAX 


ies i minutes. 
Beautifies, protects floors . . - dries 1n 17 


O-Gdar PASTE WAX 


i wear. 
Lasting luster and protection under hard 


xX O-Gdar PREPARED LIQUID WAX 


Finest quality; spreads and polishes easily. 


¢” moth protection. 


(dar WINDOW CLEANER 


x S C beauty without soap, water or hard rubbing. 
par 


O-Gdar CLEAN-UP CLEANER 


Gets the dirt but not the paint. 


xX © -Gdar PERMA-MOTH 


Xx OCer safe, easy to use. 
x O-Gdar HAND GUARD 
Saves 


skin, nails, cuticle on dirty jobs. 


Xx O€ the world over; millions in use. 


IT’S A LANDSLIDE 
to(Cdar... 


darUPHOLSTERY & RUG CLEANER 


dar POLISH MOPS & DUSTERS 


























ELECTED... 


by popular 
demand! 








THE FULL-PROFIT LINE 


@ The complete O-Cedar line of housekeeping 
aids, planned and perfected by O-Cedar to give 
your store outstanding leadership in the profitable 
housekeeping field! Backed by powerful national 
advertising on the radio, in newspapers and mag- 
azines! 

O-Cedar Polishes... not just one, but three... 
a polish for every need! O-Cedar Waxes and 
Cleaners! Perma-Moth, the sensational moth- 
proofing success that protects for the life of the 
fabric! Hand Guard ...used by men and women 
to protect hands on dirty jobs at home, in the 
office or factory. All O-Cedar. products with the 
same high quality that has made O-Cedar All- 
Purpose Polish a profit leader for 37 years. 

There’s a ready demand for O-Cedar products 
... they’re easily promotable because every one is 
a housekeeping aid that women want and need. 

Profit by O-Cedar’s great Sunday afternoon ra- 
dio program, ‘Hot Copy,” on the entire coast-to- 
coast Blue Network. Display O-Cedar products 
in your store! 


0-Cedar CORP'N. 


2246 West 49th Street Chicago 9, Illinois 
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“THE GREATEST NAME 
IN HOUSEKEEPING” 











Dinnerware, glass 
and pottery are 
shown upon glass 
shelves fastened 
to the sidewall 
of the window. A 
covered table is 
used for featur- 
ing dinnerware. 


China and Glassware Sales | # 


Decker Hardware Co. uses them to 
take up the slack occasioned by 
dearth of major appliance ‘sales 


\ _ the Decker 


Hardware Co., Austin, Minn., 
found itself without any more 
new appliances to sell during war- 
time, it began to enlarge its din- 
nerware, glassware and gift de- 
partment. The result has been a 
greatly increased sales volume 
from this department, says Ed 
Kehret, manager, and it helps to 
fill the gap left by sagging appli- 
ance volume. 

Some very interesting promo- 
tional features are being used in 
pushing sales on these lines. For 
example, the store has a set-in 
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doorway which gives each display 
window a sort of wing-like or al- 
cove appearance when seen from 
outside the door. Naturally, this 
affords an excellent display area, 
for the display can be viewed 
from front and side. 

Mr. Kehret has installed a dis- 
play of dinnerware, pottery and 
allied items in this window space 
and made it look extremely at- 
tractive. Glass shelving has been 
used for part of the window area 
and this gives the onlooker the 
impression that he is looking at 
part of the store when he glimpses 












the window display area. He ac- 
tually is, for the usual background 
of the ordinary window display 
area has been removed, leaving 
the back entirely open, so that 
onlookers from the street can gaze 
right into the entire store. 

“T like this sort of display, for 
it gives the customer a chance to 
see what the inside of the store 
looks like,” says Mr. Kehret. “I 
think a view like this, especially 
when the lights are on and the 
merchandise well displayed, at- 
tracts customers into the store. 
We have had proof of this time 
and again.” 

A small appliance display table 
has been put into use in the din- 
nerware window area. It has been 
covered by a neat tablecloth and 
dinnerware is shown on the top. 
This makes a very attractive piece, 
the size of the table being just 
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right for the space. The items 


C- displayed on the glass shelves have 
id white doilies underneath. This 
y adds to the appeal of the display 
ig and the items. 

at 


More glassware, gifts and din- 
nerware are displayed along a 
sidewall area at the store. A num- 
r ber of sets are displayed on wire 
o racks at the top of the sidewall 
e woodwork and attract plenty of 
I attention. In fact, this dinner- 
y ware display can be seen from 
e almost any section of the store. 
‘ Many a sale has been made be 

cause a woman shopper glimp:ed 

these patterns from a distance. 
The sidewall area directly be- 
low has been given over to the 


Vases, bowls, lamps, pictures 
and similar items are shown 
on a table near the front. 
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Glassware and gifts are shown on staggered glass shelves along the sidewall 
while chinaware is featured on top of the case and 2 feet above floor level. 


showing of glassware and gifts 
on doilies and on glass shelving. 
The entire appearance is very in- 
triguing to a woman shopper, and 
the displayed merchandise has 
























Help Build Wartime Business 


been spaced so that each item 
stands out and has an individual- 
ity of its own. 


On a lower shelf, directly be- 


(Continued on page 79) 
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Each pattern in this 

display has a tick- 

et bearing cost and 

sales price in code 

and number of bin 

in which stock is 
kept. 
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Display a Number One Factor 
In Increasing Wallpaper Sales 


Donald V. Fisher also depends a 
lot on privacy and system and 
they pyramid business for him 


A SPLENDID wall- 


paper department is maintained 
in a basement showroom by Don- 
ald V. Fisher, hardware dealer at 
Independence, Iowa, and several 
novel display and stock arrange- 
ments help make profit for the 
store. Mr. Fisher carries many 
patterns, with the result that wo- 
men come from considerable dis- 
tances, from nearby towns and 
hamlets, to buy his wallpaper. The 
basement section is roomy and 
this feature also helps to make 
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sales, for the woman for buys 
wallpaper likes to have consider- 
able privacy in picking the pat- 
terns she wants. 

With wallpaper, says Mr. Fish- 
er, it is the beauty of the patterns 
which snares a housewife’s inter- 
est. Therefore, he has arranged 
a fine display area for various 
kinds of paper. Against one wall 
he has set up a slanting display 
arrangement of patterns which is 
much more effective ‘than a 
straight up and down showing. 





























Special indirect lighting helps to 
enhance the beauty of the paper 
and this naturally promotes sales. 

Each pattern on display has a 
neatly printed ticket in one cor- 
ner. The ticket gives thé’ cost of 
the paper in code, the sales prices. 
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The Clipper Ships Had No Radios 
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1944 


1849: 1944: 

Sailing alone and unprotected the Today, our huge convoys safely 
American Clippers laden with val- __ sail the Seven Seas, guided and 
uable cargo from every port inthe — protected by radio against 
world were subjected to frequent _ attacks by enemy planes, ships 
and unexpected attacks by pirates. | and submarines. 


entinel 


- 


The protection afforded our armed forces by instant com- 
munication with each other at crucial moments is best measured 
in terms of lives saved and battles won. 

Sentinel is proud to have contributed the results of its years 
of inténsive research and production to the vital role radio is 
playing in modern warfare. 

The added knowledge gained by Sentinel engineers in 
satisfying the demands of war—developing and perfecting the 
equipment of modern warfare—will mean Sentinel radios with 
finer tone, unequaled performance and outstanding new features. 
More profitable Sentinel Radios for Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, Ill. 











Two large tables in the center of the floor carry a stock of odds 
and ends of wallpaper which is popular with the customers. 


and also a bin ticket number. All 
wallpaper is stocked in special bins 
in an adjacent back room. Each 
bin has a number, and these num- 
bers correspond to the numbers 
on the patterns on display in the 
main basement showroom area. 

Such a display arrangement 
makes it very easy for any clerk 
in the store to find the stock of 
each pattern displayed, without a 
loss of time or any confusion 
whatever. Mr. Fisher says that 
this system has helped him a 
great deal. 


Odds and Ends Popular 


While several wall areas in the 
department are devoted to a show- 
ing of regular patterns of wall- 
paper in stock, two large tables in 
the center of the floor usually 
carry odds and ends. These are 
neatly tied together, with prices 





noted on each bundle and with 
the number of rolls stated. 

Many customers who have small 
closets or rooms to paper buy 
these odds and ends. The fact 
that the store does a large busi- 
ness in this line means that con- 
siderable of this stock can be 
offered for sale every year. 


Appropriate Setting 


“We've made this basement 
wallpaper section as neat and at- 
tractive as possible,’ says Mr. 
Fisher, “for we believe that wo- 
men like to buy in a setting ap- 
propriate with the purchase they 
are making. They purchase wall- 
paper to beautify and improve 
their homes. Naturally they like 
to buy in a department where 
some effort is made to create 
beautiful displays.” 

The large business which the 


A closeup of the 
paste bins in an 
adjoining room. 
The drawer above 
them holds paper 
bags, cord and a 
number of other 
similar articles. 


ON AVAILABLE GOODS 


firm does in this line naturally 
helps to sell paints and varnishes 
and supplies in considerable quan- 
tity. Mentioning these items to 
every person who buys wallpaper 
results in frequent additional 
sales. 


Mr. Fisher has also worked out 
a novel and effective stock ar- 
rangement for wallpaper paste. He 
had a carpenter build two wood- 
en, tip-out flour bins in a sturdy 
cabinet in a room adjoining the 
wallpaper displays. These bins 
hold many pounds of paste and 
are practically air-tight. This fea- 
ture keeps out all moisture which 
is harmful to the paste and also 
keeps out any insects or rodents 
which might get at the supplies. 
A drawer directly above the bins 
in the same cabinet contains pa- 
per bags and string, while on a 
nearby nail keg is a scale for 
weighing the paste. 


Lanterns Displayed 
Prominently Draw 
Customers 


HE F. M. Jaeger Hardware Co., 

Dubuque, Iowa, has always 
done a large business in lanterns 
of all kinds, and this fact has help- 
ed the firm get a good stock of these 
items to sell during wartime. 

This firm sells lanterns to build- 
ing contractors, highway crews, 
farmers, Mississippi River boat 
owners, etc. In pre-war days, an- 
nual sales volume of lanterns 
amounted to quite a figure. And 
people who bought lanterns also 
bought other needed items. 

At the present time, lanterns of 
various types get a fine display. One 
group is placed along the top of an 
office desk at the center while an- 
other display is made on top of the 
railing that separates the gallery 
office from the rest of the store. 


Lanterns are also featured in win- 
dow displays. 
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YOUR “POST-WAR” 
COAL-WOOD RANGE 


MALLEABLE 





No need to wait 
any longer. This 
full porcelain 
enamel, bal- 
anced design 
Monarch gives 
you every beauty 
and quality ad- 
vantage you 
have planned for 
your post-war 
“dream” kitchen. 

See your Monarch Write for 
dealer at once. uy Exclusive Dealer 


Franchise 





NOT A “VICTORY” MODEL 


MALLEABLE 


This range is really big news. Has All These Famous MONARCH Features IRON RANGE 
Through government coopera- in addition to new oversize oven COMPANY 
tion we are able to build and with aluminum finish 2494 Lake St 
offer this genuine Monarch * Balanced Design *« ‘Glass Lined’’ Rust- Beaver Dam 
which assures you everything * All-White Porcelain Resisting Flues Wisconsin 
Kol of) ‘ i “27 

be deewed in the way of Enamel Finish * Duplex Draft Control 
modern beauty, fuel economy, 





* Concealed Reservoir x Duplex Grates 
* Room Heater x ‘‘Mirco’’ Top 


* 4-Wall Construction x Dust-Tight Fire Box 


and operating convenience. 


Ask to receive 
the monthly 
“MONARCH REPORTER” 
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Study Color Combinations 


of color combinations and 

their rating in order of legi- 
bility and visibility. Authorities 
seem to agree on the following 
listing. Salespersons interested in 
show card writing should keep 
these facts in mind. They will be 
helpful in achieving more effective 
and easier read sales messages. 


T is well to know something 


First—black on yellow. 
Second—green on white. 
Third—red on white. 
Fourth—blue on white. 
Fifth—white on black. 
Sixth—white on blue. 
Seventh—black on white. 


Sales messages on show cards 
should be limited to as few words 
as possible. Crowded copy is sel- 
dom read. 


Model Airplane Contests 


Dealers handling sets for build- 
ers of model airplanes will find 
that sponsorship of a contest to 
select the best model in the com- 
munity is something that will stim- 
ulate interest in this line. The fall 
and winter months are naturals 
for this type of work. It’s a good 
plan to hold the contest in the 
early fall thereby stimulating in- 
terest in this type of work for the 
winter months. 

Stocks should be in top order 
and present the latest models of 
planes. Boys are interested in the 
new models and unless you have 
them they will not be attracted to 


oiling business. Farmers are en- 
couraged to bring their sets of 
harness in for oiling before the 
first of January and special prices 
are quoted during this period. It 
helps keep the shop busy at a time 
when repair work is not as rush- 
ing as usual. 


Those Extra Sales 


The subject of making the extra 
sale can never be exhausted as far 
as the hardware store is con* 
cerned. Few hardware salespeople 
have learned this art. Those who 
have been able to learn how to do 
this type of selling successfully. 
do not practice it as often as they 
should. 


It is always helpful if the item 


to be suggested for the week is on 
display. The wrapping counter is 
an ideal place for such merchan- 
dise. Be sure to top off the dis- 
play with an attractive show card 
that will get the sales message 
across to the customer. 


Novelties Keep ‘Em Coming 

Novelties such as plaques, fig- 
urines, vases and miniatures in 
china have taken the eye of many 
a wartime shopper. Some cus- 
tomers are practically collectors 
of this type of merchandise. They 
shop the store continually for new 
items. The one thing that keeps 
customers interested in such a de- 
partment is new merchandise. 
Variety is the spice in the depart- 
ment, and large quantities are not 
so important. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60, fair; 40, poor, 
and 20, very poor. The correct answers to these questions 
will be found on page 121. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Freight on a shipment of crockery amounts to $15. Fig- 
ure the delivered cost of the goods if the invoice cost is $360. 


2—Sales of paint at retail during the year are $3,000. Mar- 
gin on the line is 331/3 per cent. Average stock is $500. 
Figure the annual turnover on the line. 


3—A dealer purchased 425 gal. of stoneware crocks at a 
price of 16 cents per gallon. Freight on the shipment was 
2 cents per gallon and was paid by the dealer. Determine what 
the selling price per gallon must be to produce a margin of 
10 per cent on the selling price. 

4—Last year, volume in a hardware store was $40,000. Cash 
sales were 37 per cent and credit sales were 63 per cent of the 
total. Determine the dollar volume in each type of sales. 


5—List price on an order of merchandise was $186. Dealer 
discount is 33 1/3 and 10 per cent off list. Determine the net 


cost of the goods. 
(Answers on page 121) 


your store. 


Harness Accessories 


Farmers need harness repair 
parts and harness hardware in the 
fall. See that your table display 
of accessories is complete. It will 
make many sales for your store 
this fall. 

Some dealers operating harness 
repair shops make a drive in the 
fall to secure additional harness 
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GET READY NOW FOR THE FUTURE 


for the HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
BATTERY CHARGERS e POWER PLANTS ¢ CENTRIFUGAL PUMPS 


Look for new PINCOR products just ness. All PINCOR products are 
as soon as war conditions permit-their result of careful research by Pia 
manufacture. They will mean increased engineers and reflect high standg 
sales and profits in your postwar busi- design and craftsmanship. 


Your inquiry will receive our prompt attention 


» 


PIONEER GEN-E-MOTOR 
CORPORATION 
5841-49 DICKENS AVENUE 
CHICAGO 39, ILLINOIS 


& 
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FALL 
HOUSEWARES 
WINDOW 


THRIFT PARADE OF MERCHANDISE: 
Enamelware pudding 























F A LL ENAMELWARE double FF ermee neg 


HOUSEWARES i 
dishpans, dippers, 
stew kettles, covered 
pot, glass ovenware 
casseroles, loaf and 
baking pans, pie 
plates, glass percola- 
tors and fry pans, 
dinnerware, water 
glass and tumblers, 
canister sets, can 
openers, kitchen cut- 
lery, plaques. 
BACKGROUND: 


Center panel of 
cream _ corrugated 
board or painted 
wallboard. Side pan- 
els of rich blue ma- 
terial. Cut-out let- 
ters in cream and 


ZZ ai dark blue. 





















































Feature Fall Housewares, Roofing 
And Motor Oil in Late October 


HARDWARE AGE Original Window Display IDEAS 





ROLL 
ROOFING 


WINDOW GUARANTEED. 
MERCHANDISE: ROLL ROOFING yee OIL 


see eakdhte. ood EASILY INSTALLED 
al ight d . 

— ‘Roof pine og LONG LASTING LIFE OF YOUR CAR 

roof cement, roof 

brushes. 


MOTOR OIL 
WINDOW 5 


MERCHANDISE: 
Motor oil in quart 
and _ two-and-a-half 
gallon cans, also cup 
grease, gear lubri- 
eant, grease guns. 

BACKGROUND: 
Center panels of 
cream _ corrugated 
board or painted 
wallboard. Side strips 
of dark blue mate- 
rial. Cut-out letters 
in dark blue and red. 
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To Sell MORE Remover 


You'll Want THIS— 





REFERENCE CHART 
Hang or Mail Up mm Convement Loc shen 


HOW TO REMOVE 
PAINTS, VARNISHES, LACQUERS, Etc. 


With ORGANIC SOLVENT TYPE REMOVERS ‘Liquid and Semi-Paste! 
Compiled by THE SAVOGRAN COMPANY 


hit 
th : 
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Sa 
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|| SavoGRAN 


| STRYPEEZ! 


un REMOVER. 


t Oe , 
MAME) VAR HIM cad 





ana Sew ner 


Says Lal 


Ay put 





« 
‘arte: quicxes - mont * 


Write Today for This Free 11°’ x 14’’ Chart of Latest Paint Removing Facts! 
THE SAVOGRAN COMPANY 


561 West Monroe Street India Wharf 2627 A Street 
CHICAGO 6 BOSTON 10, MASS. SAN FRANCISCO 19 











Older Men Solve Service Problems 
For the R. D. Cone Hardware Co. 


Winona, Minn., firm employs three 
experts, each over 60 years, who 
are aiding old and new patrons 


The farm repair service man works in the shop and calls on customers. 


i men, each 


over 60 years of age, are han- 
dling the big service department 
of the R. D. Cone Hardware Co., 
Winona, Minn., doing a mighty 
fine job of it. They are doing 
practically all of the service work 
and are materially assisting the 
firm jn solving its present-day 
manpower problem. 

These men are not working as 
a wartime measure alone. They 
are veterans in the employ of this 
hardware store and they know all 
the ins and outs of appliance ser- 
vice. Practically any make of ap- 
pliance is repaired, with the ex- 
ception of radios, which is a task 
all by itself. 

The store handles numerous 
washing machine repairs. In fact, 
this is one of the company’s spe- 
cialties, Very good service has 
been given to customers on wash- 
ers without too much waiting for 
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certain parts. A pickup and de- 


livery service is maintained on 
washers and other heavy appli- 


ances, although numerous farm- 
ers who have light trucks bring in 
their washers for repair and call 
for them when completed. 

One of the service department 
men spends a great deal of his 
time visiting farmers and taking 
care of their appliances. He can 
work on milking machines and 
other farm equipment. Often the 
milker must be brought to the 
main shop for repairs although 
sometimes only a part must be 
brought back for attention. Fre- 


This man is an expert on washing machines and repairs plenty of them. 
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quently, the milker only needs an 
adjustment which the service man 
can make on the spoty 

This service mar “dso ‘installs 
stanchions and water cups which 
the Cone company sells to farm- 
ers. While he is on the farm re- 
pairing a milking machine, the 
farmer’s wife may ask him to 
make an adjustment on a bottled 
gas or electric stove, or she may 
ask him to take her washing ma- 
chine in for repairs. 

“While gasoline and tire ration- 
ing has been hard on us,” says 
K. A. McQueen, owner of the 
store, “we try to maintain this 
service repair feature to farmers. 
They really need our men to help 
them keep the farm producing 
food at a maximum. When our 
farm service man is not busy in- 
stalling stanchions, water cups, or 
repairing milk machines on the 
farm, he can put in the rest of his 
time in our service shop in town 
taking care of repairs.” 

This firm did an _ excellent 
stove business in recent years be- 
fore the war and has many satis- 
fied coal, wood, gas and electric 
stove customers in this area. This 
means a lot of stove repairs at 


' various seasons of the year. The 


company installs many new fire- 
pots in stoves and makes other 
repairs from time to time. New 
stoves are also sold on ration 
certificates and many of these 
stoves are delivered and installed 
for the customer by the Cone ser- 
vice department. 

Mr. McQueen says that an effi- 
cient service department during 
wartime not only helps a com- 
munity to maintain home morale, 
but that it builds many valuable 
contacts for the store, contacts 
which will result in more busi- 
ness during the post-war era. 





China and Glassware 
Sales Help Build 
Wartime Business 


(Continued from page 69) 


low the glassware, there is a dis- 
play of china about two feet from 
the floor level. Very few women 
entering this store can miss seeing 
the dinnerware and glassware dis- 
play at its various levels. 

Another interesting table in this 
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section of the store is one near 


the front on which flower vases,- 


glass bowls, lamps, pictures, mem- 
ory scrap books and the like are 
shown. Mr. Kehret reports very 
satisfactory sales on these items. 

“Because we do not employ any 
backdrops to our window dis- 





the rear of the store. This policy 
has paid out whenever we have 
been able to arrange our tables 
in this manner.” 

Mr. Kehret believes that center 
aisle displays should not be so 
high that a customer cannot look 
across their tops and see what is 


plays,” says Mr. Kehret, “we have displayed on the opposite side- 
so arranged our tables, that the wall. He has tried, with good re- 
height of the merchandise will not _ sults, to arrange his store in con- 
prevent customers from looking to formity with this belief. 








PROGRESSIY - \ 


FARMER 





HOMER G. SNOOPSHAW says: 


“Sure keeps me busy checking these Burgess ads in 30 
important magazines! They do a swell job of telling folks 
what Burgess war batteries mean tg their fighting sons 
overseas, and why there must be fewer batteries for 
civilian uses here at home. Sometimes folks forget that 
dry batteries are war batteries.” - ; 


BURGESS BATTERIES WO 


BURGESS ADS ARE APPEARING IN: 


| American Magazine. Pathfinder, Grit, Air Trails Pictorial, Boys’ Life, 
i} Country Gentleman, Progressive Farmer, Field and Stream, Sports 
| Afield, Outdoor Life, Prairie Farmer, The Indiana Farmer's Guide, 
Kansas Farmer, Missouri Ruralist, Wisconsin Agriculturist & Farmer, 
Wallaces’ Farmer & lowa Homestead, Popular Mechanics, Popular 
Science Monthly, Communications, Electrical Equipment, Electronics, 
Modern Industry, Factory Management and Maintenance, The Instrument 
Maker, Instruments, Hearing News, Radio Amateur’s Handbook, QST, 
Radio Craft, Radio News, and 1,629 weekly newspapers. Burgess 
Battery Company, Freeport, Illinois. 





ey: TS 


BURGESS | 


UNI-CEL 





















Live Bait Business Grosses 


$4,000 Annually 


Leonard Roussell, Dubuque, Iowa, 
often has weekend sales of $75 
It helps sell sporting goods 





Mr. Roussell in the center. At the 
left is the man who handles bait 
sales early in the morning and 
in the late hours of the evening. 


A LIVE BAIT busi- 


ness which extends from March | 
until Dec. 1 every year grosses 
$4,000 yearly in actual sales for 
Leonard Roussell, owner of Rous- 
sell’s Hardware, 2206 Central 
Ave., Dubuque, Iowa. In addi- 
tion to this, the customers who 
purchase live bait buy sporting 
goods and other items at the store. 

Mr. Roussell has a bait de- 
partment in a small building ad- 
jacent the store. He started out 
with one water tank full of creek 
minnows, selling them at from 15 
to 25 cents per dozen, according 
to size. Soon, however, he could 
not catch enough minnows to sup- 
ply the demand with one tank, 80 
he installed two more of them. 
With this setup he is able to han- 
dle all the trade he can get at 
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present. He believes that the live 
bait business will perhaps double 
after the war when bans on driv- 
ing are abolished and when the 
soldiers and sailors come home. 

Mr. Roussell makes about two 
trips weekly to nearby creeks, ac- 
companied by two boys. They 
seine the creeks for minnows and 
usually get many of them. Creek 
minnows are far superior to river 
minnows for fishing bait, so the 
firm deals only in this kind. Cus- 
tomers come from far and near 
to buy these live minnows. 

“We have sold as high as $75 
worth of minnows on a Saturday 
and Sunday,” states Mr. Roussell. 
“Sales during week days are also 
heavy. Fishermen know we have 
these minnows. They come here 
regularly with their pails.” 

Living upstairs above the hard- 


ware store is an old gentleman 
who handles Mr. Roussell’s live 
bait sales from 4 a. m. until 8 
a. m. when Mr. Roussell arrives. 
He is also available at night if 
fishermen come for bait after the 
store is closed. This sort of ar- 
rangement works out very well, 
for fishermen want their bait, no 
matter what the hour. 


Other Dealers Supplied 


“We even sell live bait to other 
dealers,” says Mr. Roussell. “Some 
dealers come and buy $50 worth 
of minnows at one time, so they 
can have enough to supply their 
trade.” 

The equipment for this live bait 
feature cost about $250. It is an 
inexpensive business to operate, 
considering the returns. The min- 





One of the three tanks in the live bait room. Holes in the pipe above 
the tank permit fresh water to be forced into the tank at all times. 
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nows are put into the water tanks 
when they are brought to the 
store, and moving, fresh water 
must constantly run into the tanks. 
Mr. Roussell has run a water pipe 
over the top of each tank. He has 
drilled several holes into the pipes 
above each tank and with the 
water pressure behind it, they 
send constant streams of fresh 
water shooting down into the min- 
now tanks. An overflow pipe takes 
away the surplus water. 

Minnow tanks like this have to 
be cleaned several times a year, 
otherwise the flowing water keeps 
them in fairly clean condition 
most of the time. Baking soda 





tee does a good job of cleaning. 
til 8 Water for the live bait enter- 
a prise costs about $12 monthly 
ht if which is not excessive considering 
: ihe the amount of business done. 
“en Mr. Roussell had a $2,500 stock 
well. of fishing tackle early in 1942, he 
ye states, and it was gone before the 
summer was half over, which 
gives an idea of how’the live bait 
feature helps his business. After 
the war he thinks his: sporting 
ther goods department will double or 
24 triple its present volume. 
— Fishermen’s Headquarters 
heir “We are really the fishermen’s 
headquarters around this section,” 
bait says Mr. Roussell. “Fishermen 
; an come here from a distance of 50 
ate, miles and they send their friends: 
nin- to us. The Mississippi River is a 


great place in which to catch many 
kinds of fish, especially the big 
catfish, and sportsmen from the 
East always come out here every 
year to catch them. They say it’s 
a sport they like. They'll be here 
again in droves in the post-war 
era.” 

Mr. Roussell also has 15 boats 
at a certain point on the Missis- 
sippi. He rents them to fisher- 
men and makes a neat profit on 
this enterprise, too. 








Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 96 
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SELF-SELLING 


































PROFIT- 
BUILDERS 


Sales and profits for you on every clothes line! Here's 
the self-selling item that gets them for you—TITE- 
Fits round ond flat sur- INE CLOTHES LINE HOLDERS. Retails for 10 
faces. Holds lines securely ; pas 

—does away with rusty cents. Sells generally in quantities of 6 or more. Re- 
nails and hooks. Will not year orders, too, when housewives see how easily 


inj line. Saves time and : 
ae. ras clothes lines can be strung. 


NATIONALLY ADVERTISED — DISPLAY-PACKAGED 
FOR QUICK SALE 


Simply place several of these sales-talking, self-demonstrating TITE-LINE dis- 
play cartons on your counters. This clothes line holder is an attractive and ex- 
tremely useful piece of merchandise. It’s nationally advertised in BETTER 
HOMES AND GARDENS and PATHFINDER. It’s simple—does its job effec- 
tively—is easily installed—speeds up tying up clothes lines—that washday nui- 
sance. Will not break. Resists rust. Packaged 24 to carton. Ample supplies of 
TITE-LINE Clothes Line Holders are now available. Order from your jobber 
today. If he cannot supply you, write direct to us giving your jobber’s name. 
We'll see that you are supplied with these self-selling profit-builders promptly. 


THE MIDLAND COMPANY 


South Milwaukee, Wisconsin 
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Salesmen 





News of Retailers, Jobbers 
and - 





| 


Portable 


READ IT IN HARDWARE 





NEWS OF 





HARDWARE AGE FOR 








Lamp & Equipment Co. Bays 


Coldwell Lawn Mower Co., The Strauss 
Co. and Philadelphia Lawn Mower Co. 


The Portable Lamp & Equip- 
ment Co., Pittsburgh, Pa., has re- 
cently purchased, through Wil- 
liam Wetzel, vice-president of the 
American Business Credit Corp., 
the Coldwell Lawn Mower Co., 
Newburgh, N. Y., the Philadel- 
phia Lawn Mower & Mfg. Co., 
Philadelphia, Pa, and The 
Strauss Co., Pittsburgh, Pa. The 
four companies will be merged 
into one company which will de- 
vote its time to peace products 
as soon as the war work of all the 
respective plants is completed. 
The Philadelphia Lawn Mower & 
Mfg. Co., employs about 300 
workers, and the Strauss Co., 
which manufactures clothing and 
equipment for the armed forces, 
employs 75 persons. Fernal R. 
Marlier, president of the Portable 
Lamp & Equipment Co., said that 


engineers have completed designs 
for several lawn mower models, 
and when the government re- 
leases the various necessary ma- 
terials, the new organization will 
begin to manufacture lawn 
mowers. 

The Portable Lamp & Equip- 
ment Co., was organized in 1927. 
Officers are: Harry De Remer, 
vice-president in charge of 
manufacturing; R. A. McKinney, 
assistant treasurer; A. C. Greiner, 
secretary; and Peter G. Bradley, 
credit manager. These officers 
constitute the board of directors. 
Mr. Wetzel has announced that 
Leo J. O’Donovan, Jr., who has 
been with Mr. Wetzel in the 
credit corporation for several 
years, was made treasurer of the 
Coldwell Lawn Mower Co. . 








ELECTRO-LINE CO. 
ANNOUNCE SALES 
STAFF APPOINTMENTS 


The Electro-Line Fence Co., 
Milwaukee, Wis., manufacturers 
of electric fence controllers, an- 
nounced recently several ap- 
pointments to its sales staff. 
Joseph DeJure, 410 Commerce 
St., Philadelphia, Pa., will rep- 
resent the Electro-Line in Penn- 
sylvania, Maryland, Delaware 
and southern New Jersey. The 
states of Indiana and Ohio will 
be covered by Martin F. Zim- 
merman, 617 Jefferson St., Deca- 
tur, Ind, 


CHARLTON EASTERN 


SALES MGR. ALUMINUM 
DIV. REYNOLDS METALS 


resentative for Reynolds in De- 
troit, Mich. The next year he 
returned to Louisville and, under 
W. G. Reynolds, helped to set up 
the plants for prefabrication of 
aluminum parts for aircraft. In 








Albert H. Charlton has re- 
cently been named eastern sales 
manager of the aluminum divi- 
sion of the Reynolds Metals Co., 
Louisville, Ky., with offices at 155 
E. 44th St., New York City. Mr. 
Charlton joined the company in 
1936 rolling sheet in the mills 
in Louisville, Ky. He became as- 
sistant plant manager and then 





in 1940 was appointed sales rep- 


8&2 





ALBERT H. CHARLTON 


1942 he was advanced to the po- 
sition of sales manager for the 
Philadelphia area, where he re- 
mained until his present ap- 
pointment, 





WILLIAM J. ZIEGENHEIN 


ZIEGENHEIN GEN. 
SALES MGR. RUSSELL 
& ERWIN MFG. CO. 


William J. Ziegenhein has re- 
cently been appointed general 
sales manager of the Russell & 
Erwin Mfg. Co., New Britain, 
Conn. Mr. Ziegenhein has had a 
wide and varied experience in 
the builders’ hardware field. He 
formerly handled the estimating 
and sales promotional depart- 
ment for Russell & Erwin. For 
several years he also conducted 
the company’s training program 
with students in the development 
of their knowledge of builders’ 
hardware, and of plan and 
specification work. 





EMERSON RADIO 
NAMES MAYFLOWER 
. SALES-DISTRIBUTOR 


Emerson Radio & Phonograph 
Corp., New York City, recently 
announced the appointment of 
the Mayflower Sales Co., Kansas 
City, Mo., as distributor in the 
Kansas City, and Wichita terri- 
tories for Emerson radios and 
television sets for the post-war 
era. The Mayflower firm is a 
branch of the Mayflower Sales 
Co., St. Louis, Mo. In Kansas 
City, the company is under the 
managership of J. H. Wimberly, 
Jr., who has had over 10 years 
of experience in wholesaling 
radios and appliances in the ter- 


CORBIN CABINET LOCK 
PROMOTES RUTHEMEYER 


Louis H. Ruthemeyer will as- 
sume his duties as sales manager 
of midwestern sales of Corbin 
Cabinet Lock Co., New Britain, 
Conn., on or about Oct. 1, with 
headquarters at the company’s 
Chicago, IIl., office at 319 W. 
Randolph St. He had previously 
been the company’s sales repre- 
sentative in Indiana, Ohio, Mich- 
igan and western Pennsylvania 
for the past eight years. At one 
time he was in the retail hard- 
ware business in Covington, Ky. 

Stanley O. Hooghkirk has 
been appointed sales represen- 
tative to take over Mr. Ruthe- 
meyer’s “work in Ohio, western 
Pennsylvania and western New 
York state and will take over his 
new duties on Oct. 1. He recent- 
ly resigned as representative of 
Sargent & Co., New Haven, 
Conn., for which company he 
had previously covered the same 
territory for a number of years. 





MIZE RESIGNS FROM 
TREASURY DEPT. 
SURPLUS GOODS UNIT 

John H. Mize, secretary, man- 
ager and a member of the board 
of directors of the Blish, Mize & 
Silliman Hardware Co., Atcheson, 





JOHN H. MIZE 


Kan., wholesalers, has resigned as 
a consultant in the hardware de- 
partment of the Treasury’s Sur- 
plus Property Division and has 








ritory. 


returned to Atcheson. 
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Fairbanks, Morse & Co. Acquires 
Pomona and Westco Pamp Lines 


Fairbanks, Morse & Co., 600 
S. Michigan Ave., Chicago, IIL, 
has purchased the Pomona Pump 
Co., a division of the Joshua 
Hendy Iron Works, as of Sept. 2. 
All physical assets, patents and 
trade-marks of the Pomona and 
Westco pump lines were included 
in the transaction. The Pomona 
firm has plants in Pomona, Cal., 
and St. Louis, Mo. No changes 
in personnel are contemplated, 
and aceording to R. H. Morse, 
Jr., general sales manager of 
Fairbanks-Morse, Arnold G. 
Brown, general sales manager of 
the Pomona company, becomes 


assistant manager of the Fair- 
banks-Morse Pump Division in 
charge of Pomona and Westco 
products. Distribution and sales 
will continue under Mr. Brown’s 
direction. 

Pomona manufactures open im- 
peller turbine pumps of the 
water lubricated type for irrigat- 
ing, industrial and municipal 
services. The Westco line is 
manufactured largely for indus- 
trial and home water system 
uses. Hereafter the Pomona 
pumps will be known as Fair- 
banks-Morse-Pomona and Fair- 
banks-Morse-Westco lines. 








NEFF GEN. SALES 
MGR. CLEVELAND 
CAP SCREW CO. 
G. Rider Neff, recently re- 
signed as advertising manager 
and manager of the aircraft and 


» special products division of The 


Lamson & Sessions Co., Cleve- 
land, Ohio, to join The Cleveland 
Cap Screw Co., 2917-23 E. 79th 
St., of the same city, as general 
sales manager. Mr. Neff spent 
two years in The Lamson & Ses- 
sions Co.’s factories in Cleveland 
and Kent, Ohio, and then moved 
to. the Chicago office for a year. 
In 1932 he was assigned to the 
Ohio territory for the company, 
and in 1934 he traveled the met- 
ropolitan New York and Phila- 
delphia area. He was named 


| 





sales manager of the stove bolt 
division in 1937, and in 1939 was 
made sales manager of the air- 
craft and special products divi- 
sion. 


PREMIER ANNOUNCES 
DISTRIBUTION POLICY 


The Premier Division of the 
Electric Vacuum Cleaner Co., 
Inc., Cleveland, Ohio, has an- 
nounced a change in distribution 
policy owing to the fact that a 
resumption of the manufacture of 
new cleaners is seen in the near 
future. Sales will be made ex- 
clusively through independent 


specialty appliance distributors 
and dealers located throughout 
the country. Distributors have 
been selected on the basis of 
their geographical location and 
ability to render maximum ser- 
vice to dealers in their territories. 
Among those distributors named 
are the following hardware deal- 
Southern Hardware & Bi- 


ers: 
cycle Co., Jacksonville, Fila.; 
Peaslee-Gaulbert Corp., Louis- 


ville, Ky., and the Bluefield Sup- 
ply Co., Bluefield, W. Va. 





RICHTER RETIRES AS 
GEN. MGR. DU PONT 
FABRIC AND FINISHES 


William Richter has recently 
retiged as general manager of the 
fabrics and finishes department 
of E. I. du Pont de Nemours 
& Co., Wilmington 98, Del. He 
will be succeeded by J. Warren 
Kinsman, who formerly was as- 
sistant general manager of the 
company’s organic chemicals de- 
partment, Dr. William Kirk has 
been, appointed to the latter posi- 
tion. 

Mr. Richter’s retirement from 
active duty with the company has 
been occasioned by ill health. He 
has completed nearly 40 years of 
service with the company and had 
headed the fabrics and finishes 
department since 1927. He will 
retain his membership on the 





board of directors. 








Tra-Test Organization 
Division 
Due to post-war expansion 
plans of the Tru-Test organiza- 
tion, Merchandise Mart, Chicago 
54, Ill., the owner, L. L. Oakes, 
announced recently that in the 
future the parent organization 
will be known as Oakes & Co. 
and the Tru-Test organization 
will become a division of Oakes 
& Co. There are no contemplated 
policy changes and Tru-Test lines 
will be franchised to independent 
hardware distributors the same 
as in the past. 
Mr. Oakes also announced the 
purchase of the seven-story build- 
ing. located at 646-650 S. Clark 
St., Chicago, at present leased to 





G. RIDER NEFF -. 
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the government. After the gov- 


Becomes 
of Oakes & Company 


ernment has finished occupying 
the building the Tru-Test divi- 
sion will take over the entire 
structure for its general offices 
and merchandise display rooms. 
Hardware, furniture, electrical 
appliance, toy, sporting goods 
and houseware displays will be 
maintained there for the benefit 
of their independent hardware 
distributors located throughout 
the U. S. Tru-Test will retain its 
present offices at the Merchan- 
dise Mart until the building is 
remodeled to meet various re- 
quirements. The location of the 
New York City office will remain 
unchanged. 


F. JEROME TONE, JR. 
VICE-PRES. IN CHARGE 
OF CARBORUNDUM SALES 

Arthur Batts, president of The 
Carborundum Co., Niagara Falls, 
N. Y., recently announced the 





F. JEROME TONE, JR. 


appointment of F. Jerome Tone, 
Jr., as vice-president in charge of 
sales. Mr. Tone succeeds the © 
senior vice-president in charge 
of sales who has been assigned 
to special sales and executive ac- 
tivities. Mr. Tone was formerly 
vice-president in charge of the 
eastern sales division of the com- 
pany. He also is president of the 
American Supply & Machinery 
Manufacturers’ Association. 

Mr. Batts announced that vice- 
president Henry P. Kirchner is 
to be in charge of production 
and Otis Hutchins has been 
named as technical director of 
The Carborundum Co. in charge 
of research and process control 
and development. 


GLADSTONE NAMED 
AMERICAN CHAIN 
LADDER CONTROLLER 


Robert J. Earl, treasurer of 
American Chain Ladder Co., Inc., 
151 East 50th St., New York 
City 22, has announced the ap- 
pointment of Mark M. Gladstone 
as company controller. Mr. Glad- 
stone, who is a certified public 
accountant, will make his head- 
quarters in the New York office 





of the firm. 
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INLAND STEEL NAMES 
REED AND BURNS TO 
SALES POSITIONS 

The Inland Steel Co., Chicago, 
Ill., recently appointed Leon C. 
Reed as assistant manager, rail- 





KENNETH J. BURNS 


road sales division, and Kenneth 
J. Burns as Chicago district sales 
manager. Mr. Reed will be in 
charge of sales to manufacturers 
of railroad equipment serving also 
as a general assistant to W. J. 
Hammond, vice-president in 





charge of railroad sales. He has 
been with the company in various 
sales capacities since 1920, and 
joined the company in 1909. Mr. 
Burns became connected with In- 
land Steel in 1939 as district 
sales manager of the company’s 
Cincinnati sales office. In 1942 
he was transferred to the Chi- 
cago office to act as an assistant 
to the manager of the plate and 
shape sales division. 


TENNESSEE ENAMEL 
WINS SECOND STAR 


The Tennessee Enamel Mfg. 
Co., Nashville 9, Tenn., has re- 
cently been awarded for the third 
time, the Army-Navy production 
award for high achievement in 
the production of war material. 
This second renewal adds a sec- 
ond White Star to the original 
pennant. 


BAKER MEMBER OF 
CONTROLLERS INST. 


George E. Baker, secretary- 
treasurer of the American Stove 
Co., St. Louis, Mo., has been 
elected to membership in the 
Controllers Institute of Améfica. 





KENNADY MGR. 
TRU-TEST AUTOMOTIVE 
ACCESSORIES DIV. 
Samuel D. Kennady has re- 


cently been appointed manager 
and director of the automotive 





SAMUEL D. KENNADY 


accessories division of Tru-Test, 
marketing and merchandising, 
Merchandise Mart, Chicago 54, 
Ill. For the past 20 years Mr. 
Kennady has been affiliated with 


Sears Roebuck & Co. and Spieg- 
els, Inc., in the capacity of mer. 
chandiser and buyer of their 
automotive accessories depart- 
ments. He will make his head. 
quarters at Oakes & Co.’s. Chi- 
cago office in the Merchandise 
Mart. 


ACME PAINT SPONSORS 
TWO RADIO SERIALS 


The Acme White Lead & Color 
Works, Detroit, Mich., is sponsor. 
ing two mystery shows on the 
Mutual Broadcasting System net- 
work. From 5:30 to 6:00 p. m., 
this company will sponsor the 
detective series, “The Shadow” 
on 35 stations west of Chicago, 
and in those areas in the east 
that do not carry “The Shadow” 
for Blue Coal.. In those areas in 
the east where the latter program 


| has been sold to Blue Coal, the 


Acme Co. will feature “The Re- 
turn of Nick Carter,’ on Sun- 
days, from 3:30 to 4:00 p.m., 
EWT, with eventual plans for 
sponsorship of “Nick Carter” on 
the entire Mutual network. Spon- 
sorship of both programs is by 
Lin-x Clear Glass, Lin-x Self- 
Polishing Wax, and Lin-x Cream 





Polish. 








. ho waiting. 





FAIRHAVEN, 
MASS. 


\ 


You're Next 
No WAITING 


Working night and day with redoubled 
efforts, we've finally caught up on our 
backlog of CUT TACK orders. 


We can promise you immediate delivery on your present needs 
for CUT TACKS such as carpet, upholsterers, bill poster, trunk 
and carpet laying tacks. Send your order along—you're next 





ATLAS TACK 


CORPORATION 
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HENDERSON, 
KY. 
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DIEBOLD INC. 
MOVES OFFICES 


Diebold, Inc., formerly Die- 
bold Safe & Lock Co., has re- 
cently moved its office, sales, and 
service departments to new and 
larger quarters at 1420 S. Penn 
Square, Philadelphia 2, Pa. 





R. C. NICHOLSON NOW 
PRES., MASTER RULE 
R. C. Nicholson has recently 


been appointed president and 
general manager of the Master 





R. C. NICHOLSON 











ANDERSSON, JR. 


N. G. 


Rule Mfg. Co., New York City. 
Mr. Nicholson joined the com- 
pany in 1926 as a shop worker. 


In 1934 he was named sales rep- 
resentative for the metropolitan 
New York area and two years 
later became sales and advertis- 
ing manager. He was advanced 
to the position of vice-president 
in 1943. 

N. G. Andersson, Jr., has been 
elected vice-president and works 
manager. Mr. Andersson was for- 
merly affiliated with SKF Indus- 
tries, where he started in 1934 as 





production manager in charge of 
inner race groove and inner race 
bore departments. After a series 
of promotions he became senior 
methods engineer in 1942. 


INTERNAT. DETROLA 
MOVES OFFICES AND 
PROMOTES 5 EXECS. 


The directors of the Inter- 
national Detrola Corp., Detroit, 
Mich., have recently advanced 
several executives to higher posi- 
tions, C. Russell Feldmann, presi- 
dent of the company announced. 
R. J. Nixon, who had been as- 
sistant treasurer, was elected 
treasurer to succeed John Han- 
cock, who has-been named gen- 
eral manager of the company’s 
machinery plants in Elkhart, and 
Indianapolis, Ind. R. L. Dillon, 
formerly assistant secretary and 
controller, has been appointed 
assistant seeretary, and assistant 
treasurer. John H. Sennott, 
formerly controller of the Detrola 
radio division, is now controller 
of the company. R. P. Schmel- 
zer, of Detroit, was elected as- 
sistant treasurer. The corpora- 
tion has moved its executive 
offices from Elkhart to its De- 
troit radio and electronics plant 
at 1501 Beard St. 








OPEN OFFICES AND 
SHOWROOMS OF EKCO 
PRODUCTS COMPANY 


The new main floor offices and 
showrooms of the Ekco Products 
Co., 1949 N. Cicero Ave., Chi- 
cago 39, Ill., have recently been 
opened. The following items 
are to be displayed at the new 
showroom: Flint Hollow Ground 
Cutlery, Geneva Forge Cutlery, 
Sta-Brite Table Flatware, A. & J. 
Kitchen Tools, Ovenex Tinware 
and various other lines currently 
being perfected in the Ekco 
laboratories for postwar sales. 
The William C. Hitt Co., Pa- 
cific Coast representatives, will 
move into the new offices using 
the showroom as the headquar- 
ters of that company. 


APPLIANCE MFG. CO. 
NAMES DISTRIBUTORS 


The Appliance Mfg. Co., Alli- 
ance, Ohio, recently announced 
the appointment of new distrib- . 
utors. for the Duchess Washer. 
They are as follows: Electric Ap- 
pliance Distributors, Altoona, 
Pa.; Tri State Electric Co., Sioux 
Falls, S. D., and Bell-Clark Co., 


Allentown, Pa. 




















HALF-TRIM. #213—7/16” 
and 1/2” 


HALicn ts JUTE with SISAL 


Again Available... 


COVERT DEPENDABLE 
ROPE HALTERS, TIERS and LEADS 


We are now able to produce the numbers shown here, and are accepting 
orders for early Fall delivery. Covert Rope items have been popular leaders 
High quality jute rope, fitted with dependable Covert Snaps 


for 71 years. 
and Hardware. 





#120 E 7/16” 
#122 E 1/2” 




















JEWELRY 








#20 K 7/16” 
#22 K 1/2” 


COVERT MFG. CO. 


TROY, N. Y. 





#21 G 7/16” 
#21 H 7/16” 
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Thee oWO SUBSTITUTE 


For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and fo the farmers you serve. 


You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway 


Milwaukee 2, Wisconsin 





OLD GUARD LUNCHEON 
ON OCTOBER 18TH 
IN ATLANTIC CITY 


The Old Guard luncheon will 
be held at 1 p. m, Wednesday, 
Oct. 18, in the Rose Room of the 
Marlborough-Blenheim Hotel, At- 
lantic City, N. J., it was recently 
announced by the chairman of 
the committee in charge, George 
H. Harper. Other members of 
the planning committee are: 
B. E. Strader, H. K. Zust and 
Gardner Lipscomb. 





VERD-A-RAY CORP. 
SLOGAN CONTEST 


Verd-A-Ray Corp., 615 Front 
St., Toledo 5, Ohio, manufactur- 
ers of lamps and electronic de- 
vices, has announced a _ silo- 
gan-writing contest with awards 
totaling $5,000 worth of war 
bonds (maturity value) for con- 
sumers. Intended to direct traf- 
fic to retail outlets the event will 
be given considerable advertising 
in consumer publications. Dis- 
play kits, for those stores request- 
ing them, are offered together 
with rules and entry blanks. 

Contest is open to all residents 
of the United States excepting 
employees of the corporation and 
its affiliates and members of their 
families. Entrants write a slogan 
descriptive of Verd-A-Ray in six 
words or less and are not re- 
quired to make any purchase in 





order to participate. Entries must 
be mailed to Verd-A-Ray not 
later than midnight Dec. 31, 
1944. Entries will be judged on 
the basis of originality of idea, 
with decision of the judges to be 
final. In the case of ties, dupli- 
cate prizes will be awarded. 
Awards, all in war bends, of- 
fered are: first, $1,000; second, 
$750; third, $500; fourth, $250, 
and the next 25 awards, $100. 





HILL-SHAW CO. 
NAMES TWO SALES 
REPRESENTATIVES 


Milt Grey;-general sales mana- 
ger of the Hill-Shaw Co., 311 N. 
Desplanes St., Chicago 6, IIl., 
has announced the addition of 
two new representatives to the 
company’s sales department. Ver- 
non Worman will cover northern 
Illinois, including Chicago, mak- 
ing his headquarters in Room 
1584 of the Chicago Merchandise 
Mart. C. L. Pugh, with head- 
quarters in Columbus, Ohio, will 
travel northern Ohio on Vacula: 
tor’s home and restaurant lines. 





CROW CO. MOVES 

TO LARGER QUARTERS 

The Crow Co., formerly lo- 
cated at 626 Huron Rd., Cleve- 
land 15, Ohio, has_ recently 
moved to new and larger quar- 
ters in Room 300, 111 St. Clair, 
N. E., Cleveland 14, Ohio. 








president, Bristol-Myers Co., 
Rear Admiral W. 








RUBBERSET CO. AWARDED “E” PENNANT: Rear Admiral 
W. T. Cluverius, USN, retired, is shown pinning the “E” 
emblem on G. L. Herrick, president of The Rubberset Co., 
Newark, N. J. This company was awarded the pennant sig- 
nifying excellence in the production of war materiel for pro- 
ducing Nylon bristle paint brushes, which are required in 
tremendous quantities by both the Navy and the Army. Left 
to right: Col. A. S. Kuegle, U. S. 
New York City; G. L. Herrick, 
T. ‘Cluverius; Raymond A. Nash, plant 
manager; and Lee H. Bristol, vice-president, Bristol-Myers Co. 


Army; Henry P. Bristol, 
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PERKINS MANAGER 
APPLIANCE DISTRICT 
WESTINGHOUSE ELEC. 
Ralph T. Perkins was recently 


appointed home appliance mana- 
ger of the central district of the 


















RALPH T. PERKINS 


Westinghouse Electric Supply 
Co., Mansfield, Ohio. He will be 
in charge of the Ohio-Michigan 
area with headquarters in De- 
troit. For the past two years he 
served as eastern district mana- 
ger of the Empire Tool Co., New 
York City. 


NATIONAL CARBON CO. 
COMPLETES. NEW 
SALES ORGANIZATION 


The completion of National 
Carbon Co.’s new sales organiza- 
tion, under which all company 
products are to be handled na- 
tionally from seven divisional of- 
fices, was recently announced. 
The company will open head- 
quarters in October in New York, 
Pittsburgh and Chicago. Similar 
offices were established a few 
months ago at Atlanta, Dallas, 
Kansas City and San Francisco. 

The New York division will be 
managed by F. W. Berdan, who 
has been with the company since 
1922, serving in the former 
“Eveready” division. He has held 
executive positions since 1929, 
and for the last several years has 
been located in New York. G. A. 
Blackburn and A. B. Oatman 
will assist Mr, Berdan. Mr. 
Blackburn became a salesman for 
the company in 1936 and Mr. 
Oatman became affiliated with 
the company in 1916, holding an 
executive sales position since 
1939. 

J. A. Hammond, who has been 
with the organization since 1923 
as a salesman and sales execu- 
tive, will head the Pittsburgh 
division. F. S. Haggerson and 


W. E. Herr have been named as- 
sistant managers. The former has 
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been with the company for the 
past nine years, seven of which 
were spent in a sales capacity. 
Mr. Herr has served the com- 
pany both as a salesman and a 
sales executive since 1922. 
Managing the Chicago divi- 
|sion will be H. A. Stewart who 
joined National Carbon in 1919. 
He has worked continuously in 
Chicago, first as a salesman in 
the former “Eveready” division 
and later as a sales executive. 
Assistant division managers will 
be C. H. Christensen and W. L. 
Julian. Mr. Christensen began 
with National Carbon about 20 
years ago, serving as a salesman 
and later as a sales executive in 
St. Louis and Pittsburgh. Mr. 
Tulian started as a company sales 
representative about 15 years 
ago. For the past seven years he 
has been representing the com- 
pany in the Chicago area. 


FOLGER CHIEF DEPUTY 
VICE CHAIRMAN WPB 
FIELD OPERATIONS 


James A. Folger has recently 
been appointed chief deputy vice- 
chairman for Field Operations of 
the WPB. In this capacity Mr. 
Folger will assist Vice-Chairman 
Davis in the operation and direc- 
tion of WPB’s field organization, 
consisting of 13 regional and 137 
field offices. Mr. Folger was for- 
merly president of the Folger 
Coffee Co., San Francisco, Cal. 
Tudor Bowen was named deputy 
vice-chairman for field produc- 
tion operations and Samuel L. 
Shober deputy vice-chairman for 
field distribution operations. Mr. 
Bowen held an executive position 
with Stern Bros., New York City 
department store, before joining 
the WPB. Before entering gov- 
ernment service, Mr. Shober was 
9 partner in the firm of Hickman, 
Williams & Co., sales agents for 
iron and steel raw materials, Cin- 
cinnati, Ohio. He has held direc- 
torships in several prominent 
companies in the iron and steel 
field from which he has resigned 
for the duration. 


W. J. SHATAS CO. 
EXPANDS SERVICE 


W. J. Shatas & Co., electric 
clock sales and service organiza- 
tion, has moved to new and 
‘arger quarters at 110 Grand St., 
Waterbury, Conn. The company 
has set up new equipment and 
improved and quickened the 
method of handling repairs. 
W. J. Shatas, president of the 
company, has been associated 
with the electric clock and tim- 
ing motor field for the past 15 





years. 




















ARE YOU MAKING PLANS FOR RE-CON- 
VERSION? 


DO YOU HAVE NEW PRODUCTS “UP YOUR 


SLEEVE’ FOR POST-WAR MARKETS? — 


ARE YOU INTERESTED IN DISTRIBUTION OF 
YOUR PRODUCTS IN THE SOUTHERN NEW 
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—~B&T OFFERS — 


A specially trained sales force of men who 
really SELL instead of “order-taking.” 


Economical straight-line warehousing facilities. 
Our own fleet of trucks for delivery to our 
customers. 
We specialize on a very limited number of 
lines and handle only 2,500 items. Hence, on 
each line our volume is large. Our lines break 
down as follows: 

25% HARDWARE : 

25% AGRICULTURAL 

25% HOUSEWARES 

25% ELECTRICAL APPLIANCES 


Y: As shown on map pictured above. 
@oeeee?e*® 


WOULD LIKE TO KNOW MORE 


About our operation and plans, we will gladly mail you 
copies of several booklets outlining our post-war pro- 


gram, a 






large part of which is already in effect. 


BRONSON & TOWNSEND. 








NEW HAVEN, CONNECTICUT 
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SELL WAR BONDS NOW * THE ROPER ® GAS RANGE LATER 








a: oom 


ee a ae 


ULL-SIZED 


GAS RANGE 
with STAGGERED Top 


and Other Superior Features 


@One “Giant-Speed”, One 
“Speed” and Two “Sim- 
mer-Speed” Top Burners 


@ “Insta-Flame” TopLighters e 


@ Large ‘‘3-in-1" Oven with 
Heat Control e 
* 

rm) 


nn 
@ “Lifetime” Oven Chart 


Non-Sag Locking Oven 
Racks 

Heavy Insulation 
“E-Z-Roll” Broiler with 
“Enamo-Grill”’ 

“Lifetime” Broiling Chart 
Giant “Store-Al!” 
Automatic Door Adjustors 


This big new model 4-3804 Roper Gas Range, 
40 inches wide and 28 inches deep, offers all 
those fine features listed above—and more. 
Smartly styled, it meets Roper’s exacting qual- 
ity standards throughout. Use your stove certifi- 
cates to secure Roper—a gas range with nation- 


wide popular acceptance. 


GEO. D. ROPER CORPORATION, Rockford, 


Illinois, manufacturer of 


ROPER, “America’s 


Finest Gas Range,” for all gases including LP 


(Liquefied Petroleum) gas. 


Offices and Warehouses in At- 
lanta — Chicago — Cleveland — 
Dallas—Los Angeles—Oak- 
land—Philadelphia—Denver. 
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| understanding, he said. A floor 


| The association decided to ap- 


| of surplus goods. Later a meet- 
| ing with manufacturers as guests 


| Bennett 
| Hoehl, Russell, Burdsall & Ward 
| Bolt & Nut Co., and Kenneth A. 


| 


‘Penn. Jobbers Discuss 


Sarplas Goods 


—136 Attend Banquet in Philadelphia 


Despite the hurricane 136 
members and guests attended the 
fall banquet of the Pennsylvania 
Wholesale Hardware & Supply 
Association held Thursday eve- 
ning, Sept. 14, at the Philadel- 
phian Hotel, Philadelphia, Pa., 
including representatives of the 
New York State Association of 
Hardware Jobbers. Speaker of the 
evening was Andrew S. Beshore, 
Harrisburg, Pa., humorist and 
philosopher, who told many sto- 
ries and then urged that people 
do as they are told to do in co- 
operating in the war effort. We 
must never let another war like 
this one mar the world and must 
build an international bridge of 


show concluded the formal pro- 
gram for the evening. 

Friday morning the Pennsyl- 
vania wholesalers and their guests 
from the New York State asso- | 
ciation held a session at which 
problems concerning the _pur- 
chase and sale of surplus goods 
were given extensive discussion. 


point a committee for the study 


was held, this being followed by 
a luncheon which concluded the 
gathering. Thomas A. Fernley, 
Jr., Philadelphia, Pa., assistant 
secretary - treasurer, National 
Wholesale Hardware Association, 
reviewed present WPB-547 pro- 
cedure, order L-286-b, which re- 
cently released quotas of ammu- 
nition for hunters as well as for 
farmers and other government 
regulations of interest to whole- 
salers. 

Guests were: C. G. Ralph, 


and 16, 1945, in New York City, 
at a place to be announced at a 
later date. 

Officers of the Pennsylvania 
Wholesale Hardware & Supply 
Association are: H. C. Hopkins. 
Reilly Bros. & Raub, Lancaster, 
president; C. E. Maloy, H. C- 
Prutzman Co., Altoona, and Den- 
ton L. Wright, P. A. & S. Smal! 
Co., York, vice-presidents; Sam 
uel B. Smith, Steinman Hardware 
Lancaster, secretary, and 
Maxwell Krause, Geo. Krause 
Hardware Co., Lebanon, 


Co., 


trea- 
surer, 


RICHARDS-WILCOX 
NAMES ROBISON 
SUPERINTENDENT 

Lee D. Robison has recently 
appointed 


been superintendent 





L. D. ROBISON 


of Richards-Wilcox Mfg. 


Aurora, IIl., to succeed the late 


Co., 





Burhans & Black, Inc., Syracuse, 
N. Y.; A. L. Darby, J. M. War- | 
ren & Co., Troy, N. Y.; S. D. | 
Rose, Barker, Rose & Kimball, | 
Inc., Elmira, N. Y., and H. J. | 
Yoder, W. W. Conde Hardware | 
Co., Watertown, N. Y., all whole- 
salers; Thomas A. Fernley, Jr., | 
assistant secretary - treasurer, 
NWHA; Charles J. Heale, vice- 
president and editor, HARDWARE 


Ace, New York City; D. M. 
Roney, Wickwire Bros., Inc.; 
E. A. McKenna, North Bros. 


Mfg. Co.; H. D. Casey, The Lam- 
son & Sessions Co.; Paul B. 
Mochel, Capewell Mfg. Co.; 
Harry Warren, The Gilbert & 
Mfg. Co.; Russell O. 


Heale, associate editor, Harp- 
WARE AGE. 

Announcement was made that 
the spring meeting of the asso- 


ciation will be held March 15 





Peter L. Hoffman. Mr. Robison 
joined the company in 1916 and 
has been maintenance engineer 





P. L. HOFFMAN 


and construction foreman in ad- 
dition to being foreman of sev- 
eral other of the company’s 
departments. 
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JAMIESON FORMS 
OWN SALES OFFICE 


Robert J. Jamieson, for 16 
years district sales manager of 
Kutztown, Pa., Foundry & Ma- 


ROBERT J. JAMIESON 


chine Corp., has established a 
sales organization under his own 
name with offices at 225 Broad- 
way, New York City, and 1421 | 
Chestnut St., Philadelphia, Pa. 
He will continue to represent the 
Kutztown Foundry which spe- 
cializes in gray iron castings and 
machine work. He will also 
handle sales for Ford Bros. & 
Co., Philadelphia, Pa., machin- 
- and the Harrison Bolt & Nut | 
, Harrison, N. J. 





| 


| 





WOODS HEADS IND. 
RADIO DIVISION 
FOR PHILCO CORP. 


Leslie J. Woods, who joined 
Phileco Corp., Philadelphia, Pa., 
in 1925, has been named manager 
of the industrial radio division, 
with headquarters in Detroit, 
Mich., where Philco will con- 
tinue to maintain special facil- 
ities to’ serve the automobile and 
aircraft industries. Martin F. 
Shea, who has been affiliated with 
Philco since 1930, has been ap- 
pointed assistant manager of the 
industrial radio division. This 
division will handle the develop- 
ment and sales of Philco auto- 
mobile radios to the motor car 
industry and also sales of air- 
craft radio, and radar equipment 
and other industrial electronic 
devices developed and manufac- 
tured by the corporation. 

Mr. Woods for three years pri- 
or to the war, was in Detroit with 
the auto radio division of the 
company, and was made man- 
ager of the division in 1941. 
When the war started he was 
transferred to Washington to aid 
in directing Philco’s war work. 
In 1942 he became vice-president 
and general manager of National 
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Union Radio Corp., a Philco sub- | 


sidiary, to assist that company 
in expanding its organization to 
meet the increased wartime de- 
mands of the armed forces. Mr. 
Shea joined Philco in 1930, with 
a background of 11 years’ ex- 
perience in the automobile in- 
dustry. Since 1942, Mr. Shea has 
been in charge of the company’s 
Washington office. 


EMERSON RADIO 
RECEIVES CITATION 
FOR FIFTH WAR LOAN 


The United States Treasury 


Department is issuing a special | 


Abrams, 
secre- 


Benjamin 
Max Abrams, 


citation to 
president; 
tary-treasurer, 
ner, advertising director, officials 
of the Emerson Radio & Phono- 
graph Corp., New York City, for 
meritorious service rendered in 
the Fifth War Loan Drive. The 
company’s employees purchased 
war bonds exceeding a maturity 
value of $950,000. 


SCHAFER GEN. SALES 
MGR. EDISON GEN. 
ELEC. APPLIANCE CO. 


Ward R. Schafer has recently 
been appointed general sales 
manager of the Edison General 
Electric Appliance Co., Inc., 5600 
W. Taylor St., Chicago 4, IIl. 


and Jack Geart- | 





Mr. Schafer has been a sales and | 


engineering executive in Hot- 
point’s organization for almost 20 
years. He joined the company 
in 1924 as an engineer in the 
commercial cooking sales. Later 
he became product service mana- 
ger and when war production 
halted sales of ranges, he headed 
that division. He was given a 
leave of absence in 1942 to join 
George A. Fuller Co. as superin- 
tendent of construction on a 
butadiene plant at Houston, Tex. 
Prior to his new appointment he 
was sales manager of Hotpoint’s 
western region at San Francisco. 





SCHAFER 


WARD R. 














































































GEORGE is making 
airplanes and precision 
parts for the U.S. Navy, 
using instruments so exactly acentate they detect 
and record the weight of a pencil mark. 

He and his co-workers have won the Navy’s highest 
“E” award for excellence of production — only 72 
companies in America have earned this special 
recognition. We are proud of this record and grateful 
that we have had this opportunity to serve. 

When peace comes-— these skills, these experiences, 
and these tools will produce America’s finest out- 
board motor — the New Precision Built Blue Ribbon 
Champion, bringing an entirely new concept of out- 
boarding pleasure to all sportsmen. 


DEALERS CAN REGISTER NOW 


A Blue Ribbon opportunity awaits the 
far-sighted dealers who contact us now. 
Write today for the full details of our 
Champion Dealer Profit Plan. 


CHAMPION OUTBOARD MOTORS COMPANY 


2633 27th AVENUE SOUTH, DEPT. H-4, MINNEAPOLIS 6, MINNESOTA 


ft 
GENUINE 
CHAMPIONS 
will display 
this seal 


ony 
MOTOR 
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First Aid 
for LEAKS - 


Now you can offer clean, conven- 
ient “first aid” for leaky water 
pumps, radiators, valves and 
many other steam or water-carry- 
ing units. Eliminate handling 
messy bulk-lengths of asbestos 
packing by placing a handy Lucky 
Strike package display in your 
store traffic pattern. Talk LUCKY 
STRIKE to your jobber today! 


ATTRACTIVE 2-COLOR 
COUNTER DISPLAY — 
envelopes,each 
containing 30° of lubricated, 
graphited asbestos packing. 


LUCKY STRIKE. 


Lavelle Rubber Companys Chicago 





25 nea: 
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ARTHUR R. MARPET 


MARPET GEN. MGR. 
GLASSWARE DIV. 
CENTURY METALCRAFT 


Arthur R. Marpet has recently 
been appointed general manager 
of the glassware division of the 
Century Metalcraft Corp., Chi- 
cago, Ill., manufacturers of the 
Maestro and Satintone lines of 
handcrafted art glassware. Mr. 
Marpet was previously china, 
glass, and lamp buyer for S. 
Kann’s Sons Co., Washington, 
D. C., and also assistant buyer 
of china and glass at Gimbel 
Bros., Inc., New York City. Mr. 
Marpet will devote much of his 
time to participation in the mer- 
chandising, special promotion 
and experimental work of the 
firm. George F. Brady will con- 
tinue as sales manager. 

The company also announced 
the opening of a new showroom 
at 224 Fifth Ave., New York 
City, by Edward P. Richter for 
the service of the gift trade ex- 
clusively. 


——— 


ANTOVILLE SALES 
DIRECTOR IN N. Y. 
FOR U. S. PLYWOOD CORP. 

S. W. Antoville, formerly vice- 
president in Chicago in charge 


| of mid-western operations for the 
| United States Plywood Corp., 616 


W. 46th St., New York City, has 
been transferred to the company’s 
New York headquarters to as- 
sume the newly-created post of 
director of sales. As such he will 


| be particularly concerned with 


the development of postwar sales. 


| R. W. Tompkins, will succeed 


Mr. Antoville as manager of the 
Chicago branch. 

Mr. Tompkins was previously 
connected with the sales organi- 
zations of U. S. Gypsum Corp., 
Certain-Teed Products Corp., and 
then with Lehon Co. Mr. Anto- 
ville has spent his entire 23 
years’ business career with U. S. 
Plywood, has aided in establish- 





ing additional branch warehouses, 
of which the company has 15 at 
present. He has also been active 
in the same capacity as secre. 
tary-treasurer for U. S.-Mengel 
Plywoods, Inc., the warehouse 
and distributing organization 
jointly owned by U. S. Plywood 
and The Mengel Co. He is also 
vice-president of Algoma Ply. 
wood & Veneer Co., a subsidiary 
of the U: S. Plywood Corp. 


BARLOW & SEELIG 
APPOINTS UNITED 
DISTRIBUTORS IN MASS. 


Barlow & Seelig Mfg. Co. 
Speed Queen washers and iron- 
ers, recently completed its New 
England post-war distribution set- 
up with the appointment of 
United Distributors, Inc., Cam- 
bridge, Mass., as distributors for 
eastern Massachusetts, and south- 
ern New Hampshire. Other New 
England distributors for this 
company are Frank M. Brown 
Co., Portland, Me.; C. S. Blodg- 
ett Co., Burlington, Vt., and 
Roskin Distributors, Inc., Hart- 
ford, Conn. 


———— 


TARGET & TRAP WORKS 
OF REMINGTON ARMS 
WINS “E” PENNANT 


The Findlay, Ohio Target & 
Trap Works of the Remington 
Arms Co., Inc., Bridgeport, 
Conn., was recently awarded the 
Army-Navy “E” Pennant for ex- 
cellence in the production of 
small “clay” targets. This plant 
has produced in furtherance of the 
aerial gunnery program, enough 
targets to pave a one foot-wide 
path from coast to coast. The 
presentation was made by Major 
Clarence G. Wood of the Cleve- 
land Ordnance District, and ac- 
cepted in behalf of the plant by 
Cecil W. Weaver, works man- 
ager, and Dale M. Currie, rep- 
resenting the employees. Among 
others who participated in the 
ceremonies were Lt. H. L. Sim- 
mons,  officer-in-charge, Navy 
Office of Procurement and Ma- 
terial, Toledo, Ohio; Lt. Harold 
C. Bishop, Findlay, Ohio; Theo- 
dore F. Herge, and Clarence L. 
Mosier. 


N.E.M.A. TO MEET 
WEEK OF OCT. 23 
AT WALDORF-ASTORIA 


The National Electrical Manu- 
facturers Association members 
who have been connected with 
the industry for the past half 
century, will be given fifty-year 
certificates at the NEMA annual 
meeting to be held at the Wal- 
dorf Astoria Hotel, New York 
City, the week of Oct. 23. 
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CONNORS RESIGNS 
FROM AM. FORK & HOE 
TO OPEN AGENCY 


Charles J. Connors, has re- 
cently resigned as regional ser- 
vice manager for The American 


CHARLES J. CONNORS 


Fork & Hoe Co., Keith Bldg., 
Cleveland, Ohio. He had been 
operating the northwest territory 
for the company with head- 
quarters in Minneapolis, Minn. 
Mr. Connors will now engage in 
the opening of a manufacturers 
agency and plans to cover the 
territory comprising the states of 
Wisconsin, Minnesota, North 
Dakota, South Dakota, Iowa, 
Nebraska, Kansas, and Missouri. 
Mr. Connors intends to give a 
thorough merchandising service 
on a limited number of hardware 
lines. During the past 20 years, 
he has covered most of the pro- 
posed territory while represent- 
ing John H. Graham Co., and 
The American Fork & Hoe Co. 


MAJOR H. LURIE 
JOINS LURIE HDWE. 
AS GENERAL MANAGER 


Major H. H. Lurie has recent- 
ly joined The Lurie Hardware 
Co., 550 W. Lake St., Chicago 6, 
Ill., as general manager. Major 
Lurie has returned from two 
years of foreign service with the 
Army Air Forces. He served with 
the Air Force in England dur- 


“| airframes and accessories of the 


ing 1942, and was with it in the 
invasion of North Africa where 
he was assigned as Depot Engi- 
neering Officer of one group. In 
1943, he joined the staff of 
Major General Dunton, chief of 
the 12th Air Force Service Com- 
mand as an officer in charge of 


maintenance division. Later he 
was moved to the Supply Divi- 
sion of the Air Service Command 
of the Mediterranean theater of 
operations as officer in charge of 
the accessories section. His last 
assignment before returning to 
the U. S. was that of Depot 
Liaison Officer for the Mediter- 
ranean theater of operations. 

In World War I, Major Lurie 
served as a lieutenant with the 
166th Squadron of the Ist day 
bombardment group in France, 
and was credited with three Ger- 


MAJOR H. H. LURIE 


man aircraft. Major Lurie had 
20 years of experience in the 
hardware field, prior to his entry 
into the army air forces. 


OHIO STOVEPIPE CO. 
MOVES OFFICES, 
CHANGES NAME 


The Ohio Stovepipe Co., has re- 
cently moved to 5815 Kinsman 
Rd., Cleveland, Ohio, and has 
changed its name to the Meta- 
loid Co. After the war this com- 
pany will make chrome stovepipe 





pads, and related lines. 











Lawrence Bros. Inc., Plant Closed— 


No Plans 


On August 30th, the hardware 
manufacturing plant of Law- 
rence Bros. Inc., Sterling, IIL, 
was closed down completely. 
The company has been actively 
engaged in the manufacture of 
builders’ hardware for the past 
69 years. 

In a signed statement to em- 


SEPIEMBER 28, 1944 


for Future Reopening 


ployees, E. F. Lawrence, Jr., 
president, indicated that the com- 
pany has no plans for future re- 
opening and that this action was 
taken in the absence of any un- 
finished essential war-orders. 
Closing the Lawrence Bros. plant 
would, he said, release its former 





employees for direct war effort. 
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BETTER HOMES & GARDENS 
THE AMERICAN HOME 
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Making Profits By Saving Work 


As SOON as civilian buying begins, no field 
will be lusher with “ceady-to-buy” prospects than 
the modern kitchen field! 

Mullins, maker of YOUNGSTOWN Kitchens, 
has kept YOUNGSTOWN Kitchens and their 
work-saving, step-saving features before 
16,000,000 National magazine reading families, 
constantly. Floods of inquiries prove that women 
are thinking NOW in terms of work-saving 
kitchens for postwar living. 
YOUNGSTOWN dealers will have ; 
the advantage of inquiries from Xx yp 
prospects in their own territory. c ae 


== 


Mullins Mfg. Corp., Dept. HA-944, Warren, Ohio 
Please send me YOUNGSTOWN booklet, 
“Get Acquainted with Your Kitchen Business.” 





OBITUARIES 








J. L. Pitts, Brown-Roberts Chairman, 
Passes—Past Pres. of Southern Jobbers 


As we go to press word is re- 
ceived that John Lawrence Pitts, 
chairman of the board, Brown- 
Roberts Hardware & Supply Co., 
Ltd., Alexandria, La., wholesale 
hardware distributors, passed 
away on Sept. 10. Well known 
and well-liked in the hardware 
trade he was long active in and 
a past president of the Southern 
Hardware Jobbers Association 
and of the Southern Supply & 
Machinery Distributors’ Associa- 
tion. 

Mr. Pitts had been in poor 
health for several years but had 
appeared to be in better condi- 
tion in recent months until a 
very few days prior to his de- 
mise, 











J. L. PITTS 








FRANK C. WOODRUFF 


Frank Clark Woodruff, 77, 
president of S. D. Woodruff & 
Son, seed merchants, Orange, 
Conn., passed away Sept. 7 at St. 
Raphael’s Hospital, New Haven, 
Conn. Mr. Woodruff was gradu- 
ated from the Sheffield Scientific 
School 
1888. 


He became associated with 


the seed firm in 1889 and for a | 
number of years operated an of- | 


fice of the company at Washing- 
ton and Dey Sts. in New York. 
He served a term in the Con- 
necticut Legislature and was its 
president pro-tem in 1912. He 
was also president of the Wood- 
ruff Realty Co., New York City; 
the Cromwell Water Co. and the 
Orange Water Co. and vice-presi- 
dent of the Standard Cold Stor- 
age Co., New York City. He is 
survived by his widow and two 
daughters. 


A. SID SUTTON 


4. Sid Sutton, 70, representa- 
tive of Fones Bros. Hardware 
Co., wholesalers, Little Rock, 
Ark., passed way recently. Mr. 
Sutton was a member of the 
Western Star Lodge of Masons, 
and the Consistory and Scimitar 
Shrine Temple. He is survived 
by his widow, a brother, and a 
niece, 


ARCH W. CLARK 
Arch W. Clark, 76, passed 
away at the Oklahoma City Gen- 
eral Hospital recently after suf- 
fering a heart attack. Mr. Clark 
represented the former Simmons 
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of Yale University in | 


Hardware Co., wholesalers, St. 
Louis, Mo., for more than 30 
years. For the past three or four 
years he had been associated with 
A. G. Hoge Hardware, Oklahoma 
City, Okla. Mr. Clark was a 
member of St. John’s Episcopal 
Church, in Oklahoma City. He is 
survived by his widow, two sons, 
|two daughters, and two grand- 





sons, 


PETER L. HOFFMAN 


Peter L. Hoffman, superinten- 
dent of the Richards-Wilcox Mfg. 
Co., Aurora, Ill., died recently. 
He entered the employ of the 
old Wilcox Mfg. Co. in 1896 and 
joined the Richards Mfg. Co. in 
1903 as foreman of the press 
room. He was appointed super- 
| intendent in 1906. 





FRED J. MILLER 


| Fred J. Miller, 61, partner in 
| the Merkle-Miller Hardware Co., 
| Cleveland, Ohio, died suddenly 
at his residence. He had been 
engaged in the hardware busi- 
ness for 35 years. Mr, Miller is 
survived by his widow and a 
brother. 


EDWIN L. CARR 


Edwin L. Carr, 72, formerly a 
member of the partnership of 
Carr & Leggett, and his firm, the 
Carr Hardware, passed away re- 
cently after opening his store for 
the day. Mr. Carr was one of 
the long-time hardware men of 
central New York, having been 
| in the business over 50 years. He 








had served as village trustee of 
Port Byron, member of the board 
of education and as Republican 
county committee. He was a 
member of the Methodist 
Church, Newark Lodge, F. & 
A. M., and of the Royal Arch 
Masons of Port Byron. 

He is survived by his widow, 
a son and a daughter and two 
grandchildren. 


WILLIAM ANDERSON 


William A. Anderson, 74, pres- 
ident of the John A. Roebling’s 
Sons Co., Trenton, N. J., wire 
and cable manufacturers, passed 
away recently at his home in 
Princeton, N. J., after an illness 
of two months. He entered the 
employ of the Roebling firm as a 
timekeeper and then progressed 
steadily, becoming successively 
vice-president, treasurer and gen- 
eral manager. In 1936 he was 
elected president of the company. 
Mr. Anderson was a director of 
the Otis Elevator Co. and the 
Delaware & Hudson Co. 

He is survived by his widow, 


Helen S. Anderson. 


DWIGHT L. ARMSTRONG 


Dwight L. Armstrong, 50, vice- 
president of the Armstrong Cork 
Co., Lancaster, Pa., passed away 
recently. Mr. Armstrong at one 
time was a member of the 
Walker Cup golf team. 


JOHN H. MEYER 


John H. Meyer, treasurer, The 
Schaible Co., Cincinnati, Ohio, 
manufacturers of plumbing and 
heating equipment, passed away 
Sept. 9 in Henrotin Hospital, 
Chicago, Ill, following a heart 
attack, suffered while he was in 
that city on a business trip. In 
addition to his responsibilities as 
treasurer of the company he had 
been engaged in special war- 
created activities in the develop- 
ment of which he had had a very 
important role, his company pro- 
viding vital war materials for 
four different federal procurement 
agencies, as well as civilian 
needs in the plumbing and heat- 
ing fields. 

Mr. Meyer was very prominent 
in civic affairs in Cincinnati and 
took an active interest in na- 
tional affairs as well. 





R. A. BALL 


R. A. Ball, 56; president and 
general manager of Wade Hard- 
ware Co., Greenwood, Miss., 
wholesalers, and city commis- 
sioner, passed away recently, 
following a heart attack. Mr. 
Ball had been prominently identi- 
fied with the business and civic 
interests of the community. He 
was a former Kiwanian, and was 
president of the old Greenwood 
Bank & Trust Co. He was also a 
director of the local Chamber of 
Commerce, and a vestryman of 
the Church of the Nativity. He 
is survived by his widow, four 





daughters, and a sister. 








George Hughes Founder of 
Edison G. E. Dies at 71 


+ George A. Hughes, 71, founder 
and chairman of the Edison Gen- 
eral Electric Appliance Co., Inc., 
Chicago, Ill., passed away re- 
cently in St. Luke’s Hospital, 
Chicago. Mr. Hughes was known 





GEORGE A. HUGHES 





in the electrical industry as “the 
father of the electric range,” hav- 
ing organized the Hughes Elec- 
tric Heater Co. in 1910 to manu- 
facture the first commercially 
sold electric ranges. 

In 1918 he directed a merger 
by which he acquired the Hot- 
point Heating Appliance Co. and 
General Electric became owner 
of the new firm, adding its heat- 
ing appliance division to the com- 
bination. He became president 
of this company and all of its 
products became known as Hot- 
point products. He served as 
president of Edison General Elec- 
tric until 1940, when he turned 
the actual operation of the plants 
and marketing organization over 
to younger men and _ became 
board chairman to direct the 
company’s policies, 

He is survived by his widow, a 
daughter, two grandchildren and 
three great-grandchildren. 
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heat- Now that every ounce of everything counts the housewife must overcome throw-away waste. This occurs whenever “outside air’ can get at 
com- the contents of a bottle that has been opened and poorly re-sealed. This applies to foods, h hold chemicals, health supplies, beverages, 
ident fruit and vegetable juices, etc.; and, is usually the last quarter of the contents. When the REDHEAD is used outside air is hermetically 
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THE ORIGINAL SWIRL MIXER AND MEASURING CUP 


is a kitchen convenience you will surely want to sell. Just shaking 
the Swirl Mixer blends flour and water to a creamy texture pre- 
venting lumps in gravy or cream sauce. Splendid for making 
scrambled eggs, dissolving sugar for cold drinks or salad dress- 
ings. Patented swirl ends do the trick with a flick of the wrist. 


46—The Glass Swirl Mixer has a plastic cover. Ideal for counter 
demonstration to show action resulting from the patented swirl 
ends. Priced low. Introduces Swirl Mixer Line. Self-seller 
display. Ideal for salad dressings. 


Y¥2648—The two-cup size is made of flexible plastic in gorgeous 
colors. 

Mixes large quantities; for example, scrambles enough eggs for 
a meal. Most one-cup users will return to buy a two-cup Swirl 
Mixer. 


¥2634—The popular one-cup Plastic Swirl Mixer is a quality 
item. Furnished in beautiful colors. Very handy as a Measuring 
Cup. Follow-up sale to Glass Swirl Mixer. 


Our Customers help us boost SWIRL MIXER SALES 


Congers, N. Y.—“All my friends 
commented in a most compli- 
oz. style about the SWIRL 
MIXERS I sent them for Christ- 
mes, and several said it was the 
most worth while gadget in their 
kitchen.” 


ROCHOW SWIRL MIXERS 
ARE THE 


IDEAL CHRISTMAS GIFT 


A DOZEN AND THEY WILL SELL A GROSS 
Enquire from your JOBBER or write us. 


ROCHOW SWIRL MIXER CO. 


P.O. Box 781 Rochester 3, N. Y. 


Newport News, Va.—‘‘My cousin in 
Brooklyn sent me a SWIRL MIXER. 
In all my many years of house- 
keeping I have never had a nicer 
and more satisfactory article. Now 
I would like to have a large size.” 


SELL 
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Coleman Holds Heating Clinic— 
Outlines Merchandising Plans 


Representatives of 40 consumer 
and business magazines attended 
a merchandising clinic in Wichi- 
ta, Kan., Aug. 28-29, to view the 
postwar lines of the Coleman 
Lamp & Stove Co., manufacturer 
of heating appliances and gaso- 
line stoves and lamps. Ralph 
Carney, the firm’s sales manager, 
conducted the school. 

The Coleman company, accord- 
ing to Mr. Carney, will be able 
to reconvert rapidly to civilian 
production, and a short time after 
manufacturing restrictions are re- 
laxed will be in a position to 
market a full line of well-engi- 
neered space heaters, floor fur- 
naces and central heating plants 


to burn oil, natural gas, propane 
and butane. All of the units will 
be modern in appearance as well 
as functional design. 

Driving hard for the tremen- 
dous volume of business expected 
from the heating industry, Cole- 
man will back up its line of 
merchandise with a comprehen- 
sive sales and advertising cam- 
paign. Mailing pieces and elabo- 
rate point-of-sale displays will be 
furnished to dealers at nominal 
cost. 

The school for publishers fol- 
lowed the same pattern as a re- 
cent series of meetings held for 
dealers and distributors of Cole- 





man heating equipment. 








NUTMEGGERS MEET 
AT INDIAN HILL 
COUNTRY CLUB 


The hurricane couldn’t stop 
all of the golfers who planned to 
participate in the golf tournament 
of The Nutmeggers, scheduled 
for Sept. 13 at the Indian Hill 
Country Club, Newington, Conn., 
but was of such severity that only 
a few hardy golfers tackled the 
course that day, hence the tour- 
nament was omitted. That eve- 
ning more than 30 members and 
guests attended the meeting and 
dinner with President J. E. 
Bolduc, Wickwire Spencer Steel 
Co., presiding. Three new mem- 
bers were elected to the Nut- 
meggers: W. P. Kennally, West 
Hartford, Conn., Philco Radio & 
Television Corp.; Richard Har- 
nett, Minnesota Mining & Mfg. 
Co. and Carlton P. Pressler, 
Blodgett & Clapp Co., Hartford, 
Conn. 

Members of the entertainment 
committee who were in charge 
of the arrangements are: Frank 
J. Trieber, Fred J. Knowles, C. F. 
O’Brien, Frank Douglas Arnout 
and Joseph L. Lane. 


POLICE CHAPLAIN 
TELLS HARDWAREMEN 
ABOUT HIS WORK 


More than 40 members and 
guests of the Hardware Trade 
Association of New York, at the 
Sept. 19 meeting at the Railroad 
Machinery Club, 30 Church St., 
New York City, heard Rev. A. 
Hamilton Nesbitt, chaplain for 
22 years of the New York City 
Police Department and pastor of 
St. Luke’s Methodist Church, 
New York City, tell of his experi- 
ences in that capacity. He out- 





lined the duties of police chap- 


lains in caring for the spiritual 
needs of members of the depart- 
ment, commented on the coopera- 
tion between men of various 
creeds in helping others to 
properly observe holy days of the 
various faiths, and told about the 
St. George Association, which he 
organized among employees of 
Municipal, State and Federal de- 
partments. 

E. T. B. Penman, Neal & 
Brinker Co., Inc., president of the 
association presided at the meet- 
ing. 

HURETT AND KING 

BUY MOBERLY HDWE. 


The Moberly Hardware Store, 
213 W. Reed St., Moberly, Mo., 
has recently been sold by Tony 
Fiorita to Bob Hurett, and Roy 
King, of Columbia. 





CONGOLEUM-NAIRN 
NAMES BOSTON AND 
N. Y. BRANCH MGRS. 


S. O. Sixsmith and J. F. St. 


Clair have been appointed mana- - 


gers of the New York, and Bos- 
ton branches respectively for Con- 
goleum-Nairn Inc., Kearny, N. J. 
Mr. Sixsmith joined the company 
in 1920 as chief clerk of the 
Philadelphia branch. He then 
served as a salesman for the com- 
pany, and in 1939, was appointed 
assistant branch manager at 
Pittsburgh, Pa. In 1941 he was 
appointed manager of the Bos 
ton branch. Mr. St. Clair be- 
came affiliated with the company 
in 1922, and served for a number 
of years as a salesman in several 
branch territories. He was named 
assistant manager of the New 
York branch in 1936. 





(Additional news—page 104) 
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PRODUCTS 


Metal restrictions have been modified to permit the 
manufacture and sale of Chain Link Wire Fence, Steel 
Folding Gates, Wire Window Guards, Wire Mesh 
Partitions and other barriers for certain industrial uses. 
It’s possible some concerns in your vicinity may be 
able to qualify for these products. So keep sending 
your inquiries. We'll be glad to give you complete 
information and advice as to priority procedure. When 
writing, please mention prod- 
ucts in which you are interested. 
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opening. Steel Folding Gates—furnished in 
single or double gate construction. 


ewe When writing for information, 


give measurements 
and send sketch. 





















Below: Stewart Non- 
Climbable Chain Link 
Wire Fence is recom- 
mended where complete 
protection is desirable. Wire Mesh Partitions 
3TH Chain Link Wire ass sectional and 
Fence is made in several made to fit any 
heights and weights. height or width. 
—— f Quickly and easily installed. Ideal for 
toolrooms, stockrooms, lockerrooms, etc. 
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degree of protection is necessary. 
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property. Its manufacture is 
still restricted. 
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THE STEWART IRON WORKS CO Inc 
1137 Stewart Block Cincinnati 1, Ohio 
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After the war, when merchandise is plentiful, people 


will again demand products of known merit—bearing 
trade-marks of manufacturers they know and trust. 


That's when a good name like Schlueter’s DE LUXE 
Quality Heavy Metalware will prove its value to you 
..- helping you regain your post-war trade, winning 


new customers, making sales easier, more profitable. 


Right now, of course, Schlueter’s DE LUXE Metalware 
is not available because all of our energies and manu- 
facturing facilities are serving Uncle Sam. But when 
we are again able to manufacture civilian goods, you 
may be sure that every item in our extensive line 
will uphold the reputation for quality products which 
Schlueter has enjoyed for years. 


In making plans for your postwar metalware inventory, 
remember the store prestige and sales power of a 
good name, a well-known trade-mark, a guarantee of 
quality. And with inventories as low as they are today, 
you have plenty of opportunity for a fine postwar start 
by stocking such dependable, salable mer- 
chandise as Schlueter’s DE LUXE line of 
metalware. It’s a good name to have on 
your metalware. 


CHLUETER 


MANUFACTURING CO. 
ST. LOUIS, MO. 














Remove Restrictions | 


| locks to the materials, types and 


| 


On Aluminum, Zinc for 
Builders’ Hardware Items 


End use restrictions of products 
also removed. Brass also allowed 


for essential 
Order 


Restrictions on the use of alu- 
minum and zinc in builders’ fin- 
ishing hardware, cabinet locks 
and padlocks, and on the use of 


brass in essential working parts | 


of cylinder locks were removed 
by the War Production Board 
Sept. 12. Manufacturing restric- 


working parts of 
cylinder locks by amendment to 





ufacture of builders’ finishing 
hardware, cabinet locks and pad- 


sizes specified in 15 tables. The 
tables list specifications for butts 
and hinges; checking floor 
hinges and overhead concealed 
closers; cabinet hardware includ- 
ing cabinet hinges; hydraulic 


| door closers and door checks; 


L-236 


tions based on end-use of prod- 
ucts were also removed. Action 
was taken by an amendment to 
Schedule 1 of the hardware sim- 
plication order, L-236. 

The schedule, first issued in 
December, 1942, establishes sim- 
plified practices by limiting man- 





hangers, track and related items; 
locks and lock trim; sash, screen 
and shelf hardware; rim night 
latches and deadlocks; spring 
hinges; lavatory door hardware; 
panic volts; sash balances; cabi- 
net locks; padlocks and door 
holding devices, 

Schedule II of Order L-236, 
covering marine joiner hardware, 
was also amended Sept. 12 to 
make clear that a manufacturer 
is permitted to produce both 
heavy-weight and _ light-weight 
door bumpers instead of only one 
weight. 








Allot 125,000 Tons Steel 
For Civilian Goods in 4th 
Quarter Under P.R. No. 25 


The War Production Board’s | tion will be maintained at the 


Requirements Committee has al- 
lotted 100,000 tons of carbon steel 
and 25,000 tons of alloy steel for 
distribution to manufacturers of 
civilian goods during the fourth 
quarter of this year under the 
“spot authorization” procedure, 


J. A. Krug, Acting WPB Chair- 


man, announced Sept. 14. 


Mr. Krug said: “This action | 


will permit WPB regional offices 
to grant purchase authority for 
new production steel to manu- 
facturers whose applications 
under the spot procedure are 
approved. The Requirements 
Committee made this steel avail- 
able for use under the spot pro- 
cedure only after it was deter- 
mined that it would not be 
needed for war or programmed 
essential civilian goods produc- 
tion. Nothing will be permitted 
to interfere with the impending 
defeat of Germany or with the 
inevitable victory over Japan, 
which will follow. War produc- 
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| 


| existed in a 28 state “emergency 


ecessary high levels. 

“The new steel will help to in- 
crease the amount of non-military 
production which will be _per- 
mitted under the spot authoriza- 
tions inasmuch as the only steel 
available until the present time 





for spot production has been in 
idle and excess stocks. 

“This new production steel re- 
serve will be used primarily to 
make allotments to small plants 
which are suffering hardship. In 
addition it will be used to pro- 
vide ‘fill-in’ material to be used 
in conjunction with idle and ex- 
cess stocks.” 

This new allotment of steel is 
in addition to allotments of cop- 
per and aluminum previously 
made for spot authorizations. 
Fifteen million pounds of copper 
and copper base alloy and 57.5 
million pounds of aluminum are 
available for use under the pro- 
gram. 








Extra Restrictions on Oil 
Stoves Now Cover Entire U.S. 


Because of the scarcity of kero- 
sene and other light oils, extra 
restrictions on the rationing of 
oil heating stoves that have 


oil shortage area” were made ef- 
fective for the entire nation ac- 
cording to an OPA action effec- 
tive Sept. 9, 1944. As a result 
of this action ration certificates 
for oil heating stoves can be 
issued throughout the country 
only to persons who find it im- 





possible to use any other type of 
stove or to persons replacing 
another oil stove that is no longer 
usable. 

This amendment, designated as 
Amendment 14 to Ration Order 
9A, provides that the director of 
OPA’s Fuel Rationing Division 
may provide, by issuing a formal 
order, that in certain designated 
areas of the country the addi- 
tional restrictions need not be 
observed. 





WPB FREEZES DENIM 

STOCKS OF MFR’S. TO 

PROVIDE FOR SERVICE 
WORK CLOTHING 


To provide for the manufac- 
ture of specified types of ‘civilian 
men’s work clothing and for 
Army and Navy requirements in 
view of extreme shortages of 
denim, the War Production 
Board recently froze the use of 
denim in the hands of manufac- 
turers. Action was taken in Di- 
rection 1 to Conservation Order 
M-379. 

Under the direction, no manu- 
facturer may cut or use any den- 
im (2.20 yards or heavier on a 
28-in. width basis) that he has 
on hand or may acquire except 
for incorporation in the follow- 
ing products: Garments manufac- 
tured to fill orders of the Army 
or Navy; men’s bib overalls 
(sizes 30 and larger); men’s 
waistband overalls or dungarees 
(sizes 28 and larger); or men’s 
overall jackets, lined and unlined 
(sizes 34 and larger). 

The direction further stipulates 
that no manufacturer may use 
denim (2.20 yards or heavier on 
a 28-in. width basis) after Oct. 
1, 1944, unless he complies with 
the restriction that not less than 
70 per cent of the denim used in 
any calendar month for incorpo- 
ration in civilian work clothing 
must be used for men’s bib over- 
alls or men’s overall jackets, and 
not more than 30 per cent must 
be used for men’s waistband 
overalls or dungarees. 


SURPLUS STOCKS OF 
WISHBONE TYPE SPURS 
OFFERED BY TREASURY 


A large quantity of riding 
spurs of the wishbone type used 
by the United States Cavalry 
has been declared surplus by 
the Army and are currently be- 
ing offered for sale by the Trea- 
sury’s Office of Surplus Property. 
Some are made of brass, others 
of aluminum. 

Information as to quantity and 
price may be obtained from Trea- 
sury’s Office of Surplus Property, 
Treasury-Procurement Division, 
7th & D Sts., S. W., Washington 
25, D. C. 
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Russeruxe, o new runner hos ond comtortable- 
been scientifically built to protect heovy traffic i ny floor. It is water- 
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i Two widths: 27" and 
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and wood stoves for 


As announced on page 156 of 
the Sept. 14 issue of HARDWARE 
AGE rationing of coal and wood 
heating and cooking stoves to 
consumers will end midnight 
Oct. 15, 1944. However, oil and 
gas stoves will continue subject 
to ration regulations. 

Local War Price and Ration- 
ing Boards will not issue con- 
sumer certificates for coal and 
wood stoves after Oct. 15. Al- 
though dealers and distribu- 
tors will be able to buy the 
stoves without certificates after 
Oct. 15, they may continue 
to use certificates with orders 
placed up to Nov. 1, 1944. This 
will enable dealers and distribu- 
tors to use the ration form of 
distribution to replenish stocks, 
since orders accompanied by ra- 
tion certificates are to be shipped 
before orders received for the 
same types of stoves not accom- 
panied by ration certificate. 

Quota restrictions (rationing 
board quotas for certificates al- 
lowed to be issued in various lo- 
calities) on coal and wood cook- 
ing stoves have already been 
removed. Quota restrictions on 
coal and wood heating stoves 
were removed last May. Supplies 
of the cooking stoves are not yet 





| have been removed, WPB an- 








Coal, Wood Stoves Released 
From Ration Order 9-A 


Gas and electric heating and cooking stoves 
continue subject to Ration Order 9-A. Sales 
restriction to be lifted Oct. 15, on coal 


cooking and heating. 


stoves, but both types are being 
put on the same basis to avoid 
dislocations that might handicap 
the trade if these similar types 
of equipment were under differ- 
ent kinds of controls. Current 
inventories, says OPA, of coal 
and wood stoves, plus anticipated 
production, are expected to be 
able to keep up with unrationed 
demand after Oct. 15. 

OPA states that during the 12 
months since nation-wide ration- 
ing started (Aug. 24, 1943-1944) 
approximately 800,000 consumer 
certificates were issued for coal 
and wood heating stoves. In the 
same period 720,000 such stoves 
were produced for the consumer 
rationing program, and it is esti- 
mated—based on a sample survey 
—that only about 625,000 of the 
consumer certificates were ac- 
tually used to purchase new 
stoves. Similarly about 400,000 
certificates were issued for coal 
and wood cooking stoves, while 
365,000 were manufactured for 
this rationed use, and only an 
estimated 280,000 of the certifi- 
cates isued were used by con- 
sumers. Rationing officials said 
the difference between number of 
certificates issued and used was 
due to the acquisition of second- 





as large as the stocks of heating 


hand stoves by many people. 








REMOVE END-USE 
RESTRICTIONS ON 
TACKLE BLOCKS 


End-use restrictions applying 
to manufacture of tackle blocks 


nounced Sept. 9. This change, 
effected by an amendment to 
Schedule IV of the hardware 
simplification order, L-236, is in 
line with WPB policy of relaxing 
restrictions no longer considered 
necessary. 

The schedule, originally is- 
sued in December, 1943, re 
stricts the manufacture of tackle 
blocks to specified sizes, styles, 
grades, etc., with certain exemp- 
tions. The amended schedule also 
permits additional sizes and de- 





signs; extends the permitted use 
of bronze bushings, and further 
restricts the use of malleable 
iron. 
ALUMINUM FOR 
LOOSE LEAF UNITS 


Aluminum is now available for 
the manufacture of metal loose- 
leaf binder parts and units, and 
mechanical bindings under an 
amendment to Limitation Order 
L-188, issued by the War Produc- 
tion Board on Sept. 11. 

A unit is now defined as a com- 
plete device including mechanical 
bindings designed to hold to- 
gether loose leaves, covers, paper 
products or other materials in a 
binder. 
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Cases and Portable 


Fourth: Quarter Prodactiow of Flashlight 


Electric Lights 


Expected to Be at Third Quarter Level 


Production of flashlight cases 
and other portable electric lights 
in the fourth quarter is expected 
to be authorized at approximately 
the present third quarter level, 
the newly organized Portable 
Electric Light Industry Advi- 
sory Committee was informed at 
its recent meeting by the War 
Production Board, that agency 
reported Sept. 11. 

More than 6,500,000 flashlight 
cases were made in the second 
quarter of this year, as compared 
with the quarterly average of al- 
most 5,500,000 in 1940. Produc- 
tion in the third quarter is esti- 
mated at almost 7,500,000. 

WPB representatives also as- 
sured the committee that the 
WPB Consumers Durable Goeds 
Division would make every effort 
to authorize the production at the 
current level if military orders 
are cut back so that more port- 
able electric lights are made avail- 
able for civilians. 

Very little hope for increased 
production of flashlight batteries 
was held out by WPB, though 
more batteries of this type are 
expected to be available for farm- 
ers in the fourth quarter as a re- 
sult of decreased industrial re- 
quirements. 

While dry cell battery produc- 
tion is being increased steadily, 
WPB representatives said, the 
supply is still about 38 per cent 
below minimum requirements for 
the armed forces and highly es- 
sential civilian purposes, as for 


hearing aids, railroad lanterns, 
farm radios and fence control. 
Military requirements for batter- 
ies are expected to increase rath- 
er than decline after the fall of 
Germany, as a result of stepped- 
up naval action in the Pacific, 
WPB officials emphasized. 
About 150 different types of 


1% to more than 100 volts, are 
needed for about 300 different 
military items, they said. Flash- 
light batteries alone are used for 
about 60 different war purposes, 
it was pointed out. 

Though Limitation Order L-71, 
as amended August 4, 1944, per- 
mits the use of aluminum for 
flashlight cases, committee mem- 
bers said, manufacturers are un- 
able to take advantage of this 
provision because facilities for 
converting aluminum into the 
needed shapes are extremely lim- 
ited. 

The committee requested fur- 
ther relaxation of L-71 to permit 
reversion to the use of solid cop- 


rent carrying parts of portable 
electric lights. Copper-plated cur- 
rent carrying parts, the only type 
permitted under the order, cause 
a greater drain on the batteries, 
they said. 

WPB representatives empha- 
sized that brass rod and wire 
mills are already overburdened. 
They added, however, that WPB 





request. 








Modify Restrictions on Zinc, Zinc Products 


Restrictions on the use of zinc 
and zinc products have been 
modified by amending Conserva- 
tion Order M-11-b, the War Pro- 
duction Board said Sept. 9. 

Major provisions of the, amend- 
ed order follow: 1. Such items 
as washing machines and vacuum 
cleaners and sweepers have been 
removed from the prohibited list 
(List A) and the use is permit- 
ted when the production of these 
items is restored. 

2. Other items on List A such 
as automotive trucks, tractors, 
trailers and diesel engines, and 
gas-fired stoves and ranges now 
being manufactured in limited 
quantities may use zinc if the 
manufacturers desire and if there 
is no restriction in any other 
WPB order. 

3. Restrictions on the use of 
zine or zinc products for protec- 
tive coating or plating (other 
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than paint), except for articles 
on List A, are removed. The 
order previously permitted use 
for protective coating of articles 
not on List A of not more than 
60 per cent of the zinc or zinc 
products used by a person for 
this purpose during 1941, 

4. The amended order in- 
cludes a new List B, which enum- 
erates articles for which zinc or 
zinc products may be used. For 
articles not on either List A or 
List B, the quota has been in- 
creased from the previous 60 per 
cent of 1941 use to 80 per cent 
for zinc products. 

5. Relief from provisions of 
the amended Order M-1]-b are 


limited to such action as may be 


authorized under Priorities Reg- | 


ulation No. 25, which provides 
for “spot” authorization where it 
does not interfere with war pro- 
duction. 


per and copper base alloy for cur- 


would consider the committee’s | 








dry cell batteries, ranging from | 








The edge, after all, is the business end of a tool; 
and only craftsmen of long experience grind 
the cutting tools for which Briddell is famed. 

“Pooh,” Foreman Jimmie Stephens might 
say, “it’s no trick to put an edge on a Briddell 
tool when you always get fine steel, correctly 
tempered, to work on.” But Jimmie’s modest. 
For over 25 years tool-grinding has been his 
specialty at Briddell’s; and his unique “know- 
how” is reflected in every cleaver, fish splitter, 
jungle knife, every cutting implement Briddell 
puts out. ° . 

Down here on the Chesapeake there’s a firm 
where craftsmanship counts. All through the 
Briddell plant quality is the big idea. Nobody 
for one minute forgets that the tools made here 
are destined to help other folks make a living. 
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WARTIME MAKERS OF ROCKET PROJECTILES 


Flag awarded Janvary 4, 1944 
Star awarded June 24, 1944 


Crisfield, Maryland - 
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Craftsmen in Metal since 1895 
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— And you'll surely get 'em when 


UNION LEADS PEACEWARD 
into New-line Production! 


There will be no limit on your supply of UNION 
Tools and Sporting Goods when the full force of 


our war-time capacity can be put behind your | 


orders— 


And no limit on Quality, newly-developed out of 
our war-manufacturing experience ... This Quality 
will be powered by new saLzs features, planned to 
promote fast turn-over and Dealer’s profits on 
UNION. 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 


* Hack Saw Frames 





Gun Implements 
* Available on Priorities 


HARDWARE COMPANY 
ow WE Ge FW 


TORRINGTON. CONN. 
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COIR YARN FOR 


| end use of coir fiber have been re- 
| moved, the War Production Board 


| of Conservation Order M-312. 
| also permits the unlimited use 


| of matting for delivery to the 





| Ease Restrictions on 


Permission to manufacture cer- 
| tain kinds of solid fiber contain- 
ers in addition to “V” boxes 
| without specific War Production 
Board authoriation is provided in 
an amendment to Direction 2 to 
WPB Order M-290 issued Sept. 
6, WPB’s Paperboard Division 
| announced. 
| Previously the direction for- 
| bade the use of solid fiber con- 
tainer production equipment for 
| purposes other than the manufac- 
| ture of “V” boxes without spe- 
| cific WPB authorization. 

Schedule A, now a part of the 
direction, lists the types of con- 
tainers, besides “V” boxes, that 
may be made of solid fiber, with 
“W” boxes on the same level as 
“V” boxes. 

“Vv” boxes are water-resistant 
solid or corrugated fiber shipping 
containers used extensively for 
shipping military supplies and 

materials overseas. “W” boxes 





Use of Solid Fiber 


Containers for Some Civilian Uses 


are lighter weight boxes made of 
corrugated fiber board. 

Schedule A also includes in- 
terior boxes and parts when sold 
to be packed for the military ser- 
vices in accordance with Army 
and Navy specifications; solid 
fiber board sheets to be made 
into fiber drums; freezer boxes for 
packing butter, meat and fish, 
and solid fiber containers for 
packing military explosives, ni- 
tromon, TNT and dynamite, 

The amended order also re- 
quires certification in order to 
qualify as preferred orders, ex- 
cept for “V” and “W” box or- 
ders. All orders for domestic 
solid fiber freezer boxes specify- 
ing delivery before Nov. 1, 
placed pursuant to individual 
directives, must be filled in ac- 
cordance with such directives. 
Other orders must comply with 
the directions as amended, it was 
pointed out. 











Dealers Having Tires 


In Amendment 86 to Ration 
Order 1A-Tires, effective Sept. 
16, 1944, the OPA requires that 
dealers having tires to sell con- 
sumers must sell any new tire in 
their inventory to any person who 
| presents a valid tire rationing 
| certificate and the purchase price 
of the tire. Dealers are also re- 








in Stock 


Mast Sell Those Having Certificates 


quired to post daily inventories 
of their stocks of tires with a 
cross-section size of 8.25 or larger. 

OPA states that this action 
was taken because some dealers, 
as stocks get short, are represent- 
ing to ration certificate holders 
that they have no tires for sale, 





when in fact tires are available. 








CIVILIAN MATS 


All restrictions governing the 


announced Sept. 5, by amendment 
This amendment to the order 
of coir yarn in the manufacture 


Army, Navy, United States Mari- 
time Commission or the War 
Shipping Administration. Pre- 
viously, preferred grades of coir 
yarn could be used only in the 
matting for ship fenders. 

Sept. 5 amendments to M-312 
also permit the use of Calicut or 
Ceylon coir yarns in the manu- 
facture of mats for civilian use, 
provided the amount of yarn used 





in any one calendar month does 


not exceed 50 per cent of a man- 
ufacturer’s use of all grades of 
coir yarn during the years 1940 
to 1942, inclusive. 





STEEL SNOW SHOVEL 
SCHEDULE MODIFIED 


Snow shovels that may be 
made only from steel obtained 
from idle and excess inventories 
are no longer limited to two 
types with certain gages for the 
blades, WPB stated Sept. 12. 

This relaxation was made by 
an amendment to Schedule 1 of 
the hand tools simplification or- 
der, L-157, issued Sept. 11, 1944. 
It is designed to permit fuller 
use of idle and excess inventories 
of steel, WPB said. Permitted 
size of the blade remains un- 
changed—approximately 18 in. 
wide by 15 in. long. 
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Lift Restrictions on Use 


Of Certain Types of Lumber— 
Other Restrictions Continue 


Restrictions on the use of cer- 
tain grades and species of lum- 


ber in the manufacture of farm 
machinery and equipment, fur- 
niture, millwork, ladders and 
other specified products were re- 
laxed Sept. 8 by the War Pro- 
duction Board. 

Direction 9 to the lumber con- 
trol order, L-335, as amended, re- 
moves all prohibitions on the use 
of white oak and red cypress, 
and also eliminates the prohibi- 
tion on the use of Douglas fir 
and hardwoods for dunnage. 

As originally isued in July, 
1944, Direction 9 listed 26 types 
of products for which manufac- 
turers could not receive certain 
species and grades of lumber. 
Products removed from the list 
by this amendment follow: 

Boot and shoe findings; dow- 
els and skewers; flooring; han- 
dles and hand tools; musical 
instruments; shade and map 
rollers, including curtain rods; 
and boxes and containers other 
than shipping containers. 

With the exception of boxes 
and containers, these products 
are made principally from hard- 
woods, which are no longer in- 
cluded among the prohibited 
species, WPB officials explained. 

Species still restricted are: No. 
2, 3 and 4 common grades of 
ponderosa pine, Idaho white pine, 


sugar pine, lodgepole pine, white 
fir, Engelmann spruce, produced 
in Washington, Oregon, Califor- 
nia, Idaho, Montana, Wyoming, 
Nevada, Utah, Colorado, Arizona, 
New Mexico or South Dakota. 
These species may not be re- 
ceived for use in the following 
products: 

Farm machinery, implements 
and equipment that include any 
item controlled by Order L-257, 
but not including wooden farm 
pumps. 

Stepladders, ladders (except 
ships’ ladders and ladders manu- 
factured for use on motorized 
fire or rescue apparatus). 

Lockers and shelving, indus- 
trial or commercial. 

Millwork, building woodwork 
(window sash and door frames; 
windows; sash; doors; interior 
trim; stairs; cabinets; blinds; 
moldings, porchwork and exterior 
trim; window and door screens). 

Plumbers’ woodwork. and fix- 
tures (toilet seats, towel racks). 

Radio and phonograph cabi- 
nets. 

Refrigerators (except walk-in) 
and refrigerating equipment. 
Toys, games, children’s ve- 
hicles. 

Trunks, valises, trunk lockers. 

Woodenware and novelties 
(coat hangers, gavels, trays, um- 





brellas, buttons, cases etc.). 








Authorize Production of 37,500 Domestic 
Type Coal Stokers in 4th Quarter 


Material has been authorized 
for the production of 37,500 do- 
mestic type coal stokers during 
the fourth quarter of 1944, the 
War Production Board’s Office of 
Civilian Requirements announced 
Sept. 12. WPB officials empha- 
sized that homeowners should not 
expect that any appreciable quan- 
tity of these stokers will be 
available for sale to them until 
December at the earliest. 

Material also has been au- 
thorized for the production of 





6,500 commercial and industrial 
stokers during the fourth quarter. 


WPB earlier had announced 
fourth quarter production in that 
category at 2,500, but this was 
raised to 6,500 because of need. 

Officials said that Order L-75, 
controlling stoker production, 
would be amended soon to permit 
the resumption of output of do- 
mestic type stokers. Until L-75 
is formally amended, only those 
producers who can qualify under 
the “spot authorization” pro- 
cedure established in Priorities 
Regulation 25, will be permitted 
to begin production of domestic 
stokers. 








Additional Items on Which WPB-547 
Ratings Are No Longer Being Given 


The Wholesale & Retail Trade 
Division, WPB, is no longer grant- 
ing WPB-547 (PD-1X) ratings on 
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the following items: one type of 
glass substitute; steel wool; steel 
pulleys and steel machetes. 








ATTENTION TO DETAIL 
DOES IT! 


While modern machines are used in the manufacture 
of Russell Jennings Auger Bits, it takes more than 
that to account for their wide reputation for ease of 
use, clean cutting quality and long service life. Below 
are some outstanding reasons oe their popularity 
which every clerk should have in the back of his mind 
when talking to customers. 





Spurs and lips are hand-sharpened; and, due to fine 
— and special heat treatment, long edge life re- 
sults. 


Screw point is accurately centered and hand-finished. 
It bites into the wood and pulls the bit in after it! 


Each bit is checked to micrometric accuracy. You 
can absolutely depend on the size marked on the 
tang. 

A well-designed, open throat affords good chip 
clearance, makes for easy boring. 


A true taper from spur to end of twist makes certain 
there will be no "binding." 


Fevvell Fernings 


AUGER BITS 








THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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it helps 


McKinney dealers 


meet postwar competition 


McKinney’s new war work (the making of parts 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 


before. 


Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 


Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 
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Wholesalers Selling Below March 1942 
Levels May Apply for Ceiling Adjustment 


Wholesalers who are selling 
commodities at OPA ceilings that 
are below the March, 1942, mini- 
mum prices for sales by whole- 
salers established under State 
Fair Trade Acts may apply for 
an adjustment of their ceilings, 
the Office of Price Administra- 
tion announced Sept. 13. 

This applies only where the 
OPA ceilings are established by 
the General Maximum Price Reg- 
ulation, which generally sets ceil- 
ings at the highest prices of each 
seller in March, 1942, or by any 
other regulation adopting the 
“fair trade” adjustment provision 
of the General Maximum Price 
Regulation, 

This action, effective Sept. 18, 
extends to wholesalers the same 
means of obtaining an adjust- 
ment of their ceiling prices as 
are already provided for retail- 
ers. 

OPA said that some manufac- 
turers have contracts with whole- 
salers under State Fair Trade 
Acts specifying minimum whole- 


sale prices. The number of whole- 
salers who would be affected, 
however, is comparatively small. 
Hence, only a limited number of 
increases for wholesalers could 
result from this action. 

Two conditions must be shown 
to exist in applications made to 
OPA’s national office in Wash- 
ington, D. C., for an adjusted 
ceiling price. They are: 

1, Either the wholesaler’s ceil- 
ing price established by the Gen- 
eral Maximum Price Regulation 
is less than the minimum price 
at which he was required to sell 
the commodity in March, 1942, 
under the State Fair Trade Act; 
or the wholesaler has been perma- 
nently enjoined by a court from 
selling the commodity at less 
than such “fair trade” minimum 
price. 

2. The commodity was gener- 
ally sold at wholesale during 
March, 1942, at price no lower 
than the “fair trade” minimum 
price within the locality in which 
the wholesaler’s establishment is 





located. 








OPA Lists Items on Which Manufactarers 
May Apply for Maximam Price Adjustment 


Several items of consumer 
goods have been added to the list 
on which manufacturers may ap- 
ply for an adjustment in their 
maximum price, provided the in- 
crease will be absorbed at a sub- 
sequent level of production or 
distribution and will not increase 
the established retail selling 
price, the Office of Price Admin- 
istration announced Sept. 14. 

The commodities are added to 
Order No. A-3 of MPR No. 188 
under the general consumer 
durable goods regulation which 





sets forth provisions for granting 
manufacturers’ price adjust- 
ments. 

The items are: garment han- 
gers, galvanized ware, cutlery, 
assembled wood furniture parts, 
mopsticks, mops, mop wringers, 
mop wringer and bucket combi- 
nations, carpet sweepers, public 
seating equipment, carriers for 
delivering bottles (except cases), 
coin-operated vending and amuse- 
ment machines, pens and pencils, 
lockers, shelving, blow torches. 








Industrial Metal Farniture Made 
Under L-13-A Now Salable Without 
Specific Authorization From WPB 


Types of metal furniture and 
fixtures, manufacture of which is 
permitted for industrial purposes 
under limitation order No. L-13- 
A, may now be sold without 
specific WPB authorization. 


ing equipment for use at a work- 
bench or production machine, 
steel work benches that are re- 
quired for safety, steel foremen’s 
desks, shop boxes, stacking boxes, 
tool cases and tool room shelving 


Permitted types are steel seat- | incerts. 
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Chas, O. Larson Co. 


Sterling, Illinois 











Get this new Liberty Pot Cleaner on 
your counters now!!!... watch your store traffic 


gravitate to this “sure fire” kitchen specialty that 
women clamor for everywhere. 
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Knitted of bright, rust-proof, 
flattened wire. Clean rinsing, 
with a springy resiliency that 
makes it a top value in Pot 
Cleaners. 


REMEMBER THE NAME 


Now Liberty Pot Cleaners are 
knitted of bright metal—they’Il 
come in Gleaming Copper 
when this vital metal is again 
available. 


TO RETAIL AT 10c 


WATIONALLY ADVE 


Ads like this are telling Miss America from coast to coast about the new Liberty 
Pot Cleaner. Millions of readers are shopping “Main Street’”’ now for this wanted 
item. Because it’s “‘nationally advertised,” you should have it on your counters now. 


LETRAW MFG. CO. 


229 W. ILLINOIS ST. 
CHICAGO, ILLINOIS 





Allot Steel for 17 
Groups of Essential 
Civilian Home Goods 


Earmarked stocks to be made available subject to 
manpower and facilities not needed for war goods 


WPB has set aside a reserve of 
37,000 tons of steel and other 
needed materials for fourth quar- 
ter use of manufacturers of 17 
groups of critically needed ci- 
vilian articles. Despite this re- 
lease substantial quantities of 
these items will not be produced 
until sufficient manufacturing 
facilities and manpower can be 
directed to their production than 


| 








is at present possible. Most of 
these programs are still in a 
tentative or “blue print” stage 
which still won’t mean that the 
products will be offered in large 
enough quantities to meet even 
the most essential civilian de- 
mands. 

Tentatively the items are: do- 
mestic mechanical refrigerators, 
washing machines, sewing ma- 





chines, vacuum cleaners, minia- 
ture incandescent lamps, electric 
ranges, batteries for farm radios, 
electric fans for industrial and 
commercial use, commercial laun- 
dry and dry-cleaning equipment, 
electric sewing machines, class 
“B” oil burners, class “A” and 
class “B” stokers, domestic elec- 
tric water heaters, electric alarm 
clocks, spring wound alarm 
clocks, oil storage tanks, insect 
screen cloth, and hydro-pneu- 
matic tanks. In addition further 
material has been earmarked for 
carpet sweepers, wash boilers and 
radio vacuum tubes. 

These materials will be avail- 
able to manufacturers having 
facilities, as well as meeting man- 
power requirements, who are in 
position to start civilian produc- 
tion. 








OPA Sponsors Compliance Clinics on 
Price Regs. on Consumer Durable Goods 


A new plan announced recent- 
ly by Regional OPA Administra- 
tor Daniel P. Woolley will enable 
manufacturers and _ wholesalers 
of consumer durable goods in the 
New York region to obtain infor- 
mation concerning the compli- 
ance requirements of the OPA 
regulations which govern — the 
sales of their commodities. Under 
this plan, the New York Office 
will hold compliance clinics four 
afternoons each week. Mr. Wool- 
ley stated that all record-keeping 
and pricing inquiries by manu- 
facturers and wholesalers of hard- 
ware, housewares, floor coverings, 
furniture, bedding, luggage and 
leather novelties, notions, jewel- 
ry, radios, musical instruments, 
photographic equipment, house- 
hold electrical appliances and 
other consumer durable goods 
will be directed to the clinics. 

According to Mr. Wooley, the 
clinic program will enable the 
OPA office to answer more 
promptly the large volume of 
questions arising as a result of 
the increased enforcement activ- 
ities affecting consumer durable 
industries. 

“Since we are now 
into a reconversion period, sellers 
of consumer durable goods will 
be under extreme pressure as a 
result of pent-up consumer de- 
mands for their goods. This will 
mean that they will have to bear 
additional responsibilities for 
compliance with the OPA regu- 
lations. In conducting these 
compliance clinics, the OPA evi- 
dences its desire to assist firms 
to comply with the record-keep- 
ing and pricing provisions of the 
Maximum Price Regulations. 
These record-keeping pricing pro- 
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visions have been termed by the 
courts as the ‘heart’ of the regu- 
lations in that they enable the 
Price Administrator to determine 
whether a firm’s prices have been 
correctly calculated.” 


The first clinic was held 
Wednesday, Sept. 20, 1944. 
Thereafter, the clinics will be 


held in accordance with the fol- 





lowing schedule: Tuesday, 3 
p. m., wholesalers and manufac- 
turers not under GMPR or MPR 
188; Wednesday, 3 p. m., whole- 
salers under GMPR; Thursday, 
3 p. m., manufacturers under 
GMPR and MPR 188, and on 
Friday, 3 p. m., wholesalers un- 
der GMPR. 

All of these’ meetings will be 
held in Room 4-25, on the 4th 
floor of the Empire State Build- 
ing, 350 Fifth Ave., New York 
City. 








NEWS OF THE TRADE 


(Continued from page 94) 





BRESSLER PRESIDENT 
KOL-MASTER CORP. 


R. E. Bressler, formerly vice- 
president and chief engineer of 
the Kol-Master Corp., Oregon, 
Iil., stoker manufacturers, has 
recently been elected president 
and treasurer of the company by 
the board of directors. He suc- 
ceeds the late Jos. F. Reed. 
Henry G. Wickham was elected 
vice-president and Jos. C. Reed, 
secretary. All were elected to 
the board of directors. 


MAJESTIC RADIO 
NAMES SIDLES CO. 
AS DISTRIBUTOR 


Majestic Radio & Television 
Corp., Chicago, IIl., has recently 
announced the appointment of 
the Sidles Co., 502 South 19th 
St., Omaha, Neb., as exclusive 
distributor of Majestic Radio for 
the Omaha, Neb., territory, and 
the western two-thirds of Iowa. 
The Sidles Co. has offices at 
Omaha and Des Moines. Major 
Appliance Corp., 60 Arsenal St., 
Watertown, Mass., has been 





named Majestic distributor for 
the greater Boston trading area, 
including a portion of New 
Hampshire. 





CONLON CORP. WINS 
PRODUCTION PENNANT 


The employees and manage- 
ment of the Conlon Corp., Chi- 
cago, Ill., peacetime maker of 
household washers and ironers, 
recently won the Army Ordnance 
flag for outstanding contribu- 
tions in the field of ordnance 
production. Major J. A. Roesch, 
of the Chicago Ordnance dis- 
trict, made the presentation and 
I. N. Merritt, the firm’s vice- 
president and general manager, 
was master of ceremonies. Ber- 
nard J. Hank, president and 
chairman of the company’s 
board, stated that the award was 
specifically conferred for the pro- 
duction of more than 500,000 
57-mm. steel cartridge cases with- 
out a ballistic failure. Conlon, 
in addition has made more than 
500,000 57-mm. cases of brass, 
also without a ballistic failure. 





GRANT RESIGNS FROM 
MINN. INSURANCE CO. 


Richard J. Grant recently re- 
signed as president and director 
of the Hardware Mutual Insur- 
ance Co. of Minnesota and of the 
Hardware Indemnity Insurance 
Co. of Minnesota. Howard R. 
Caley, Elk River, Minn., hard- 
ware and lumber dealer was 
elected president of both com- 
panies and J. E. Hanson is now 
general manager of both com? 
panies. 

Mr. Caley has been a director 
of both companies as well as a 
member of the executive commit- 
tees of both for many years. Mr. 
Hanson was vice-president and 
treasurer of the Hardware In- 
demnity Insurance Co. of Minne- 
sota. 











THE HARDWARE SALESMEN’S ASSOCIATION of St. Louis, 
Inc., recently entertained hardware store owners and their 
wives and children at a party called “Hardware Industry 


Night’, at the Crystal Lake Country Club in St. Louis. 


The 


party was sponsored by the jobbers and distributors who ser- 


vice the hardware dealers in St. Louis. 


Shown, left to right: 


E. Feinstein, Shapleigh Hardware Co., St. Louis, Mo.; D. 
Davis, Amertarp Co.; Carl Hanneke, Hanneke Hardware Co.; 
Walter Hoon, Lehman Hardware Co.; Wm. P. Mackle, presi- 
dent of the association, and connected with the sales depart- 
ment of Union Electric Co.; J. Geisler, Geisler Hardware Co., 
and Art Spitzfaden, Witte Hardware Co. 
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MASSAGETT 


stimulates a 
healthy volume 
of your post-war 
home massage 
machine business 


Another item of recognized Oster quality that you 
can sell with confidence of pleasing customers 


Features that “click” with customers — at a price 
that rings your cash register! That’s the reason so 
many hardware men enjoyed fast turnover selling the 
Oster Massagett for home use before the war — and 
why you, too, can “go to town” when Massagetts 
are again available. 

The growing recognition of massage as an aid in 
beauty treatments . . . in conditioning the skin and 
scalp . . . in soothing and relaxing tired muscles and 
nerves . . . increases the market for Massagett. 

Oster quality—recognized as outstanding for more 
than 20 years — means satisfied customers, freedom 
from service worries. 

Ask your jobber to let you know when Oster Mas- 
sagetts are available. Then stock and promote them. 

H-4 
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OVERNMENT WAR-TIME RESTRICTIONS 





September 28, 1944 


Farm equipment—On Aug. 
31, WPB amended orders L-257 and 
L-257a, defining which items come 
under the new “Spot Authorization 
Plan,” Priorities Regulation 25, an- 
nounced on Aug. 15. Minor changes 
are also made in some Schedule B 
items for farm machinery production 
which began on July 1, 1944, and 
which will expire June 30, 1945. The 
quota percentages of power sprayers 
have been raised to 100 per cent, and 
Manure Spreaders to 63 per cent. 
Minor changes have also been made 
as to fertilizer distributors, cultivators, 
and farm trailers. 

. . 7 


Silverware out look— The 
Sterling Silverware Industry Advisory 
Committee, meeting recently with WPB 
in Washington, recommended revision 
of Order M-199 to permit increased 
use of silver for the manufacture of 
sterling ware during the fourth quarter, 
to aid preparation for the oncoming 
reconversion period. M-199 permits sil- 
verware manufacturers to use newly- 
mined domestic silver at 50 per cent of 
the rate at which they used silver dur- 
ing 1941 or 1942. The committee 
recommended that an additional 5,- 
000,000 ounces of silver be provided 
as a “cushion” against unemployment 
during the last three months of 194. 
Now engaged heavily in war work, 
manufacturers say that availability of 
silver will be the most important prob- 
lem in their reconversion, since the 
change-over of equipment will be a 
minor factor. WPB officials stressed 
that the supply of domestic silver is in 
extremely close balance with demand, 
since silver is used in large quanti- 
ties for bearings, solder, brazing al- 
loys, insignia, and other war _pur- 
poses. The war has also resulted in 
increased use of silver for coinage. 

. o . 


Benzene controls — Civilian 
allotments of benzene have been dras- 
tically cut due to its increased mili- 
tary requirement for use in aviation 
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gasoline and TNT. WPB expects this 
situation to prevail until next April. 
Benzene, a by-product of the coke in- 
dustry, is used to raise the octane rat- 
ing of aviation gasoline, and lesser 
quantities for lacquer thinners and 
aniline dyes; WPB is denying all ap- 
plications for behzene to be used in 
paint and varnish removers and brush 
cleaners. Expanded war needs for 
toluene, for the production of TNT, 
have brought corresponding cuts in ci- 
vilian allotments for lacquer thinners, 
dye intermediates, etc. 


Industrial and office staplers 
—tThe familiar hand-staplers and staples 
have been turned to important war pro- 
duction uses, for the manufacture of 
planes, and of camouflage materials in 
ordnance plants, for packaging in food 
industries, for container production, 
and for the construction of buildings 
and ships. Limitation Order L-329, 
governing the production of hand-op- 
erated industrial and office staplers and 
staples, recently was revoked, but the 
use of materials for these items will 
continue to be allotted to manufactur- 
ers under the CMP controls. Since 
staplers and staples are already being 
made at the capacity of the industry, 
the cancelling of the limitation order 
will not result in increased production. 

o . s 


Cordage, burlap—Officials of 
the Cordage Branch of the War Pro- 
duction Board’s Textile, Clothing and 
Leather Bureau said Sept. 7 that they 
cannot foresee the possibility of any 
revoeation or relaxation of present or- 
ders controlling the production or use 
of cordage or burlap, which might be 
expected upon the collapse of Ger- 
many. This statement was made to 
clarify any misunderstanding or mis- 
apprehension that may exist in the 
minds of cordage manufacturers or 
users as a result of WPB’s recently 
announced policy of cutbacks en “X” 
day—the end of the European phase 
of the war. Present short supplies of 


burlap and cordage-making fibers are 
caused by the war with Japan and 
until some of the territories now occu- 
pied by the Japanese can be freed, no 
easing of restrictions on burlap or cord- 
age can be forecast, it was explained. 
Fourth-quarter 1944 military require- 
ments for burlap and rope are so great 
that it is impossible to foresee any re- 
laxation of restrictions on burlap or 
rope for civilian needs, the officials 
said. 
- * 7 

Vitrified chinaware—Current 
production of vitrified chinaware, at 
the rate of 26,760,000 pieces a quarter, 
is about 20 per cent lower than a year 
ago, WPB officials reported to the 
Vitrified Chinaware Industry Advisory 
Committee recently, Output has dropped 
because of the manpower shortage, in- 
dustry members said. Essential require- 
ments for vitrified chinaware for mili- 
tary purposes, war plant cafeterias, 
hospitals, hotels, restaurants and other 
institutional users are continuing at a 
high level, WPB representatives said. 
They estimated that production at the 
rate of 36,000,000 pieces a quarter is 
needed to meet these requirements. 
The shipping container situation, 
though still critical, is expected to im- 
prove slightly during the fourth quarter 
of 1944, WPB officials said. As a result, 
chinaware manufacturers may be able 
to obtain delivery of containers more 
readily. However, the quota for new 
fiber containers assigned to chinaware 
by L-317 is not expected to be in- 
creased, WPB representatives empha- 
sized. Though the slack cooperage situ- 
ation, which was extremely critical dur- 
ing the first six months of 1944, has 
improved, a shortage still exists, WPB 
officials said. Chinaware manufacturers 
were advised to continue the use of 
second-hand barrels. 

. + * 


Cordage Control Continues— 
WPB’s cordage branch cannot foresee 
the possibility of any revocation or re- 
laxation of present orders controlling 
production or use of cordage or burlap, 
even upon the collapse of Germany. 
It is pointed out that present short sup- 
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GLASWIK USERS 


agree ...it’s tops in 
quality and performance 


“Please send me some GLAS- 
WIK KINDLERS.. .I have 
a hot water heater which refuses 
to function properly with any 
other wicks.” 
“GLASWIK KINDLERS are 
the only kind that go good in 


my burner.” 


“Send me two boxes of GLAS- 
WIK...I need them very much 
.«-it’s the only wick my stove 
will burn.” 


“GLASWIK KINDLERS 
can’t be beat. We have a cab- 
inet stove the present Glaswik 
have been in there for the past ; 
two years.” - ATLAS ASBESTOS COMPANY 

at PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
ter, . \ = NORTH WALES, PENNSYLVANIA 


Wlews your customers will the — 


















KINDLERS 


— are back again — although not 
in sufficient quantity to meet the demand. 
GLASWIK is avery profitable item to handle. 
Lights instantly; no carbon or soot; uses less 
oil; produces more heat; requires less atten- 
tion and /asts Jonger. When orders for GLAS- 
WIK can’t be filled, be sure to recommend 


VICTORY ASBESTOS WICKS, the 
popular, economical replacement for woven 
wicks, 

FLAMEMASTER another nationally known 
favorite and fast seller is also available in 
limited quantities. 
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SIX MODELS 


plies of burlap and cordage fibers are 
caused by the war with Japan. Until 
some of the territories now occupied by 
the Japanese can be freed, no easing of 
restrictions in those fields of production 
can be expected. Fourth quarter mili- 
tary requirements, both of rope and of 
burlap, are so heavy, that civilian sup- 


plies must continue to be sharply cur- 
tailed, 
* * 
Rotenone for industry — A 


limited supply of rotenone has been 
made available by WPB for the manu- 
facture of preparations used in the con- 
trol of fleas and ticks on human beings 
and household animals. Manufacturers 
apply for allocations to the Insecticides 
and Fungicides Unit, Chemicals Bureau 
at Washington. Allocations will be 
based on the average of purchases dur- 
ing the years 1940, 1941 and 1942, to 
arrive at equitable distribution. 


* * “3 


Industrial coatings — Because 
of increasing raw-material shortages 
and difficulties in securing compliance 
with earlier orders, WPB has consoli- 
dated its controls over industrial 
finishes into a single order, M-382. 
This order, effective Sept. 20, tightens 
the controls over all protective coatings, 
other than those intended for household 


and general maintenance use, requiring 
the consumer as well as the distributor 
to furnish an “end-use” certificate. The 
certificates will assure producers that 
coatings are being delivered for only 
the uses for which their ingredients 
were originally allocated. Certificates 
will not be required for purchases from 
distributors of 275 gallons or less in any 
month, but distributors must assure 
themselves that deliveries are in accord- 
ance with the end-use certificate they 
have given to the producer. the coat- 
ings subject to the new order are those 
which contain any of the allocated raw 
materials which the order enumerates 
in detail. Order M-382 is said to have 
the general opproval of WPB’s Paint, 
Varnish and Lacquer Industry Advisory 
Committee. Ther order grants excep- 
tions in the case of coatings made from 
materials received under small-order 
exemptions, or from materials that were 
in the producer’s stocks and not frozen 
when the orders were originally issued. 
Coatings made from these materials may 
be sold and used freely for any pur- 
pose, i @ 
e * * . 

Hidés and leather—Tanning 
industry members, meeting recently with 
WPB at Washington, were told that the 
domestic “kill” of cows and calves is 
large, but that shortage of hides con- 
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Heaters are giving Comfort 
to our boys all over. the Country. 


AVAILABLE NOW 
- « WRITE FOR ILLUSTRATED F OLDER 


TENNESSEE ENAMEL. MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 














“100, are 
in the SERVICE. 
Over 50,000 of these 


tinues, due to decreased imports and to 
heavy military and civilian consump- 
tion. However, the domestic supply of 
sheepskins is improving. There is a 
special scarcity of goatskins and India- 
tanned skins. Since South America and 
other countries are using larger quan- 
tities of hides and skins for their own 
needs, they are shipping less to the 
United States. Unless imports of cattle 
hides increase and unless there is a 
large cutback in military orders, ci- 
vilians cannot justifiably hope for an 
early end to shoe rationing. 


* al * 


Aluminum—Despite recent cur- 
tailment in production, the output of 
aluminum today due to wartime facili- 
ties expansion, remains many times 
greater than peacetime production, 
members of the newly formed Alumi- 
num Industry Advisory Committee were 
told at their recent meeting, the War 
Production Board reported recently. 
Use of more aluminum in all types of 
production was urged by WPB officials. 
Unless large new uses for the material 
are found, the supply will continue to 
exceed demands, government spokes- 
men emphasized. No large increase in 
orders for aluminum for fabricating 
civilian products has been reported by 
industry members since WPB relaxed 
restrictions on the metal, committee 
members said. This is due to existing 
manpower controls, they indicated. 

*'* * 

Catching up on rubber—With 
the recent tesignation of Rubber Direc- 
tor Dewey, and the transferring of his 
functions to WPB, with James F. Clark 
as the new director, a late survey was 
made public, covering the production 
of heavy duty truck and bus tires for 
the past two- months. These are the 
kinds on which‘there has been a criti- 
cal shortage. During August, produc- 
tion of these heavy duty tires was about 
10 per cent above schedule. Assuming 
that the Manpower. Commission can con- 
tinue making labor’ available, for the 
third quarter, total production should 
he at least 12 per cent in excess of the 
planned schedule. On this - basis, all 
essential military and civilian truck and 
bus tires :wil] be supplied during the 
fourth quarter. Due to hot weather, 
passenger car tire output during July 
and August was slightly below schedule 
but recent reports indicate an improve- 
ment in working heprs. Summer pro- 
duction has..been at the rate .of - 1,600,- 
000 tires per month, and it is expected 
that this rate will improve, so that allo- 
cations to OPA can fully satisfy. de- 
mands of all B and C card drivers’ dur- 
ing the remainder of this year. Manu- 
facturers of other essential rubber 
products, gasoline sealing tanks, tank 


HARDWARE AGE 








bl 


at 
qu 


or 


be 


lat 


~~ 


~_ oom tt 1 Ses eS 








SI 








\e 





blocks, mechanical goods, footwear and 
hospital supplies, have been producing 
at a rate about meeting essential re- 


quirements. 
* a * 


Moving “distress” lumber— 
Additional quantities of certain lumber 
(some 500,000,000 board feet) which 
has accumulated in distributors’ yards 
and is slow-moving, will be made avail- 
able by WPB to home owners, farmers 
and other consumers until Dec. 31, 
1944. This lumber—not adaptable for 
war uses—may be sold by distributors 
without priority ratings or special WPB 
authorization up to an amount not ex- 
ceeding one-third of their September 1 
inventories. This permission to fill un- 
certified orders covers all lumber except 
Grades No. 2, No. 3 and No. 4 common 
Idaho white ‘pine, Ponderosa pine and 
sugar pine. It will provide immediate 
relief for distributors who face heavy 
financial loss unless their accumulated 
stocks are moved quickly, to avoid 
definite deterioration. When lumber 
order L-335 froze all lumber at the dis- 
tributor level, subject to authorized 
purchase, it froze a great deal of lum- 
ber that, because of its grade and type, 
is useful only for the maintenance and 
repair of dwellings, stores, etc. It be- 
came imperative to move an estimated 
500,000,000 feet of this lumber, accumu- 
lated in about 25,000 distributors’ yards 
throughout the country. For the pur- 
poses of this disposal, WPB defines a 
“farmer” as being a person engaged in 
farming as a business, by raising crops, 
livestock, bees or poultry. 
gardeners or other persons who raise 
agricultural products entirely for their 
own use are not considered “farmers.” 


Victory 


Welding and spraying appli- 
ances—WPB has revoked Order L-268, 
thus lifting restrictions on the use of 
non-ferrous metals in the production of 
oxy-acetylene apparatus used in weld- 
ing, heating, spraying or cutting of 
metals. Order L-123 (General Indus- 
trial Equipment), now governs. The 
latter order, amended Aug. 31, requires 
a preference rating of AA-5 or better 
for the delivery of oxy-acetylene appa- 
ratus and other types of General Indus- 
trial Equipment unless deliveries accord 
with Priorities Regulation 24. Tempera- 
ture controllers and regulators, meters 
and controls, and recording instruments, 
used in electro-plating and anodizing, 
were removed from order L-123, but are 
still subject to restrictions of other 
orders. 

* * * 

Cotton duck—Critical military 
needs for cotton duck were sharply 
emphasized Sept. 11, when WPB “froze” 
all stocks of four important types of 
duck, in excess of 500 yards, in the 
hands of retailers, wholesalers, manu- 
facturers and transportation companies. 
The types involved are Army duck, 
numbered duck, flat duck, and shelter 
tent duck. These may not be used or 
sold, with certain minor exceptions, un- 
less. rejected by both the Army and the 
Navy. Reports of inventories were re- 
quired to be made to WPB by Sept. 16. 
Simultaneously, WPB issued a drastic 
directive (under order M-91) to pro- 
ducers of these types of ducks, stating 
that no looms weaving such ducks in 
the early part of 1943 may be used 
after Oct. 1, 1944, for the production of 
any other fabrics except these same 
types of ducks. The directive further 
provides that no producer of duck may 
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Less fatigue 
easier work 


Peak war production — man- 
power shortages—today make 
it more important than ever to & 
produce more work with less 
help and less fatigue. Vaughan’s 
scientifically designed, quality 7 
built tools are found in every | 
branch of industry today. In 

the production of each tool 

there is over seventy-five years 

of tool making experience — | 


your assurance of top quality 
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at any time in the fourth quarter carry 
an inventory exceeding one-half of his 
previous month’s production, unless he 
has offered his entire stock for sale to 
the Army or Navy. Serious shortages 
of duck, particularly for tentage, 
throughout all areas of warfare have 
alarmed Army and Navy officials. De- 
terioration of duck in tropical islands 
of the Pacific has exceeded all expec- 
tations and the increasing tempo of the 
war in that area indicates the necessity 
for replacements on an unprecedented 
scale. Also, the destruction of suitable 
buildings for the billeting of troops in 
Italy and eastern France have placed a 
far greater drain upon tentage reserves 
than had been anticipated. While it 
is not expected that this shortage will 
continue indefinitely, WPB officials can 
see no relief for the balance of 1944. 
Unless production is vastly increased, 
despite serious labor shortages, the use 
of duck for other than military and a 
few of the other most highly essential 
purposes will be ended for some months 
to come, 


House trailers—On Sept. 4, 
WPB amended order L-205, so that 
manufacture of house trailers is no 
longer limited to those who made them 
during the first three quarters of 1942. 
However, application for permission to 
manufacture trailers must still be made 
to WPB, and output per quarter is still 
limited to the definite number autho- 
rized. Trailers and expansible mobile 
houses manufactured to fill specific 
orders for war agencies, or for the Na- 
tional Housing Agency, are exempt 
from all the provisions of the amended 
order. Expansible mobile houses may 
not be made for any other users. Re- 
strictions on materials for the produc- 
tion of house trailers have been clarified 
and eased, to permit the use of a small 
additional amount of steel. The maxi- 
mum permitted body length of a house 
trailer is increased from 23 ft. to 24 ft. 


x * * 


More aluminum cutbacks— 
With ample supplies of aluminum in- 
got on hand for both military and essen- 
tial civilian production, WPB has or- 
dered further cutbacks in output. Most 
recently affected are the government- 
owned plants in Spokane, Wash., Los 
Angeles, Calif., Troutdale, Ore., and 
Jones Mills, Ark. Also the Aluminum 
Co. of America will reduce production 
in several of its own plants, in accord 
with its contract with the Defense Plant 
Corporation, that curtailments would be 
divided between D.P.C., and Alcoa 
plants. It is said that less than 1,000 
workers will be affected. Total reduc- 
tion in output as a result of the com- 


bined cutbacks is some 30,000,000 lbs. 
of aluminum ingot per month. Monthly 
production then will amount to slightly 
more than 90,000,000 lbs., as compared 
with the all-time record of approxi- 
mately 188,000,000 lbs. a month, reached 
early last Winter. 
** *# 


Small arms outlook—The in- 
dustry advisory committee has urged 
WPB to authorize resumption of small 
arms production (prohibited for more 
than two years) in plants where facili- 
ties, manpower and materials are avail- 
able. Small arms are urgently needed 
for law enforcement agencies, State 
guard training courses and hunters of 
predatory animals, industry members 
say. The production and sale of 12- 
gage shotguns had been stopped on 
Feb. 23, 1942, by Order L-55, and pis- 
tols, rifles and all shotguns were halted 
on May 26, 1942, by Order L-60. Al- 
ready, the Office of Civilian Require- 
ments has prepared a program of ma- 
terials that coud be made available for 
the manufacture’ of small arms, when 
approved by the Program Adjustment 
Committee, and studied by the Army 
Office of the Chief of Ordnance. 

e+ 

Cast iron bathtubs—Produc- 
tion of 50,000 cast iron bathtubs during 
the fourth quarter of 1944 has been au- 
thorized for limited distribution, the 
War Production Board announced Sept. 
14, Sale of these bathtubs will be 
limited to military orders, for export 
authorized by the Foreign Economic 
Administration, for installation in con- 
struction projects specifically autho- 
rized by WPB, or for petroleum oper- 
ators approved by the Petroleum 
Administration for War, WPB said. 

* a” © 


Construction—Total new con- 
struction activity in the United States 
in August amounted to $316,000,000 a 2 
per cent increase over the previous 
month’s level of $310,000,000 but less 


_than half the $638,000,000 volume of 


August, 1943, the War Production Board 
reported recently. August activity 
brought the total volume put-in-place 
during the first eight months of 1944 to 
$2,540,000,000, or but 44 per cent of 
the $5,793,000,000 activity registered 
during the corresponding period of 
last year, Overall activity is expected 
to decline slightly in September with 
sharper declines estimated for the last 
quarter of 1944, WPB officials said. Con- 
struction work financed by private funds 
in August accounted for a $127,000,000 
volume, or 40 per cent of the total 
August activity. In August a year ago, 
private work totaled $143,000,000, which 
was but 22 per cent of that month’s 
total work. Estimates for new construc- 
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tion -activity in the United States for 
the year 1944 indicate a total volume of 
$3,600,000,000, or 47 per cent of the 
1943, and 27 per cent of the 1942 
volume. Work financed by public funds 
is expected to account for 61 per cent of 
the 1944 total as contracted with a ratio 
of about 80 per cent in 1942 and 1943. 
On the other hand, the percentage of 
construction applicable to private ac- 
count is expected to rise from 20 per 
cent in 1943 to 39 per cent in 1944, 


Crop news—An official U. S. 
corm crop estimate for this year—3,101,- 
319,000 bushels, comes as a surprise to 
the grain trade. This represents an in- 
crease of 172,000,000 bushels over the 
forecast of a month ago, whereas a 
decrease was expected. The forecast 
promises the second largest crop on 
record. Last year’s crop was 3,076,- 
159,000 bushels. A total of more than 
6,000,000,000 busheds of grain, includ- 
ing sorghum and soybeans, will be pro- 
duced this year, according to the De- 
partment of Agriculture. This will 
compare with 5,677,000,000 bushels 
harvested in 1943, so that, despite re- 
duction in carryover stocks from last 
season, and in view of reduced feeding 
operations, the livestock and poultry 
industry should find supplies plentiful. 
The Department’s forecast of the pro- 
duction of wheat is  1,115,402,000 


bushels, a record crop, although about 
17,000,000 bushels less than indicated a 
month ago. The improvement in corn 
prospect is a result of favorable August 
weather. Am average yield of 31.8 
bushels for each harvested acre was 
indicated on September 1, compared 
with the 10 year average of 25.8 bushels. 
The acreage to be harvested this year 1s 
the largest since 1933. 

* * * 


Retail sales reports—August 
sales of Sears, Roebuck & Co. increased 
24.3 per cent from the corresponding 
month last year, the largest percentage 
rise in two years, while Montgomery 
Ward & Co. sales increased 10 per cent 
from a year ago. Sears reported sales 
of $79,025,580 in August, and for 1944 
to date, a total of $519,696,259, or 13.4 
per cent ahead of the similar 1943 
period. Montgomery Ward August 
sales totaled $52,208,040. Sales for 
the seven months, however, declined 4.9 
per cent, to $332,507,586. F. W. Wool- 
worth Co., reported August sales of $35,- 
276,108, an increase of 6.2 per cent over 
August, 1943, Sales for 1944 to date 
gained 2.1 per cent. 


* * * 


Air express—Air express ship- 
ments carried in combined air and rail 
service in the first seven months of this 
year gained 12.3 per cent over the simi- 
lar 1943 period, the Air Express Divi- 
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Illustrating the items for which your taxes and bonds are spent. 
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CUTTERS 


a 


Every one of your customers is a prospect 
for a Manco Cutter, these l, 
portable cutting tools will save time and 
money on dozens of production and main- 
~tenance jobs in any plant. 

Precision-built te close tolerances, and 
designed with a large safety factor, Manco 
Cutters will give years of satistactory effi- 
cient service. 

Manco Cutters are available in a wide 
range of sizes and styles, center-cut, close- 
cut, angle-cut, nut splitter, end and close 
cut combination and with insulated handles. 

Write for catalog and prices. 


Buk 


ailing rded for 
Outstanding 
Production 


of the 
Tools of War 


MANCO MFG.CO. 


BRADLEY, ILLINOIS 












Rival 


Built Slowly, 
Surely. Solidly 
Through Its Distributors 


In the future, as in the past, you can 


count on: 


eThe SAME Company Policy 
eThe SAME Top Quality 


@ The SAME Distribution Channels 








Teede r fowl. 


hops, © broiler 


For steaks, © eajusta 


Only electric 
made. 
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Jce-0-Mat 


Trade Mark 


Easily crushes cubes or 
lumps, fine or coarse. 


rade Mare 


fuice-0: Mat 
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iyicet that 
Tees ALL, the 
juice, without 
yind-oil, pulp, 
ot seeds. 








Opens cans of 
all shapes,and 
sizes, 

smooth bey- 
eled edges, 











includes: 
House Beautiful 
Good 
Housekeeping 
Ladies* 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
Companion 


. U.S. Pat. Off, 


MANUFACTURING COMPANY 


KANSAS CITY MISSOURI! 


Cuginalula 











sion of Railway Express Agency re- 
ported recently. A total of 250,970 ship- 
ments were handled for the nation’s 
commercial airlines during the seven- 
month period, compared with 223,338 
shipments the previous year. Air-rail 
express service is accomplished through 


coordination . of schedules which link 
more than 375 airport cities in the 
United States and Canada to the 23,000 
non-airline offices of Railway Express 
Agency. About one-third of all air ex- 
press traffic moves in air-rail service, it 
was reported. 


Prominent Display Sells Electric Lamps 





This display serves as a reminder to the customer in need of lamps. 


HERE is a vast stock of elec- 

tric lamps sold every week 
in many communities, and Kleih 
Hardware, Dubuque, Iowa, gets its 
share of the business through an 
excellent display arrangement, plus 
some active selling. 

Across the top of the electrical 
supplies table there is a special dis- 
play of electric lamps, all in various 
sockets inserted on a board. These 
are all of different sizes, and the 


prices are plainly marked. Hardly 
a homeowner or renter walks down 
the main aisle of the store without 
seeing this display. And if he 
needs lamps the chances are that 
this is all the reminder he needs to 
buy them. 

George Kleih, owner, declares that 
this display sells many more lamps 
for his store than any other display 
arrangement he has ever used on the 
same items. 





Woman Operator of Hardware Store 


~RS. BRUCE IRWIN operates 

the Kleinpell Hardware 

Store, Elkader, Iowa. Within the 

past year, Mrs. Irwin lost her hus- 

band, who died in action for his 

country, and her father, who had 
operated the Kleinpell store. 

Mrs. Irwin stepped in and took 
over the reins at the Kleinpell store. 
Today, she is operating the store 
very efficiently and the woman’s 
touch is evident everywhere. She 
says she likes the hardware busi- 
ness and has many plans fer her 
store for the post-war era. 


Mrs. Irwin is seen at the right 
and her assistant at the lett. 
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Wartime Good Will Program 


Wins Confidence of Customers 
(Continued from page 63) 


ting down screen doors and re- 
pairing the breaks. This service 
is offered for new or old doors. 
The doors are painted, also. 

The charge for the carpenter’s 
service is based on the standard 
hour charge, plus material. His 
services are much in demand by 
stores and offices, because he can 
repair or build counters, rework 
fixtures and make many other 
types of repairs. 

Mr. Melton uses his carpen- 
ter’s services frequently in the 
store to keep his own fixtures in 
good shape. He says that this 
employee well earns his salary in 
the store alone, reworking fixtures 
when necessary and helping out 
as a salesman, especially in the 
sporting goods department. 

Whenever the Broadway Hard- 
ware Company has the opportu- 
nity to buy second-hand articles 
that are scarce, such as tools, the 
service man puts them in good 
condition with repairs, polishing, 
and paint. When he gets through, 
the article is almost like new. 


Make Their Own Repairs 


Customers who want to make 
their own repairs are privileged 
to use the shop and the tools with- 
out cost, especially in the eve- 
ning. They often take advantage 
of this, bringing their own pipe 
to cut or their broken furniture 
to repair. 

The shop was equipped at a 
nominal cost. About $250 was 
spent for an anvil, vise, pipe vise 
and carpenter tools. Mr. Schindler 
also has his own tools. Although 
this repair service was established 
mainly as a wartime good will 
builder, it has proved profitable 
in’ itself, and will be retained as a 
permanent part of the business. 

L. H. Melton has initiated cer- 
tain wartime economies that help 
him to operate more efficiently 
and give better service all along 
the line. Roofing is no longer in- 
stalled for the customer. It is 
stocked and displayed in its own 
separate department, but the cus- 
tomer buys it and has it installed 
himeelf. 
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Economies and better service 
have been effected in the delivery 
system by. doing away with one of 
the two regular trucks and substi- 
tuting a Ford coach. This has cut 
the delivery expenses in half. The 
customer who wants delivery is 
told that the delivery will be made 
as soon as a load going his way 
is accumulated. Usually, this 
means a delay of only a few 
hours. Most customers, however, 
do not object to waiting a day or 
two if necessary. 

A saving in personnel was ef- 
fected by removing the rear parti- 
tion of the store—one of the jobs 
done by the store carpenter. 
When a customer enters the store 
now he can be seen even if only 
one or two employees are on the 
floor. 

One section of the workshop is 
at the rear—the section used by 
customers in making their own 
repairs. The pipe vise is placed 
close to the rear entrance, con- 
venient for those who want to run 
in and use it. Heavier work is 
done in an adjoining room in the 
warehouse, where roofing and 
other heavy and bulky lines are 
stored. 

Mr. Melton says that his care- 
fully kept customers’ lists reveal 
that new customers are coming 
faster than ever before—new cus- 
tomers who soon turn into regular 
customers, because the wartime 
good will program is carried out 
all along the line. 





Rents Outboard Motors 


AHOWALD HARDWARE 

CO., Faribault, Minn., has 
five outboard motors which are rent- 
ed out by the day during the sum- 
mer season. The daily rental price 
is $1.50 and the motors are almost 
always in use, especially during 
wartime. The motors also attract 
people into the store who buy vari- 
ous items from the sporting goods 
department, picnic and cottage needs 
and the like. People who rent out- 
board motors are very likely to 
come back the following year and 
re-rent the motor. Gasoline for the 
use of such motors must be obtained 
by the renter from ration boards. 





While Metal is 


“Gone to War”... 


Wood Bathroom Cabinets 
Meet Current Needs 


Miami Wood Cabinets are smart and trim 
in design, with attractive mirrors framed 
in STEEL (by permission of WPB). They 
are complete with standard Miami con- 
venience features. 


Prompt shipments. Write Dept. HA for 
new illustrated folder giving complete in- 
formation. 


3 Attractive 
CABINET MODELS 


The MIAMI Line 
consists of three 
smartly designed, 
completely 
equipped wood 
cabinet models; 
also wood - framed 
wall mirrors in six 
sizes . . . Cabinet 
bodies are made 
of kiln-dried hard- 
wood, with joints 
double-locked, 
glued, and ten- 
oned; door back 
of moisture - proof 
composition board; 
mirrors framed in 
STEEL, ‘finished to 


match cabinets. 





No. 103W 
WOOD FRAMED MIRRORS 


Available in six sizes. 
Mirrors are No. | 
plate glass with 
hardwood frame; 
mirror back of 
Carey Utilizit 
Board; finish in 
three coats 
baked-on white 
enamel. Ideal 
for installation 
in public wash- 
rooms, schools, 
clubs, office 
buildings, theaters, railroad and bus sta- 
tions, hospitals, hotels, etc. 













MIAMI CABINET DIVISION 
THE PHILIP CAREY MFG. COMPANY 
Dependable Products Since 1873 


MIDDLETOWN, OHIO 
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ron ESSENTIAL Z 


| Thousands of 

War Industries and 
buildings throughout 
the Nation! 


" BLACK 






A quality product that is doing an essential job in 
waterproofing the roofs of a nation at war... 
quickly, economically and permanently. 


Spread right over the old roof, it renews and strength- 
ens it and covers with a heavy rubber-like blanket 
that will not run in heat, nor crack in cold. 


NUROOF is recommended for leaking corrugated 
or metal roofs. 


Guaranteed 10 Years Service by NUROOF Producers 
Sold by Leading Hardware Jobbers 


THE ACORN REFINING CO., Cleveland 2, Ohio 
——— 


Millions Read About 


Sani-lWax 











in National Magazines 


Magazines with total cir- 
culation of 12,978,942 
each month have. told, 
and will tell the Sani- 
Wax sales story. 

1¢ MAKES YOU $$$ 


if ws ot te Fos a penny 


we os many dollars 
with Sani-Wax! 
Mail postcard for our 


FASTEST -SELLING 
HOUSEHOLD ITEM ON 
THE MARKET TODAY* 


Every housewife needs 
ax—the safe and 

y cleaner that makes 
finishes gleam! Users 
write: “It’s wonderful”, 


gquaranteed-sales plan oS = + 
Or Just Ask Your Jobber!  farncygr..°/ can do for you. 


THE SANI-WAX COMPANY 


CLEVELAND, (believe it or not OKLAHOMA 





114 








ALBERT M. KRANZ, 
clerk in the builders’ hard- 
ware department of the Yak- 
ima Hardware Co., Yakima, 
Wash., wholesale hardware 
distributors, is 68 years of 
age and has been in the hard- 
ware business for over half a 
century. Born Sept. 3, 1875, 
Mr. Kranz entered the hard- 
ware field at the age of 18 on 
June 1, 1894, with Karst 
Hardware of Stillwater, Minn. 
On July 5, 1902, he trans- 
ferred his allegiance to the 
Kakima Hardware Co. and 
has remained with that com- 
pany for over 42 years. In 
the early days, when the firm 
was smaller, he waited upon customers in all departments. 
As the organization grew, he drifted into the builders’ 
hardware department. He has been a tutor for many of 
the firm’s present employees, including the present man- 
ager, George V. Rankin. He still puts in a full day, wait- 
ing on more than his share of customers and attending 
to many other duties in his department. Mr. Kranz has 
a family of seven children, two of whom are now serving 
with the armed forces. His hobby is farming and he 


ALBERT M. KRANZ 





owns a small apple orchard near town that occupies all 
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of his. spare time, including his vacation, which he takes 
during the harvest season. Mr. Kranz is the third member 
of the Yakima Hardware Co. organization to become a 
member of the Harpware Ace Fifty Year Club. W. A. 
Bell and R. C. Sinclair are the other two members. 
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PETER M. STILES, head 
of Stiles Bros., Cohoes, N. Y.., 
celebrated his 75th birthday on 
June 28th after having com- 
pleted 55 years in the hardware 
business the preceding month. 
Born June 28, 1869, Mr. Stiles 
received his introduction to 
hardware in May, 1889, when 
he entered the employ of A. G. 
Burbanks Hardware, located at 
White and Remsen Sts., Cohoes. 
In 1904 he and his brother, Edwin D. Stiles, purchased 
the Burbanks business and named it Stiles Bros. Edwin 
died in 1923 but Mr. Stiles has continued the business 
under the same firm name. Mr. Stiles has four hobbies 
in the following order: 1. Big black cigars, they say he’s 
never seen without one; 2. His two granddaughters, Mary 
Frances and Margaret Moran, who live in Albany; 3. The 
radio-news commentators, broadcast of the Albany base- 
ball games, Amos ’n Andy; 4. Baseball games, particu- 
larly enthusiastic about the Albany “Senators.” Some- 
times he combines his hobbies and sits in a big arm chair 
in front of the radio with a granddaughter on each knee, 
a cigar in his mouth, and listens to a broadcast of the 
“Senators” playing a double header. 





PETER M. STILES 
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ANGUS J. RANKIN of 
Shelby; Mich., has just cele- 
brated his 50th anniversary in 
the hardware business in that 
town and regards it as his 
first half century of service to 
his community. Five decades 
ago, in September, 1894, to 
be exact, Mr. Rankin pur- 
chased the building and stock 
of hardware formerly owned 
by E. B. Gaylord and went 
into business under his own 
name in Shelby. Conditions 
were bad at the time Mr. Ran- 
kin embarked upon his busi- 
ness venture but grew better 

ANGUS J. RANKIN as time went on—as did the 

business. The demand for 
hardware increased and he was always in a position to 
satisfy it. In addition to his business, Mr. Rankin has 
had numerous outside interests. He served for many 
years on the local board of education and also in an 
official capacity of Benona Lodge, No. 289, F. & A. M.. 
of which he is a past-master. He is a past-president of 
the Michigan Retail Hardware Association and of the 
Michigan Farm Equipment Association and is a former 
member of the board of directors of the National Retail 
Hardware Association. He is also a member of the board 
of directors of the Shelby State Bank and of the Oceana 
Canning Co. During the first World War he was the 
chairman of numerous bond, Red Cross and Y.M.C.A. 
drives and he has also served as chairman of several 
drives for the raising of funds during the present conflict. 
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THE HALLMARK 
OF FINE CUTLERY 





IS EASY TO SELL 


Make more and bigger cutlery sales 
by calling your customers’ attention 
to these ““ShurEdge”’ quality features 
—finest high carbon steel, hand- 
ground by skilled craftsmen . . . cut- 
ting edges that stay sharp longer .. . 
bright, clean, chromium plated blades 

. . smart handle designs combining 
style and comfort. 


ROBESON 


CUTLERY 
sel 1 Pocket and 


Uses 
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And Still Available tor Hardware Distribution 


Dryette Folding 
Clothes Dryer 


Two sizes available, one Model No. 
50, Dryette Deluxe, holds 50 ft. of 
clothing. It is rigidly constructed from 





selected woods. Has four braces at top, 
bottom and sides which reinforce the 
dryer against wobbling. Folding arms 
permit use of one side only or of any 
arrangement of arms to fit any type of 
wash to be hung. Folds up to a width 
of 3 in. for storing in any closet or 
against the wall. Open it is 28 in. wide, 
53 in. high and closed it is 3 in. deep 
and 53 in. high. The other model, 
Dryette No. 30, holds 33 ft. of clothing 
and is easily adjustable to three 
heights, 44 in., 53 in. and 71 in. It is 
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self-locking at any height and has a 
brace at the bottom. Has locking arm 
to prevent wobble. Closed it is 28 in. 
wide and 7 in. high. To open for use, 
merely grasp top of dryer with one 
hand and pull up to lock automatically 
at desired height. To close, lift locking 
arm, and the dryer collapses. Kursh 
Paper Co., 608 St. Clair, N. W., Cleve- 
land 13, Ohio. 


Booklet on Using Store- 
Fronts for Advertising 


Full color, illustrated booklet entitled 
“Kawneer Machines for Selling” has 
been published by The Kawneer Co., 
51 Front St., Niles, Mich. It contains 
much information on a new conception 
of store-fronts as a means of advertis- 
ing. Illustrations include new types of 
hardware and other retail store fronts. 


New Infra-Red Brochure 


Booklet explaining the uses and limi- 
tations of the Near Infra-Red process. 
Published by Wabash Appliance Corp., 
345 Carroll St., Brooklyn 31, N. Y., this 
brochure is completely illustrated. Copy 
may be had by writing above address. 


Radial Guide for 
Electric Saws 


Portable radial guide is be:ng manu- 
factured by Fred W. Wappat, 139 Val- 
ley St., Mayville, N. Y., and js designed 
to be used with any Fred W. Wappat 
portable electric hand saw. Guide is of 
all-welded construction and is supplied 
regularly in two sizes. Standard guide 
is 4 ft. long with a 25-in. cutting ca- 
pacity. The 7-ft. size has a 60-in. cut- 
ting capacity and is recommended by 
the maker for cutting plywood and 
other broad panels. Saw carriage on 
all models moves on sealed ball bear- 
ings permanently lubricated. Saw tilts 
in guide for compound angle cuts and 
both guide and saw lock for duplication 
of any desired cut. 


Dealer Display for 
Electric Fence Controls 


Parker McCrory Mfg. Co., 2609 Wal- 
nut St., Kansas City 8, Mo., has de- 
signed an attractive display featuring 





the Parmak Deluxe Field Model, elec- 
tric fence controller. The lithographed 
display is life-size and printed in four 
colors and announces the availability of 
this electric fence controller to the 
trade once again. This model, contain- 
ing both the unit and the hotshot -bat- 
tery in one case, to be set up any place 
on the farm, under cover or out in the 
weather, had been temporarily discon- 
tinued. 


“Hydro-Commando” 
Raincoat 


Designed for fishermen, hunters, 
farmers and for street wear. Water- 
proofed by Hydro-Tex, the maker states 
that the coat will not crack, stick or 
mildew, and will not harden in cold 
weather, and will remain soft and pli- 
able at all times. Olive green in color, 
this raincoat is made in three sizes. 
Hydro-Tex Corp., 44 W. Adams St., 
Chicago 6, Ill. 


HARDWARE AGE 











#42842 
BLOV 


in five a 
per doz. 


We c 
from $1.8 
will be se 


| > 





SEPTE 












THOROUGHLY 
ESTABLISHED 
FOR OVER 50 YEARS 
ROYAL HEATERS 
and FIREPLACE 
FURNISHINGS 


Have given 
commendable 
performance. 






















PORTABLE 


Write for complete information 





Lhattanooga Implement & Mtg. Lo. 


CHATTANOOGA, TENN. 





SOME OF OUR LATEST NUMBERS 


An Innovation In Our Celebrated 8-Piece 
Coaster Sets 


3% x 4% inches large, 
made of beautiful fire 
polished crystal glass 
with handpainted 
flowers and fruits, done 

artists of rare abil- 





number smallest quan- 
tity sold. For our full 
line of iatest numbers, 
send for our Set of 
illustrated Price Lists. 





#4331Z four different 
flowers 


BEAUTIFUL 
FIGURINES 


f x 
of Master Selfimpor- f LJ 
tance and Miss Coy- e 
ness. An _ interesting ™” 
study in Psychology. : 

8 inches high, in deli- mes 
cate tinted terra cotta 
composition. $21.00 per 
doz. pairs, % doz. pairs 
in box. In doz. lots 
$18.00 per doz. pairs. 


BLOWN GLASS MINIATURE PITCHERS 


in five assorted colors. % inch to 1% inches high, $1.60 to $2.40 


per doz. 
We carry © carge Line of GIFT GOODS, 
from $1.80 to $90.00 per jete Set Z of illustrated Price List 


Compl. 
will be sent to any HARDWARE DEALER on application. 


LEO KAUL ccney i 








#4022Z Blownglass 
Miniature Pitchers 





#4284Z Figurines 














115-119 Z 
South Market St. 
Chicago 6, lil. 




















| 914 ims. 
| GE-Green 


carton. 


SELL 








FRONT VIEW 


Avent Flue Stops elim- 
inate unsightly flue open- 
ings found in most kitchens 
and are made to fit any 
size flue openings. 

Made of heavy ga. steel. 
in diam. Colors: 

Enamel; WE- 
White Enamel; _ IE-Ivory 
Enamel. Packed 1 doz. to 
Send for complete 


| literature and trade-prices. 





immediate 


Available for 


delivery. 


MODERN DESIGN 
S AVENT FLUE STOPS 


These modernly designed 
Flue Stops sell readily to 
housewives because made in 
colors to contrast or harmo- 
nize with any kitchen color 
combination. 





Another sales feature is— 
they also air condition the 
kitchen by allowing the 
natural chimney draft to re- 
move all cooking fumes. 









REAR VIEW showing fasteners 
which fit any size opening. 


THE METALOID CO. 


5815 KINSMAN RD. 











to sell 


If you have been look- 
ing for a hardware line 
that will sell on sight 
— that will add sales 
appeal to any of your 
products and that is 
available in matched 
sets in a wide variety 
of designs and colors, it 
will. pay you to inves- 
tigate National Lock’s 
complete hardware line, 
all from one source. 
For over forty years our 
large staff of research 
engineers, designers and 
expert craftsmen have 
constantly strived to 
make available to you 
the highest quality and 
the latest design hard- 
ware for use on cabi- 
nets and fixtures of any 
make or style. Write us 
about your hardware 
needs, 


NATIONAL LOCK 
COMPANY 


Cabinet Hardware Division 
Rockford, Illinois 
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CLEVELAND 4, OHIO 








































ALLY PACKED 









Coal Stove 





6 Dozen 
to a Carton 


Quick selling Always in 


demand. 


item, 
18” long, stamped one 
piece construction.—24 gauge gal- 


vanized steel. Built for long use 
and easy handling. Rust resistant. 


Distributed Nationally 
by leading Jobbers 


Prices on Request 





meee 
1825-39 N. Sth Street, Philadelphia 22, Pe. 


X-56 


THE STURDY WOOD RULE 
FOR BUSY WAR WORKERS 


S ee 








s. lack | 

ngs. contrast , 

Clearly against . 

.* cream jored sur- — 

© face. Sturdily built” | 
throughout. 


| 


% 


NAW, MICHIGAN New York City 


RULES PRECISION TOOLS 
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WHATSHEW | . 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





Plumbers’ Enemy 
For Cleaning Drains 


Said to safely, easily and quickly 
clean drains of restricting deposits and 
keep them free-flowing. Device consists 








of a specially designed heavy rubber 
“cup” (4), molded to provide a tight 
seal to any drain opening from % in. 
to 4 in. in diameter and a 3-ft. length 
of special heavy industrial rubber hose 
(3). This hose will withstand hot 
water, soap and pressure up to 100 lb. 
Cup may be reversed and used as a suc- 
tion pressure pump for dislodging lint 
and hairs caught on the cross bars of 
the opening. Other end has a heavy rub- 
ber faucet adapter (1) for attachment 
to any unthreaded faucet. Providing for 
hose extension or connection with 
threaded faucets is a standard %-in. 
brass hose coupling (2). R. S. Jones & 
Sons, San Gabriel, Cal. 





Production of 
Lumite Screen Cloth 
Limited to Services 


As the entire production of Lumite 
screen cloth, made by the Chicopee 
Sales Corp., 40 Worth St., New York 
City 13, is required for the armed 
forces, this product is not available to 
the public at this time. The company 
has published, however. a brochure on 
Lumite, which tells the story. of its uses, 
potentialities and properties. Copy may 
be had upon request. 





Battery and Hi-Line 
Fence Controllers 


Model 663 has built-in easily acces- 
sible compartment for the battery. 
Comes fully equipped with neon light 
tester which helps to locate fence 
shorts; two shock terminals, for both 
dry and normal soil; on-off switch; two 


built-in lightning arresters; ground 
clamp, battery leads and complete op- 
erating instructions. It incorporates a 
new patented mechanism which the 
company first put on the market this 
year. According to the manufacturer, 





this fence controller is efficient in all th 

kinds of weather and will handle 15-25 ! co 

miles of fencing. The Electrite Fence of 

Co., Whitewater, Wis. f Fl 

; po 

Combination Space - 

Te 

And Water Heater “ ol 

Midwest Stove Co., Kansas City, Mo., = 

announces an exclusive “evenheat” fea- do 

ture that provides a specially designed Ki 
hot water jacket which takes the place 

of three firebricks in the firebox. Comes G 
equipped, if desired, with 35 gal to 65 

gal. water jacket. These jackets are W 
now supplied only for No. 100 size 

“evenheat” heaters. With this jacket - 

feature, the magazine type coal heater To 

Ge 

’ Bo 

wit 

pas 

the 

tur 

mo 








with the “secondary air intake” for 
proper combustion is ideal for the fam- 
ily, beauty shop, barber shop and 
garages. 





Handy Adapter 


Ideal for reaching in those difficult 
spots found in almost all radios, gen- 
erators or carburetors. It can be bent 
to 45 deg. and still be used. Is 6 in. 
long and will fit any standard %-in. 
handle. The New Britain Machine Co.., 
New Britain, Conn. 
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Avent Flue Stop 


Flue stop has a double acting pur- 
pose. While used as a flue stop, it also 
air conditions the kitchen by allowing 





the natural chimney draft to remove the 
cooking fumes. Avent Flue Stop, made 
of. 26 gage steel, is 9% in. in diameter. 
Flat steel band fasteners give it four 
points of contact. It is designed to fit 
any size flue opening. Colors to con- 
_trast or ,harmonize with any kitchen 
color combination, green enamel, white 
enamel or ivory enamel. Packaged one 
dozen to a carton. Metaloid Co., 5815 
Kinsman Rd., Cleveland 4, Ohio. 





Geo. D. Roper Releases 
World of Tomorrow Book 


Colorful new booklet, entitled “A 
Peek Into the Amazing New World of 
Tomorrow,” has been published by the 
Geo. D. Roper Corp., Rockford, I. 

’ Booklet is in the form of a story book 
with an animated princess character 
passing through the pages looking at 
the new airplanes, automobiles, furni- 
ture, homes and other realities of to- 
morrow. During the trip, the princess 


a 


finds six ‘new Roper gas kitchens 
which, although looking rather fanciful, 
are quite practical. Each kitchen shown 
is one that can actually be built when 
appliance and kitchen cabinet manu- 
facturers return to peacetime produc- 
tion, All illustrations are in color and 
the booklet calls attention to use of 
gas for cooking, refrigeration, heating 
and air conditioning. 





Plasticlear Process for 
Cleaning Artificial Glass 


Designed to clean and polish all 
types of clear plastics used on modern 
airplanes, such as Plexiglass, Lucite, 
acetate and nitrates. Removes foreign 
matter such as bugs, grease, dirt and 
prevents further foreign matter from 
adhering to the plastic surface, says the 
maker. Will also clean and polish all 
types of painted surfaces. Will protect 
varnished surfaces of propellers and 
prevent small stone bruises. For cleans- 
ing chrome surfaces and removing rust 
and stains. L. W. Ferdinand & Co., 
Inc., Mica Lane, Newton Lower Falls 
62, Mass. 








Silex Co. Offers 
. Colorful Sales Tools 


Sitex’ €o.,"Hartford, Conn, is offering 
new utilitarian sales tools to help pro- 
mote the sales of Silex coffee makers. 
The merchandising aids consist of win- 
dow, counter and shelf display pieces 
designed to attract customer attention 
to the special selling features of these 
coffee .makers. Illustrated are three 
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cards which may be used in almost 
eyery store. Full view of Sajly Silex, 11 
in. by,2 in.; a small counter'card, 84% 
by 4 in., and a small window or counter 
card, 15% in. high by 12 in. wide. Also 
available is a large piece with a plat- 
form for displaying the Silex glass 
coffee model which is 23 in, high by 17 
in. wide.: Postpaid card is inclosed in 
all standard . packages of Silex glass 
coffee makers which the dealer need 
only check and drop in the mail box. 

















Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scienti- 
fically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They're gauged and checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 





The same characteristic Forsberg standard of qual- 
ity in a popular line of WHALE BRAND Hack 
Saw Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They’re priced right, moreover, to five 
you over-the-counter action. 


SPEED UP SALES 
WITH*THIS 
SILENT. SALESMAN 


Order the fast moving Deal 
No. 1012 and get this Coun- 
ter Display FREE! It holds 
sales making folders, as well, 
for your counter. © 








constant 
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© MFG. CO., BRIDGEPORT, CONN., U.S.A. 















f) New 


BETTER BRAND 
trap 








see the | 


HOME GUARD 


(REG. U. 8S. PAT. OFF.) 
« 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 














AGAIN AVAILABLE! 
A Much Wanted Item— 

To Drain: Cellars, 

~ Pools, Washing Mo- 

chines, CENTRO. | 





VA DRAIN and FILLER 
Retails $1.50 
Write fer details. | 

Mention your jobber. | 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway 








| New York 3, N. Y. 





A COMPLETE LINE 


your 


IE Yicars Reoulatiors 4! 
7 WA? scseen 


in Re Trad 


AMERICAN SHEARER MFG. CO, masnua wn 


SILO-SEAL SAVES 
4 the SILO! 


Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 













Prompt shipment. Write or wire 
for prices and full information. 


SCHUBERT CO., NORTH MANCHESTER, IND. 
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WHATS NEW 


AND STL AVAILABLE FOR HARDWARE DISTRIBUTION 








EASILY REMOVED 





Z _FASILY INSERTED 

Percolator Filter 
Cups 

Filtex Percolator cups designed to 
make clear coffee and to keep the per- 
colator clean. Grounds are easily 
emptied from the cup. Percolator coffee 
cups are made from insoluble tasteless 
filter paper and have a hole in the 
center to place over percolator filter 
run. Available 30 or 90 cups in a box, 
25 boxes in a carton and 12 cartons in 
a case. Tricolator Co., Inc., 230 Fifth 
Ave., New York City > N. Y. 





Rightop Work 
Table and Rack 


Table raises, tilts and has inter- 
changeable tops. When top is removed 
it simply lifts off and slides into the 
separate holding rack until it is needed 
again. It has 12 different tops allow- 
ing 12 jobs to be in the works at the 
same time. Easily adjustable by turn- 
ing the crank, the Rightop table is al- 
ways just the right height for the opera- 
tor, sitting or standing. Tip the top, 
and you will get the angle that is de- 
sired. Voss Machinery Co., W. Liberty 
Ave., Pittsburgh 16, Pa. 





Two Games by 
Games of Fame 


One game called Flagship has 24 
playing pieces and is a game of naval 
strategy. It presents the tactical prob- 
lems faced by the commander of a na- 
val task force in action. Player deploys 
his destroyers, aircraft carrier and flag- 
ship as his judgment dictates. Victory 





- 


comes when he has captured or block- 
aded the enemy fleet. Package is 11 
by 13 in. The other game is designed 
for outdoor action indoors. Patterned 





after the Cuban game jai alai, it has 
two finely finished Bula bats that catch 
as well as strike. Box is 11% by 542 
by 3 in. in size. Games of Fame, West- 
field, Mass. 
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useo FOR 
i CLEANING 
HH INSIDE AND 
ouTsioe OF 
REFRIGERATOR 














RE SALES 


Double-Duty is not the word for. “Little Doc” 
Refrigerator Cleaner. It’s a triple-duty packet 
that homemakers will buy and buy repeatedly. 
It CLEANS, POLISHES AND DISIN- 
FECTS, leaving the refrigerator clean and 
sweet. 


It retails at 10c,—same as its four companion 
products—Window Cleaner Concentrate, Rug 
and Upholstery Concentrate, 10- 
Minute Car Wash, Paint Brush 
Cleaner. Write for details of these 
“Little Doc’’ products. 


GUS. J. SCHAFFNER COMPANY 


»> 534 CALIF. AVE., AVALON PITTSBURGH PA 
























Prepare 


for fall and winter 
demand for these 








Heat-Resisting GLASS 
RING MOLDS 





America’s fastest selling 
“cash and carry” item. It re- 
tails at $1.00. (West of 
Denver at $1.25.) 


| 
HICKEY sales Company | 


Law & Finance Building 
Pittsburgh 19, Pa. 
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Twinplex Stroppers 
Again Available 


WPB has permitted the Twinplex 
Mfg. Co., 1800 Roscoe St., Chicago 13, 
Ill., to resume production of the pre-war 
model, G-200 Twinplex Stropper. Has 


chemically impregnated “barber strop” ‘ 


rollers. Fade away. handle folds into the 
side when it is not in use.’ Hone is for 
sharpening as well as stropping. Guar- 
anteed for one year. Packaged in a 


double-duty box, it is now finished in , 


two-tone gunmetal gray. 


Scotty Wax for Floors 


Liquid wax polish designed to pre- 
serve all types of floors. To use, remove 
dirt, grease and old wax from the floor 
and allow to dry thoroughly and then 
apply wax sparingly in a thin, even 
coat. Use a clean soft cloth or lambs- 
wool applicator. To clean surface, with- 
out damaging the wax film, mop with 
clear cold water or warm water with a 
light soap solution. Hardens in approxi- 
mately 20 min. to a lasting finish. 
M &H Laboratories, 2705 Archer Ave.. 
Chicago, Tl. 


Correct Answers to 
“Test Your Hardware 
Sense” 

(Questions on page 74) 


1—Answer—Delivered cost of the 
goods is $375, or invoice plus freight 
of $15. 


2—Answer—Turnover is four times 
for the year. Cost of goods $2,000 
divided by average inventory of $500. 


3—-Answer—Crocks should be sold 
for 30 cents per gallon. Delivered cost 
of goods of 18 cents per gallon is 60 
per cent of the 30 cent per gallon sell- 
ing price. This leaves the desired 40 
per cent margin on the selling price on 
the line. 


4—Answer—Cash sales were $14,800. 
Credit sales $25,200. 


5—Answer—Cost of the goods on the 
order is $111.60. 








Latest News on 
PRIORITIES 

















DON'T WAIT FOR POST WAR— 


because 


POST WAR WILL BE WHAT YOU 
PREPARE NOW 


For reliable distribution and repre- 
sentation in Cuba, Dominican Re- 
public, Haiti, and Jamaica refer to 
P. C. Fernandez & Cia. S.L. 
Apartado No. 2498 
Havana, Cuba 


For Mexico, Guatemala, Salvador, 
Honduras and Nicaragua to 
P. C. Fernandez & Cia. Ltd. de 
Mexico S.A. 
Rep. del Salvador #56 
Mexico D.F. 


For Panama, Colombia, Venezuela, 
Curacao, and Costa Rica to 
P. C. Fernandez & Cia. Ltd. 
Avenida Ancon No. 73 
Panama R.P. 














PAINTERS TELL 
HOUSEHOLDERS! 


HOUSEHOLDERS 
TELL PAINTERS! 


STOPS PAINT SMELL 


Instantly! 


















Now you'll sell more paint to 
both. Now—with Ridsmel — 
paint odors are swept away in 
swift seconds! A few magical 
drops—and paint smell vanishes 
. . « banished for good. Ridsmel 
is safe, effective in any paint, 
* varnish, enamel. Sell Ridsme! 
to stimulate paint sales and 
profits. 
25¢ to $5.00 Sizes 

LIBERAL DISCOUNTS 
Carton of 3 doz. 25¢ bottles, 
$5.40 F. O. B., New York 
Window Streamers included 


See Your Jobber or Write 
HOLLEY CHEMICAL CO. 
122 E. 25th St. 

New York 10, N. Y. 
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Don’t Dig 
FOXHOLES 


For Anchors 
In Masonry & Concrete 


USE 


PAINE 


Ragen p nail H” 


Carboloy Tipped 0G 


PAINE “Sudden Depth,” Carboloy Tipped Drill 
Bits assure a round, clean accurate size hole— 
just large enough to accommodate an anchor. 
They eliminate fractured walls, noisy pounding 
and flying chips. They are 50 to 75% faster 
than hand star drills, quieter in operation and 
hold edge longer. Use in any rotary drill (slow 
speed)—Available in 17 sizes from 3/16 in. 
through 114 in. diameter (graduated in 1/16 
in. sizes) all having a maximum 12 in. shank. 


Ask your Jobber or Write for Catalog. 


ee — co. 
2963 Carroll A Chicago, IMinois 
Ofies in Principal Cities 


‘PAINE - 








see MANGIA D E V/ CE 5 
PERFECT COTTER PINS 





} recision Manafactaring 


PRODUCES PERFECT COTTER PiN® 


Selo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 





122 





Carriages Then—Look What's Sold Now! 








PETTEE’S oot 


—_— And See Our Large Stock ETC 


BucclEs, CARRIAGES, ETC., 












REPRODUCTION OF AN AD OF W. J. PETTEE G CO. IN THE OKLAHOMA CITY BAILY NEWS APRIL 2!, 1893 


Back in those days PETTEE’S SOLD LOTS OF “SURREYS WITH THE FRINGE ON. TOP.” it's’a far cry 
from then to the present day, WITH PETTEE'S SEVEN ee among 
them BABY CLOTHES AND BRASSIERES. instead of surreys. Y ¥ 


SUCH IS PROGRESS IN 55 YEARS OF AN HONORABLE BUSINESS CAREER 








Cool end 
Comfortable 






GAY PRINT SATEEN 
STRIPE SEERSUCKER 


PINAFORES 


i Baby Comes First 


$ Hand-finished Sun Suits, 0-1-2 . 5.98 
—— £2 cs rma 18 Sun Suits for Boy or Girl, 2-3 . * le 
Little Girt Pinafores ° 3.00 
1oul ‘ . Baby Organdie Bonnets . < . 1.00 te 2.00 
LIQUID “CAKE” MAKE-UP Hard Made Cost and Cab Sots ..1295 po~ py or 
Hand Made Sweater. eapeas Sizes 12 to 18. 
Bootes Sets 


Christening All-Weol Whi te a, | 
Christening Oress and Gertrude on * 
Little Boy Butto@-On Pant Suits . 3.98 


Nan drying new complexion far 
you—« fragrant. sifky liquid thar 
smooths on with your fingertips’ 





| 
Stays picture-pretty all day long Carriage Sets in Satin ....... 1% 
without Carri Sets int Orgarndie .... 5.98 Visit Pettee’s Sports Shop, New Cab 
eae yornie Styled Sporenecsr ‘Arvtwing 
Infante’ Shap, Street Floor East ¢ 
Cagmetion Depth, Fees, Mow | ater i s 2 . Few es 





[RDAs Old a Obiahomne- cme erences 











Fifty-one years ago, on April 21, 1893, to be exact, W. J. Pettee & Co. of 

Oklahoma City, Okla., ran the carriage ad, reproduced above, in the Okla- 

homa City Daily News. The present advertisement of the’ company ‘repro- 

duces the old one but adds below it some of the things the store now carries. 

They are a far cry from old time hardware and carriages but, in these days 

of shortages, they ring up profits on the cash register just the same. The 
above ad was five columns wide and 16 in. high. 








Features Sweeping Compound in a Barrel 


HE Nilles Hardware, Madison, 
Wis., displays sweeping com- 


this barrel display, they often ask 
the clerks about the compound, and 
pound in a large barrel, with a are told it is excellent for certain 
large placard stuck into the mer- types of floors, basements or ga- 
chandise, the copy telling folks it rages. Almost every householder 
costs only 7 cents per pound. This can use from 5 to 10 pounds of the 





display catches the attention of 
many customers and causes them to 
buy the compound in 5, 10 and 
15-lb. lots. When customers see 


compound in a few months’ time. 

The Nilles store has a large num- 
ber of repeat orders on this com- 
pound. 
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Plan Elimination of Some Controls 
On Production After Germany's Fall 


(Continued from page 66) 


gram, will provide the necessary 
capacity for fractional horsepower 
motors, which have long been the 
component that has held up the 
manufacture of electric fans, vacu- 
um cleaners, washing machines, elec- 
tric refrigerators, air conditioning 
units, and all other electrical equip- 
ment that requires small motors. 

Simple items, easily stamped or 
forged, will return long before ma- 
jor electric appliances. WPB is now 
trying to work out a plan to permit 
manufacturers of major appliances 
to begin ordering necessary compo- 
nents immediately so as to speed 
completion of the finished product 
after the war in Europe ends. 


Durable Goods Controls 


Furniture and consumer durables 
made of wood and other products 
made of allied products, such as pa- 
per, will still remain tight and un- 
der WPB control after Germany 
falls. Strict controls will remain on 
the use of lumber, however, when 
they are lifted easing will be in 
consumer goods and home construc- 
tion first, with a more watchful eye 
being kept on major construction 
projects. The speed with which lum- 
ber controls will be lifted depends 
largely on what percentage of the 
4,000,000 workers to be released 
from war work will seek employ- 
ment in lumber camps. 

Meanwhile, War Manpower Com- 


mission Paul V. McNutt has an- 
nounced WMC’s plans for lifting 
manpower controls after Germany 
falls. The required hiring of male 
labor through the United States 
Employment Service and the fixing 
of employment ceilings will cease, 
due to the expected release of more 
than 4,000,000 workers from their 
present jobs. The 48-hr. week will 
no longer be mandatory and will be 
continued only in war plants. Non- 
regulatory functions will be con- 
tinued. 

Not to be outdone by WPB and 
WMC, War Mobilization Director 
James F. Byrnes, less than a week 
later, forwarded a demobilization re- 
port to the President on future 
policies to be followed with respect 
to military inventories, wages and 
hours, prices, production and man- 
power controls, cutbacks, taxes, con- 
tract termination, surplus goods and 
plant clearance. 

Perhaps the most important sec- 
tion of this report referred to pric- 
ing policies on civilian goods. Mr. 
Byrnes said that OPA will provide 
maximum percentage increases on 
civilian goods not now produced to 
take care of increased material and 
labor costs since 1941 and to fore- 
stall an administrative breakdown 
caused by the possibility of several 
hundred thousand concerns apply- 
ing for new individual ceilings. 

Under the new price policy, it 
will be up to OPA to adjust prices 
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GRAPHIC BY PICK-S, M. V. cement 








Graphic illustration of retail sales from 1932 to 1944. 
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WOMEN DEMAND 


IN WATER 


Women swear by it because 
it keeps their hands out of 
water, eliminates wearisome 
wringing, kneeling, splash- 
ing. Ideal for floors, walls, 
rugs, linoleum, tile, etc. 
Patent-protected drainer 
called “finest labor-saving 
device ever invented.” With 
more and more women 
forced to do their own work, 
this deal is a strong and 
steady seller at $1.59 retail. 
Carries liberal markup. 
Place your order promptly 


since the supply of sponge 


material is limited. 


MINUTE MOP (0. 


is £€.23 rd. St, 
CHICAGO /6 ILL. 
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HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
Rive first call to the war effort, and 
whateveravailable hard wareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 
We hope the day is coming, soon when 
a decisive victory will Rive us the 
“GO” sign for full-speed production 
to serve a world at peace. 
We supgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - + - ILLINOIS 


KOs ve79) 


BECAUSE . . . No other item you’ve ever 
handled returns you so 


much sound, steady profit, 
or your customer such 
complete satisfaction .. . 
and that’s why constant 
repeats make your profits 
swell, 

Address inquiries Alfred 
Field & Co., sole distri 




































TO BOOST YOUR SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUCH 


Our national ‘‘big push’’ in 
publications reaching people 
who buy from you .. plus 
strong. compelling ‘Dealer 
Helps’’ will boost your sales. 
X-Acto Knives with 8 inter- 
changeable blade types offer a 
sharp blade 
for every 
purpose. 
Get the 
facts today. 











found too low or too high, Mr. 
Byrnes said. 

The War Mobilizer stated: 

“Since Jan. 1, 1941, when the pro- 
duction of civilian durable goods 
was drastically curtailed, industrial 
wholesale prices have increased. 
Often it is difficult to ascertain 
quickly the amount of such increase 
because the increase has not been 
uniform for all commodities. 

“Some commodities have risen 
substantially, while others have de- 
clined or not risen at all. For ex- 
ample, iron and steel prices have 
not risen and the price of aluminum 
actually has declined. There has 
been very considerable technological 
progress during the war which 
should serve in some cases to offset 
increases in labor and _ material 
costs. 

“However, it should be feasible 
for OPA to establish a general ceil- 
ing for articles out of civilian pro- 
duction for some time at a fixed 
percentage above the prices charged 
for such articles before civilian pro- 
duction decreased. This percentage 
can be quickly computed on the 
basis of increased material, labor 
and other costs. 

“Provision can be made to take 
care of hardship cases on appeal. 
As manufacturers return to produc- 
tion, competition should cause some 
prices to drop quickly and substan- 
tially.” 

OPA Administrator Chester 
Bowles and Economic Stabilizer 
Fred Vinson are working on the 
formula, which Mr. Byrnes said 
could not be announced at the time 
he made his report. No hard and 
fast rule can be applied to all in- 
dustries but a price program is be- 
ing worked out that will make cer- 
tain that the reconversion to civilian 
production in any industry will not 
be delayed by lack of information on 
prices, the report declared. 

Mr. Byrnes also comes out in 
favor of abolishing the wartime ex- 
cess profits tax after the defeat of 
both Germany and Japan. The rest 
of the report reiterates policy al- 
ready announced. 





Jeopardy 
HE first sentence in Gertrude 
Stein’s forthcoming book is re- 
ported to be: 

“I do not know whether to put 
down the things I do not remember, 
as well as those I do remember.” 

Gertrude, you had better be care- 
ful. If a Washington bureaucrat 
sees that sentence you'll be drafted 
to write directives. 


—N. Y. World-Telegram 








LEATHER 
AND 
SADDLE SOAP 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 
Tr) 





641. Lexington Ave., 











You'll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 

















SKILLMAN 


Manuiacturers 


BUILDERS HARDWARE 
Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
— HARDWARE 


. Co. 





Trenton 4, N. J., U. 3. A. 











Simplex 


LEVER SCREW HYDRAULIC 


Jacks 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


SOLD BY im 
LEADING HARDWARE WHOLESALERS 
Templeton, Kenly & Co 
Chicago (44), Il 
Better fer Jacks Since 1899 
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OG food in small and large 
packages is sold by the Water- 

loo Hardware Co., Waterloo, Iowa. 
The line brings many dog owners 
into the store regularly, many of 
whom buy allied and other items. 
A display well up toward the 


Dog Food Leads to Other Sales 


Everyone who owns a dog is sure to visit this dog food department. 


front of the store carries a good 
stock of dog food in 1, 2 and 3-lb. 
packages. The dog owner who 
wants food in larger packages can 
get it by asking for it. Most pur- 
chasers, however, buy the food in 
small packages at this store. 





HE average farmer in Iowa has 
more than 100 acres of land to 
till, and this means that he has a 
large family to feed, together with 
his hired men. And to feed such a 
farm family, the farm housewife 
needs crocks and jugs of various 
sizes for sauerkraut, butter, dill 
pickles, salted pork chops and many 
other items. 
Hentges Hardware & Furniture, 
Dyersville, Iowa, carries a large 
for the 


stock of crocks and jugs 
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Crock Display Attracts the Farm Trade 


farm trade. These crocks come in 
sizes from one gallon up to 30 gal- 
lons and cost 25 cents a gallon. The 
stock is so large that much of it 
must be kept in the basement with 
only a few display pieces on the 
first floor. 

Farmers in this area know of the 
large crock stock at the Hentges 
store and come from considerable 
distances. Mr. Hentges is a man 
who realizes the value of farm trade 
and does everything to attract it. 


Here is a part of 
the firm’s stock of 
crocks. Most of 
them are kept in 
the store's base- 
ment while a few 
of them are given 
display space on 
the main floor. 













Call Ryerson when 





you need steel — any kind, shape, 






or size. Large stocks are available 






at ten convenient plants. Ask for 






a Ryerson Stock List —your guide 






to quick shipment of steel. 






Principal Products Include: 


Bars « Shapes « Structurals « Plates « Sheets 
Floor Plates + Alloy Steels « Stainless Steel 
Shafting + Screw Stock « Wire « Mechanical 
Tubing «+ Boiler Tubes «+ Reinforcing Steels 
Tool Steels » Babbitt « Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 

















































No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 





A SURE CURE 


c i 
no)) up 
@ This sensational plastic 


cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
4” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationallly advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


PREE NnoDrip Cir- 
cular about Con- 
densation Drip 
and its Preven- 
tion. 


J. W. MORTELL Co. 
Technical Coatings 
Since 1895 


508 BURCH ST. 
KANKAKEE, ILL. 
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You Wil Profit 
by, Featuring 


DRAKE . 


SOLDERING IRONS 





Outstanding quality values backed 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE 
Soldering Irons have the built-in 
customer satisfaction you find 
profit in selling. There is a DRAKE 
Soldering Iron just right for every 
purpose. 


INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
valuable for busy war plants. You can 
sell DRAKE Soldering Irons to those 
plants. 

Iilustrated here is No. 701—100-watt 
DRAKE Soldering Iron. This same type 
of iron also comes in 60 and 150-watt 


ae ASK YOUR 
JOBBER 





j 


’ 











Write for latest 
information about 
securing priorities 








DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE 





CHICAGO 13, IiLl 








* 
WORK GLOVES 


ARE 
WAR GLOVES 








G. CO., KEWANEE, Iil., U.S.A 
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Display Stand Has 
Double Purpose 


One of the five-level display 
stands which are adaptable for 
use in windows or the interior. 


HE F. M. Jaeger Hardware 

Co., Dubuque, Iowa, has sev- 
eral display stands which can be 
used either in a window display or 
for an interior showing. The stands 
have five display levels about 4 ft. 
long and 1 ft. wide. The ends of 
the shelves are rounded and the 
boards are neatly finished and 
stained. 

These stands were made by a 
local carpenter who clerks in the 
store in spare time. They are light 
and yet strong, and can be moved 
very easily. They fit especially well 
in the area directly behind the 
backdrop of the window display 
area—a difficult display spot in 
many hardware stores. 


The Donkey 


HE donkey is a curious beast. 
He is not lazy in the least. 
The thing he does in self-defense 
Proves that he has far better sense 
Than many human beings. He 
Will work away industriously; 
But overload him—he will stop, 
His tail a-quirk, his ears a-flop, 
He props his heels and nothing can 
Induce him to move on again. 
I wish I had his native wit: 
The sense to stop when I should 
quit, 
The sense to wait until the load 
Is lifted from me, and the road 
Grows smoother to my tired eyes. . 
A donkey is so very wise! 
—Grace Noll Crowell, 
in the New York Times 









TD 


OXFORD TOOL COMPANY 


CAMPBEL 


1633 N. 2nd Street Philadel 





phia, Pa. 

















Available from stock without Prio 


LINE LEVELS 


Write for New Catalog 


shed in Geneva, Ohio in 1913 


New Orleans 172, 


Estab 


Hibernia Bidg 





Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 

Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 East 42d St, New York City 
& 





~ i nou Ft Toul on 
2949 Elston Ave Chicago (18) 1. 
ECISION LEVELS 


HALL LEVEL & MFG. WORKS 


See 
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6 sizes. 


STEEL 
with a 
in stan 
or long 
belts. 1 
Pins. 


—s wai 








SEPTEM 








HI-TEST ser 


HEEL PLATES 


Hi-TeEST it 


JOBBER 





WEAR LONGER 
EASIER TO ATTACH 


L. KARNO & CO. fe 





RMSTRONG- BRAY 


Stele p Prompt deliveries 











SP 


BELT HOOKS 





both types! 





WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 


pins. 
: Priority Business 
: —is waiting on belt lacing at local 
, plants, and schools. 
| Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 WNerthwest Highway, Chicago, U.S.A. 
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Coming Conventions 
and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 


American Society of Architec- 
tural Hardware Consultants, an- 
nual meeting, Oct. 4-6, 1944, at the 
Palmer House, Chicago, Ill. John R. 
Schoemer, 411 Lexington Ave. New 
York 17, N. Y., is executive secretary- 


treasurer. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 











Palmer House, Chicago, Ill. A. W. 
Buddenberg, Lisk Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, Ill, is executive secretary. 


Montana Implement and Hardware 
Association, annual convention, Oct. 27- 
28, 1944, at Missoula, Mont. C. M. 
Wall, P. O. Box 216, Helena, Mont., is 
secretary. 

National Contract Hardware As- 
sociation, annual meeting, Oct. 46, 
1944, at the Palmer House, Chicago, 
Ill. John R. Schoemer, 441 Lexington 
Ave., New York 17, N. Y., is executive 
secretary-treasurer. 


National Retail Farm Equipment 
Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 
tive secretary. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalérs. Charles F. 
Rockwell, 342 Madison Ave, New 
York 17, N. Y., is secretary-treasurer of 
the manufacturer’s association. 


Pacific Northwest Hardware and 
Implement Association, annual conven- 
tion, Oct. 30-31, 1944, at the Desert 
Hotel, Spokane, Wash. James B. Chan- 
ning, P. O. Box 6, Spokane, Wash., is 
secretary. 


Southern California Retail Hard- 
ware Association, fall conference, Oct. 
10, 1944, Elks Club, Los Angeles, Calif. 
A. C. Kammeier, 509 Rives Strong 
Bldg., Los Angeles 15, Cal., is secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 




















BRITE-BLADE 


another bright 


\ 


spot 


in the MASTER line 


HE MASTER Tufboy Brite- 

Blade is a popular item 
among MASTER wood and steel 
tape rules—truly a bright spot in 
a line which contains many fast- 
moving units. 

The blade is coated with a 
white corrosion-proof bonding 
that is impervious to acids and 
dampness. In addition, its jet 
black numerals and graduations 
on this snow-white background 
are easily read—even in poorly- 
lighted places. The flat edge zinc 
alloy nickel-plated case makes 
the Tufboy a popular measuring 
tool for both inside and outside 
measuring and on jobs where 
rules receive more than usual 
rough treatment. Easily dis- 
mantled for cleaning or insertion 
of spare blade —an exclusive 
MASTER feature for doubling 
the life of the rule. 

MASTER RULE MFG. CO., Dept. A-9 


815 East 136th Street + New York 54, W. Y. 
Branch: 541 S. Spring St.. Los Angeles, Calif. 








MILWAUKEE 
WROT WASHEOS 


Since 1887 


WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 
















Type 2001 The ‘’Triplex"’ 
Spring Hinges of Quality . . . correctly designed 
* and accurately manufactured of finest materials. 


Used for many of our greatest war plants and ships 
* of our Navy. 


Over 50 years of satisfaction to leading Hardware 
* Contractors, Architects and Builders. 








Chicago Spring Hinge (oy 


CHICA A.” NEW YORK 




















BOOST Your 
Gun Cleaner 


Sales with 
HOPPE’S No. 9 


Gun cleaning is essential. So is gun protec- 
tion. No gun can last or keep on perform- 
ing efficiently unless it is cleaned and cared 
for. Practically every experienced sports- 
man, soldier, or other gun user is keenly 
aware of these facts. That's why the ma- 
jority of them use Hoppe's No. 9. In short, 
40 years of satisfactory service and a busi- 
ness policy of 





Constant Advertising 


has earned for Hoppe's No. 9 a spot in the con- 
sciousness of millions of gun users and an active 
demand in every store that caters to gunners’ needs. 


FRANK A. HOPPE, INC. 
2314 NORTH EIGHTH STREET, PHILADELPHIA 33, PA. 








When You Are Looking 
For a Certain Product 








and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 East 42nd Street, New York City 
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COMING—NEXT MONTH! 















Important 


ANNOUNCEMENT 





































KEEPING A PROMISE 
TO 
MYERS DEALERS 































Make Your Store 
Waterproofing Headquarters 








You can stand 
squarely back of 


KAY-TITE 


It will positively 
prevent the sxeep- 
age of water. 

It’s guaranteed to 
do the job. 

For cellar walls 
and floors and all 
masonry surfaces. 
Any one can apply 
it. Goes on like 
paint. 

Users are always 
enthusiastic boost- 
ers. They will bovst 
your store as the place 
to get real waterproof- 
ing satisfaction. 
Kay-Tite is packed in 10 lb. 
packages and 60 Ib. bags. 
It comes in Grey and White. 
A 10 Ib. package will water- 
proof 100 to 150 aq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 
Jobbers now selling Kay-Tite: 
















John Duer & Sons, inc., Baltimore, Md.; Frederick Trading Co., Frederick, 
Md.; Martin Hardsocg Co., Pittsburgh, Pa.; Igoe Bros., Brooklyn, N. Y., 
New York . Y., Jamaica, N. Y., Stamford, Conn., Newark, N. J., Asbury 
Park, N. J., and Hawthorne, N. J.; May Hardware Co., Washington, D. C.; 
Newark Specialty Co., Newark, N. J.; Supplee-Biddle Hardware Co, Phila- 
delphia, Pa.; Phoenix Hdw. Co., Newark, N. J.; S$. Federbush, Paterson, N. J. 








Here’s a Quick-Action Item 


You Can Sell All Year Round 
Huick's 
MOUSE 
JINX 


Most every home has mice, at 
times—and here's the easy, quick, 
sure way of getting rid of them. 
Put these attractive self-selling 
MOUSE JINX displays where cus- 
tomers will "spot" them — and 
ting up lots of extra sales. Non- 
poisonous killer, made from a 
fortified Red Squill formula—typ- 
ical Quirk Quick Result product! 
Twelve 15¢ sales to the Display— 
dealers profit per card, 60¢. 
Order half dozen cards from your 
jobber today. 


“I$ Made by Suirk—Ht Does the Work” 








Quick's Mouse Jinx Seis Dog Repel 
Quirk's Liquid Rat Poison uirk’s Soot Remover 
Quirk's Moth Killer irk's Lacquer Thinner 


And other Quirk Household and Auto Specialties 
Order Now from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO | 
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GRAND QUICK LOCKCET 
rigger Release 


The best time-saving clamp for 
light, fast production work. 
Can be applied or released in 
a jjffy. Will pay for itself in 
a féw days. Swinging, locking 
lever, gib seat makes it abso- 
lutely non-creeping on any 
parallel, slanting or rounded surface. Spring tension 
holds to desired opening. Trigger release action frees 
screw instantly with a single motion for re-setting or 
permits re-clamping to other work of same thickness 
without any further screw adjustment. Screw, swivel 
and trigger release action are COPPER PLATED. 
Made of heat-treated spring steel. Proof test approx. 
2500 Ibs. 
Two models, one for Aluminum and So!t Metals 
Ask about our Complete Line of GRAND Speed 
Clamps for every kind of work. 


Catalog Free on Request. 


GRAND SPECIALTIES CO. 
3130 West Grand Ave. Chicago 22, Ill. 
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HAND AND POWER i 
TOOL GRINDERS GENERAL 
SICKLE GRINDERS TT is 


Manufacturers of 
* 
Quality 
Hardware 


Buy from your regular jobber 


HARDWARE 


GRINDING WHEELS 
SHARPENING STONES 


and 


ABRASIVE FILES 





GENERAL 


LAWN MOWER SHARPENERS 


WEED CUTTERS HOSE REELS 


VISES 
SKATE SHARPENERS 


and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 





COMPANY 





3648 W. PIERCE STREET 


MILWAUKEE, 


WISCONSIN 











MOORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 











Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 
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FAULKNER 




















MOLDING MORTAR Jobbers! 
Makes Cracked Dealers! 
Furnace Pots Send for 
And Stoves Better catalog Kew! 
price sc es 
Than Ever OTHER 
Dry cement mix, only add MIDGET-SIZE ROLLING PIN a 
ike ining - nd ome AND POTATO MASHER TOYS Commande Gune 
wey ‘ junior its 
lh ge v- 25, 50, ue for Littie Giris Flvewey ‘Suiegs 
Pet Shiite tediee tir petecs. Fast Sellers! Low Prices! Blackboard, ote. 
The J. A. FAULKNER REFRACTORIES CO. NOCKONWOOD INDUSTRIES, LTD. 
202 MAHONING BANK BLDG., YOUNGSTOWN, OHIO DEPT. A., BLOOMFIELD, IOWA 














tHE NAME SILVER LAKE stampep on every Foot 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO.) ;\. 





PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 





































ORDER TODAY! 
The government has released 
a limited allotment of Silver 
Plated Flatware with steel 

We are lucky enough to 
have a supply to pass on to you. 24-piece 
set: 6 each knives, forks, teaspoons, soup 
spoons. 30-piece set has 6 more teaspoons. 
Pattern similar to Early American moulds. 
Prices less 70c without chest. 


3225192 24-pc. set (Lightweight) . 

























Your customers will demand SOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally. adver- 
tised in the Saturday Evening Post 
and Architectural Journals. it pays 
to stock them. Write for information. 


soss MANUFACTURING ogee 
21779 Hoover Read + Detroil 13, Michigan 





WHOLESALE DISTRIBUTORS 
SINCE ISN @ 


OSEPH HAGN CO. + 217-223 W. MADISON ST. CHICAGO 6 





HD 


The Aallmarh 
(OF TOMORROW 5 HOME 











KILLS 


This powerful dis- 
f infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


LJSTOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 











Sliding Bear Track 


item for contrac- 
fors engaged on 


re | COBURN ata 








ects. Send us the 
orders. We can 
ship promptly. 
Dependable Products Since 1888 
COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 
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Te MAYES LEVELS» 
ALUMINUM ORIGINATED 1896 A AVOO8 a, tS) 
“MAYES GUARANTEES ACCURACY Sore ) 


: ; : A (olem 16) °! 
AND DURABILITY , TALOG FOI 


MAYES BROS.TOOL MANUFACTURING CO.. Inc. “a Micu. * 








Hardware Age Takes Your Sales Message To Over 21,000 Subscribers 


There’s no waste circulation— your Help Wanted, You can run a fifty-word, set solid, classified sales 
Accounts Wanted, Sales Representatives Wanted and message under any of these headings for only four 
Business Opportunities advertisements go straight to dollars; or a Position Wanted ad at a (Special Rate) 
the hardware trade—the very class you want to reach. of onlyone dollar. Send check or money order (only) to: 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 
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[| _Chansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words..... «. $4.00 
All capitals, maximum, 50 words.... §. 
Each additional word....... 6a er 
Positions Wanted 
(Special Rate) set solid, maximum, 
Se SED: iteanctdecthecicececses $1.00 
Each additional word....... oo 62S 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
One inch ........ eeesccce seceeeees $6.00 
Each additional inch.......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
wot currency of stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








Essential Workers Need Release 


| Statements 








we have an opportunity for you. 


territory. 





SALESMEN WANTED 


An unusual selling opportunity is offered to salesmen in several terri- 
tories along the eastern seaboard. 
This opportunity will interest the successful salesman who 
knows the paint and hardware dealers in his territory, who 


is looking for a broader opportunity, and who wishes to in- 
crease his present earning capacity. 


Our expansion in the Trade Sales Field and the increasing demand 
for our exclusive agency proposition has made openings for a number 
of additional paint salesmen in the Atlantic seaboard states. 


If you have a good, continuous employment record as a producer, 


Previous paint experience is not necessary, but applicants 
must know the paint and hardware dealers in their 


SALARY—A liberal salary and opportunity for in- 
creased earnings is offered to the men who qualify. 


Write us in detail about yourself and your experience. Your letter 
will be held in strict confidence and no references will be used without 
your permission. Please write fully as no interview will be granted un- 
less complete business and personal history is given in first letter. 


VITA-VAR CORPORATION 


TRADE SALES DIVISION 


Newark, New Jersey 





MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932, FINANCIALLY RESPONSI. 
BLE. Now selling leading Hardware and Auto- 
motive jobbers covering Pacific Coast with ware- 
houses Los Angeles and San Francisco. ires 
an additional quality line. Can assure manufac- 
turer permanent connections with immediate vol- 
ume. Commission basis only. Address Box 
H-521, care of Harnpwarz Acs, 100 East 42nd 
St.. New York 17, N. Y. 


ACCOUNT WANTED — MANUFACTUR- 
ERS’ REPRESENTATIVE would like to make 
contact with manufacturers who wants substan- 
tial representation throughout the St. Louis, 
Mo., territory selling to jobber; department 
stores; furniture; hardware and builders’ supply. 
Plan now for post-war selling. Excellent refer- 
ences. Address Box H-531, care of Harpwarg 
Ace, 100 East 42nd St., New York 17, N. Y. 


BUILDERS’ HARDWARE OR HAND 
TOOL LINE wanted by Recognized Manufac- 
turers’ Agent covering Ohio and Michigan— 
Attentive Sales Representation assured by 
method of not handling the sale of more than 
two hardware lines—contacts consist of Build- 
ers’ Hardware and Regular Line Hardware 
Wholesale Concerns, Quantity Furchasing Large 
Dealers and Lumber Yards, commission arrange- 
ment—qualified references. Address Box H-529, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 











PACIFIC NORTHWEST MANUFACTUR- 
ERS AGENCY, ESTABLISHED 1934, would 
like one or two additional lines to sell Hardware 
and Electrical Jobbers and Large Building 
Supply Dealers. Now doing business with largest 
accounts in Washington, Oregon and Idaho. 
Have office and warehouse plus financial ability 
to carry warehouse stocks. Address Box H-562, 
care of Harpware Ace, 100 E. 42nd St., New 
York 17, N. Y. 





WANTED — BUYER FOR WHOLESALE 
ELECTRICAL WIRING Devices, hardware and 
housefurnishing specialties; by well rated concern 
located in Eastern Pennsylvania. State experi- 
ence and salary. Statement of availability re 
quired. Address Box H-553, care of Hanxpware 
Acz, 100 East 42nd St., New York 17, N. Y. 








EXECUTIVE TYPE SALESMAN INTER- 
ESTED IN representing only a reliable, well 
established manufacturer of hardware or mill 
supply products, in Florida. Twenty-five years 
successful experience selling above type jobbers. 
Details and best references furnished interested 
party. Address Box H-549, cart of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 





SALESMAN — WELL ESTABLISHED 
WITH AN excellent following in the Hardware 
Department Store and Appliance Dealers in the 
Metropolitan area of New York, is in a position 
to accept a quality line. Address Box H-546, 
care of Harpwarae Acer, 100 East 42nd St., New 
York 17, N.Y. 
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EXPORT. MAN FAMILIAR’ LATIN 
AMERICAN Hardware Trade. All Phases Ex- 
port Business* widely traveled. Excellent records 
and references. Capable establishing successful 
export business. Seeks connection with Hard- 
ware, Tool and Light Machinery Manufacturers. 
Address Box H-544, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 








STORE WANTED: RETAIL HARDWARE 
AND Paint Business in Southwest or Pacific 
area. Must have profitable-established 
trade. Write complete details. Address Box 
H-551, care of Harpware Acz, 100 ‘East 42nd 
St., New York 17, N. Y. 





WANTED—LINE OF Roofing, Padlocks, 
Night Latches, Rim and Mortice Locks, aad 
Carpenter Tools, by a Manufacturer’s Agent of 
more than 15 years. Continuous Contacts to the 
Dealer Trade, in Hardware, Building Supplies, 
and Lumber Dealers in the Southeast, on straight 
Commission Basis, for immediate, and after the 
war. Address Box H-477, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y.- 





FORMER HARDWARE DEALER DESIRES 
CONNECTION with Live Organization. Wil! 
make suitable cash investment in a Icgitimate 
enterprise. Address Box H-548, care of Haro- 
| Ace, 100 East 42nd St., New York 1/, 
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Classihied Opportumitien Section... 





Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








REPRESENTATIVES 
WANTED 


Prominent builders and cabinet hard- 
ware manufacturer has exclasive terri- 
tories open througheut Country. Men 
must be intimately acquainted with 
builders hardware distributors and 
wholesale houses. Please give full par- 
ticulars in your letter. Statement of 
availability required. 


Address Box H-516, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION, SALESMEN 
With Hardware Store Connections 


Responsible paint manufacturer has 
openings in Connecticut, Westchester 
ey, Northern New Jersey, Southern 
New Jersey, Eastern Pennsylvania, Cen- 
tral Pennsylvania, Eastern New York 
State, and Central New York State. 
Excellent opportunities for salesmen 
who have been calling on paint and 
hardware stores. Paint experience not 
essential. Write full details: Age, past 
experience and earnings, marital status, 
etc., to First Class Mail, P. O. Box 117, 
Newark 1, New Jersey. Statement of 
availability required. 











ALES REPRESENTATIVE — WANTED: 
UROSGAL OPPORTUNITY for man ooting 
on Wholesale trade and large retailers selling 6 
inch stainless steel rule with dept. gauge. Divi- 
sions in 32nds. and 64ths. Decimal equivalents 
on back. Some of our men make several hundred 
dollars monthly. Twelve on attractive display 
card—No price printed on card. Big appeal, ex- 
cellent commissions to salesman. Continuous re- 
tan Mark say Company, 406 Temple 
Rochester 4, N. Y 





MANUFACTURERS’ REPRESENTATIVE 
COVERING FLORIDA and GEORGIA, spe- 
cializing in sales to building material and hard 
ware major accounts, desires additional volume 
line now or post-war period on strict commis- 
sion basis. Tweleve years’ experience and highly 
satisfactory references. Address Box H-560, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





WANTED RELIABLE MAN TO REPRE- 
SENT US on a nationally advertised item sold 
to dealers and wholesalers. Permanent income. 
State full qualifications in reply. $500.00 re- 
quired, fully secured and returnable. Statement 
of availability required. Address Box H-539, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





EXPERIENCED — HARDWARE AND 
ELECTRIC DESIRE CONNECTION as Ex- 
clusive representative for Metropolitan Territory. 
Excellent references. Address Box H-547, care 


of Harpwarz Acez, 100 East 42nd St., New 
York 17, N. Y. 


SEPTEMBER 28, 1944 


NEW PRODUCTS WANTED 


Sales Organization Expanding 


Well rated, large responsible 
midwestern concern interest- 
ed in contacting manufac- 
turers of steel building sup- 
plies or other lines. Good 
sales organization with 30 
years’ experience; now oper- 
ating steel fabrication plant 
desires to expand business. 


We invite correspondence 


BROWN-STRAUSS CORP. 
1402-1720 Guinotte - Kansas City 10, Mo. 








B B SHOT-STEEL 


ZIN0-COATEO RUST - gt yt eS 
Pac n 25 and 50 pound B 
P "2 per pound in 
1000 pound Lots. 


MARYLAND SALVAGE CO. 


326 St. Paul Pi., Balto. 2, Md. 











PLUMBING MATERIALS OR ALLIED 
LINE WANTED— Favorable Contact with 
Plumbing and Hardware Jobbers, Direct Plumb- 
ing Supply Houses—Manufacturers’ Agent can 
offer Qualified Sales Representation in the 
States of Michigan and Ohio, Post War Pro- 
posals invited—Remuneration on commission ba- 
sis—qualified references. Address Box H-528, 
care of Harpware Acez, 100 East 42nd St., New 
York 17, N. Y. 





CANADIAN SALES AGENTS COVERING 
ALL OF CANADA, SELLING TO THE 
D CHAIN 


Gu 
THROUGH THE HARDWARE TRA 
CAN SELL FOR DIRECT VONIPMENT OR 
COUILD HANDLE LINES THROUGH OUR 
WAREHOUSE. WE GET RESULTS. AD- 
DRESS BOX H-535, CARE OF Harpware 
ome 100 EAST 42np ST., NEW YORK 17, 





YOUNG MAN—CAPABLE OF MANAGING 
a Retail Hardware Store doing $100,000.00 year- 
ly volume, interested in a post war future, me- 
chanically inclined, high school graduate. North 
Jersey Shore location. Statement of availability 
required. $2,500.00 per year starting salary. 
Address Box H-554, care of Harpwarr Ace, 
100 East 42nd St., New York 17, N. Y. 





DEPENDABLE WHOLESALE CHICKS— 
50.000 WEEKLY. Year round hatches. 18 


ngs litera- 
121 W 





Pu Postal bri 
ture. STANDARD HATCHERIES, 
Third St., Terre Haute, Ind. 


(Classified Opportunities continued on page 134) 








Distribution — Present and Postwar 
Established — Reliable —- Aggressive 
Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you can bill direct. 


Write for further injormation and 
references. 








A POST-WAR OPPORTUNITY 


We want a Man, 25 to 35 years of age, 
Experienced in Builders’ Hardware, to 
Manage a Complete Building Hardware 
Department for Long Established Pro- 
gressive Lumber Company, located in the 
Best City of over 100,000 Population in 
Northern Indiana. One with Lumber 
Experience preferred, but not essential. 
Excellent Post War Position with Chance 
to Build Your Future. Give Full Particu- 
lars with Salary expected in first letter. 
Statement of availability required. 


Address Box H-561, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and .various manufacturing plants. If 
unable to make —“¥~ at present, interested in 
discussing post representation. Address - 
MELAIRE DISTRIBUTING — 420 Lexing- 
ton Ave., New York 17, N. 





SALESMAN, MIDDLE AGE, GOOD EDU- 
CATION and Business Background (office and 
factory). Well established in Michigan, Ohio 
and Indiana, with Jobbers, Chain Stores, and 
Retail trade. Desires to represent manufacturer 
of a specialty or short line in conjunction with 
present line, continuous representation for many 
years. Not interested in side lines, must be 
worth while proposition with reasonable volume 
possibilities. Address Box H-550, care of HaArp- 
warE Ace, 100 East 42nd St., New York 17, 
N. Y. 








WANTED — MERCHANDISE MANAGER 
AND BUYER; Wholesale man experienced buy- 
ing electrical wiring devices, hardware, house- 
furnishings, and plumbing specialties; to be located 
in Detroit. State experience and salary. State- 
ment of availability required. Address Box H-552, 
care of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 





WANTED TO BUY—SMALL SIZE SUMP 
PUMP. J. W. Walsh & Sons, Potosi, Wis. 
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Essential Workers Need Release Statements 











NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








“ATTENTION BUYERS" 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 
NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 





Write Gex H-567, care of HARDWARE AGE 
ast jew York 17, M. Y. 














SALESMEN WANTED 
FOR CERTAIN OPEN TERRITORIES 
Please tell us lines you now sell 
and type of stores covered. 


THE WALTER S. KRAUS CO. 
WwoopsiDE NEW YORK 











WANTED—MANUFACTURERS’ AGENTS 
CALLING hardware, paint, lumber, house 
f and jobbers to sell nationally 

ry interesting 
Address Box H-493, 
care of Hagpwaaz Acs, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURER CALLING ON HARD. 
WARE AND oer a Tea TRADE 


L ACT A 
A DISTRIBUTOR. APPLY BOX H-563, 
‘ARE O RDWARE AGE, 100 EAST 
42ND ST., NEW YORK 17, N. Y. 





WANTED: RETAIL HARDWARE SALES.- 
MAN FOR Store in Eastern Virginia. Must be 
theroughly familiar with building hardware, 
paint and household furnishings, and be ex- 
perienced in buying and general business man- 
agement. Reference required. Excellent oppor- 

for any one interested in a permanent 

Statement of availability required. 

Address Box H-533, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





ATTENTION MANUFACTURERS—HIGH 
GRADE SALESMAN Wants to Represent Well 
Rated Manufacturers in Detroit and State of 
Mic! . Have excellent following throughout 
Automotive Plants and Jobbers. Age 38, Native 
Detroiter. Address—C. E. Von der Heide, 1774 
Seward Avenue, Detroit 6, Mich. 
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ATTENTION 
MANUFACTURERS! 


RELIABLE AND EXPERIENCED 
EXPORT HOUSE DESIRES 
LINES FOR SOUTH AMERICA, 
CENTRAL AMERICAS AND 
THE WEST INDIES. COMPLETE 
FACILITIES FOR EXPORT 
TRADE. WE DO OUR OWN 
PROMOTIONAL WORK AND 
DESIRE ALL LINES FOR OUR 
EXTENSIVE COVERAGE. WE 
HAVE 14 YEARS’ EXPERIENCE 
IN THE EXPORT FIELD. 


Address Box H-558, sare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








WANTED—HARDWARE ENGINEER 


will be 
of availebility 
Address Bex H-512, care of HARDWARE AGE 
100 East 42nd St., New York 17, H. Y. 


MANUFACTURERS AGENT 


Wants fast selling Volume Line for 
Midwest Distribution. Complete Cover- 
age of Department and Chain Stores, 
and Jobbers in Missouri, Kansas, 
Iowa, Nebraska and Oklahoma. Bank 
and trade references exchanged. If 
you have a real selling opportunity 
that requires active high class repre- 
sentation write today. 


Harry S. White 
436 Ridge Bidg. Kansas City 6, Mo. 








C.M.A. 
Drafts and Notices 
will save you money on your 


COMMERCIAL COLLECTIONS 
Sent free, write 
CREDIT MERCHANTS’ ASSOCIATION 
612 Commonwealth 


Annex, Pittsburgh 22, Pa. 

















RESPONSIBLE SELLING AGENCY 


HOUSTON, TEXAS. 


ATTENTION, MANUFACTURERS 


For liv. wire factory representation covering cem- 
pletely the Middle West, and Southwestern territery 
of the United States. Contact us with full informa- 
i ot ane you wa gd ae jobber 
‘ necessary, we carry accounts, 
Branch offices in Chicago and Dallas, Texas. 


LYNN-PAUL & ASSOCIATES, Inc. 
219 North Jefferson, Chicage 6, Illinois 














POSITION WANTED AS REPRESENTA- 
TIVE FOR Chicago and surrounding territory. 
Experienced salesman, executive type, acquainted 
with jobbers and chains within 500 mile radius. 
Can open or manage office. mmission or bonus 
arrangement preferred. Must have good post-war 
possibilities. Available January 1st. Address 
Box H-545, care of Harpware Acz, 100 Fast 
42nd St., New York 17, N. Y. 





SALESMAN, 36 YEARS OLD, MARRIED 
WITH Children; interested in making ema ad 
connection. Covered Southern States for five 
years. Now holding responsible in de- 
fense work. Prefer handling one direct line for 
reputable manufacturer. Reference and bond shall 
be furnished upon request. Address Box H-511, 
care of Hanpware Acer, 100 East 42nd St., New 
York 17, N. Y. 





NATIONAL SALES ORGANIZATION ES- 
TABLISHED 1927 WISHES Additional Lines 
Covering Hardware, Mill Supply, Electrical, Au 
tomotive Fields. Interested in all terri- 
tories. Address Box H-559, care of Harpware 
Acr, 100 East 42nd St., New York 17, N. Y. 





ATTENTION MANUFACTURERS — WE 
ARE NOW’ Making Contact for dealership ar- 
rangements for all types of Electrical Household 
Appliances and Equipment. In all items and 
kinds. We are open for distributorships in Re- 
frigeration, Cooling Units, Heating Units, 

dios, Electric Irons, and Appliances of all 
natures. Any and everything in the electrical 
field. Write to Electrical Appliance and Equip- 
— Co., 113 No. Front St., Wilmington, No. 


r. 





SALES EXECUTIVE, 25 YEARS AS 
SALES DIRECTOR of large Hardware Dis- 
tributor wants position either in Sales epart- 
ment or representative, with top manufacturer, 
selling Distributors or large Hardware dealers. 
48 years old—energetic, and resourceful. Can 
furnish best of references. Address Box H-556, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








WANTED — HARDWARE LINE— WELL 
ESTABLISHED and rated manufacturers agent 
covering Southeastern States, travelling five men 
and maintaining display room in the heart of 
Atlanta. Commission basis only. Cam assure 
manufacturer of permanent connection with im- 
mediate volume. Address Box H-555, care of 
ang Acz, 100 East 42nd St., New York 





MANUFACTURER’S AGENTS WANTED 
TO SELL Line of Builders, Cabinet and Shelf 
Hardware to Hardware Wholesalers. Territory 
Middle West. Statement of availability required. 
Address Box H-557, care of Harpware Acr, 
100 East 42nd St., New York 17, N. 
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...NO “METAL TASTE” 
—brewing coffee by CORY 
Glass Vacuum Method 


ave cO RY... 


Among the CORY Selling Advantages 


Outstanding beauty. Completely equipped with 
the CORY deluxe accessories, including the CORY 
all-glass Filter ROD. Continuous consumer adver- 
tising. Quality assured. Prices maintained 


CORY GLASS COFFEE BREWER CO 


325 North Wells Street Chicago 10, Illinois 





Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 
distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 


SEPTEMBER 28, 1944 
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WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
glove. This single close supervision of every detail re- 
sults in unexcelled quality—durability—economy. 

Sold By Leading Wholesalers 


"The Right Glove ¥& % 3 For Every Job” 


RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 


No. 101 
Triple-Tread Steel Wheels 


Youth of Yesterday Say: 


“CHICAGOS” pack speed, health and “Jali = 
smooth sailing. They enjoy these 
famous Roller Skates today in many 
lands. They like their smooth running, 
speedy action and long life. Their 
children, too, will know this high 
regard for“CHICAGO” Roller Skates. 


When skates are again available you " 4 
can recommend “CHICAGO” Roller 


Skates, knowing their performance 
will back up a champion’s choice. 


CHICAGO ROLLER SKATE CO. 


4456 WEST LAKE STREET CHICAGO, ILLINOIS 
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Ondex-SJao Adwentinew... 








A 
Acorn Refining Co. ..... 114 
American Chain & Cable 
. Ine. 52 
American Chain Div. 52 
American Grease Stick Co... 137 
American Molded Products 

Sales Co. .. 26 
American Shearer Mfg. Co.. 120 
American Steel & Wire Co.. 43 
American Thermos Bottle 

Co., The .. : 28 
Ames Baldwin Wyoming Co. 26 
Armstrong Bray & Co. 127 
Asco Chemical Co. 124 
Atlas Asbestos Co. 107 
Atlas Tack Co. 84 
Automatic Products Co. 14 
Autoyre Co., The 137 

B 
Bethlehem Steel Co. 44 
Bird & Son, Inc 97 
Blackstone Corp. 40 
Boss Mfg. Co. 126 
Briddell, Inc., Chas. D. ... 99 
Bronson & Townsend Co., The 87 
Bruno Tools ... 49 
Buffalo Bolt Co. 25 
Burgess Battery Co. 
Battery Div. 79 
Handicraft Div. 107 
Cc 
Central Rubber Products 

Co., Inc. ... 120 
Central Tool Co. 24 
Champion Outboard Motors 

> aes 056 5° 89 
Chattanooga wane & 

Mfg. Co. . 117 
Chicago Roller Skote Co. 135 
Chicago Spring Hinge Co. 128 
Clover Mfg. Co. .. 19 
Coburn Trolley Track Co. 131 
Columbia Steel Co. 43 
Columbian Rope Co. 137 
Congoleum-Nairn Inc. 21 
Corbin Cabinet Lock Co. 42 
Corning Glass Works (Con- 

sumer Products Div.) 34 
Cory Glass Coffee Brewer Co. 135 
Coughlan Co., G. N. 15 
Covert Mfg. Co. 85 
Crescent Bronze. Powder Co.. 115 
Crescent Tool Co. 27 
Crosley Corp. .. 22-23 
Cyclone Fence Div. 43 
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D 


Dixon Crucible Co., Joseph. 

Domes of Silence 

Drake Electric Works, Inc... 

Draper-Maynard Co. 

Duo Therm Div. of Motor 
Wheel Corp. ... 

Duro Metal Products Co. 


E 


Edison General Elec. 
Appliance Co., Inc. ...... 


Electro-Line Fence Co. 
Ellwood Co., The 
Empire Level Mfg. Co... 


NES onc vcactne ss 


Faulkner Refractories Co., 
The J. A. 


Fernandez & Co;, P. C. 
Flex-O-Glas Mfg. Co. 


Flint & re Mfg. Co., 
i. og nae 


Forsberg Mfg. Co. 


GS 


General Electric Co. 
(Lamp Div.) .. 


General Hardware Co. 
Gephart Mfg. Co. 

Goulds Pumps, Inc. ........ 
Grand Specialties Co. 


H 
Hagn Co., Joseph 
Hall Level & Mfg. Works... 
Hamlin Metal Products Co.. . 
Hickey Sales Co. 
Holley Chemical Co. 
Hoppe, Inc., Frank A. 
Horton Mfg. Co., The 

Bristol, Conn. eee: 
J 


Jennings Mfg. ry The 
Russell 


Karno & Co., 


Kaul ia pin 
Inc., Leo ..... i 


Kay-Tite Co. . 
Klein & Sons, Mathias 


L 
Larson Co., Charles O. 
Lavelle Rubber Co. 
Letraw Mfg. Co. 
Lincoln Engineering Co. .... 
Locke Stove Co. 
Lockwood Hdwe. Mfg. Co. 
Lufkin Rule Co., The ....... 


137 
137 


126 
. 135 


31 
30 


29 
86 
93 
130 


32 


. 130 


121 


37 
19 


16-17 
. 130 


33 


. 


. 31 


126 
39 


. 121 


121 
128 


20 


. 10 


« Sav 


. 7 
. 129 


. 103 


103 


45 
55 





M 
So EE ery erecta | 
Malleable Iron Range Co. .. 73 
Manco Mfg. Co. .......... 1 
Marshalitown Trowel Co. ... 131 
Master Rule Mfg. Co., Inc... 127 
Mayes Bros. Tool Sted Co., 

Mis Wiese: 131 
McGill Metal ‘Preduete Co. . 120 
McKee Glass Co. tx, * 
McKinney Mfg. Co. ..... 102 
Metaloid Co., The ......... 117 
Miami Cabinet Div. (The 

Philip Carey Mfg. Co.) 113 
Midland Co. ...... ait ae 
Miller, Inc., Robert E. 137 
Minute Mop Co. .. ics 2 ee 
Moore Push Pin Co. . ... 130 
Moriarty Mfg. Co. ........ 137 
Mortell Co., J. W. ... . 125 


Mullins Mfg. Corp. (You:.gs- 
town Pressed Steel Div.) 95 


Murray Ohio Mfg. Co., The 47 
Myers & Bro. Co., F. E.. 103, 129 


N 
National Brass Co. ... 138 
National Ideal Co., The 131 
National Lock Co. ........ II7 


National Mfg. Co. 124 
Nockonwood Industries, Ltd.. 130 


.@) 
O-Cedar Corp. . bate 67 
Ohio Products Co., The 129 
Oster Mfg. Co., John. . 105 
Oxford Tool Co. .. ‘ 126 
P 
Paine Co., The 122 
Pearl-Wick Corp. ...... 7 
Penn Supply & Metal Corp.. 118 
Pioneer Gen-E-Motor .... 75 
ca 
Remington Arms Co., Inc. 65 
Richards-Wilcox Mfg. Co. 13 
Riegel Textile Corp. .... 135 
Rival Mfg. Co. ........ 112 
Robeson Cutlery Co., Inc. 115 
Rochow Swirl Mixer Co. 94 
Roper Corp., Geo. D. .. . 88 
Russell, Burdsall & Ward 
Bolt & Nut Co...... 48 


Ryerson & Son, Inc., Jos. T... 125 





Ss 
Sani-Wax Co, .........---. 114 
Savogran Co., The ........ 77 
Schaffner Co., Gus J....... 121 
Schlueter Mfg. Co....... . 
Schubert Co., The ...... 120 
Sentinel Radio Corp. ...... 71! 
Shapleigh Hardware Co..... 140 
Sherman Mfg. Co., H. B..... 36 
Sherwin-Williams Co., The. 41 
Silver Lake Co. ........°:. 130 
Skillman Hdwe. Mfg. Co.... 124 
Smith, Inc., Landon P....... 137 
Solo Products Corp. ........ 122 
Sets Wile. Cai... : .: 28 
Stanley Tools #............. 6 
Starline, ‘fné.- 2. ERS 139 
Stewart Iron Works. .... 95 
Superior Fastener Corp.. . 126 
T 

Templeton, Kenly & Co..... 124 
Tennessee Coal, Iron & Rail- 

90e Oee osii5di Re Hos 43 


Tennessee Enamel Mfg. Co.. 108 
Tennessee Valley Associates. 98 


Toxite Laboratories ........ 131 

Tehun Ge. Me Sos haze 10-11 

Pe cos ase os a (oe 
U 

Union Hardware Co. ....... 100 


United States Steel Corp.... 43 
United Wallpaper Factories, 


WIGS |. 0. conn copaeekAtrs 10-11 
Utica Drop Forge & Tool 
COG Sit ndueas.s-. San 109 
v 


Vaughan & Bushnell Mfg. Co. 110 


Ww 
Warren Tool Corp. ........ 18 
Winchester Repeating Arms 
Ge. .aci se ute eee 35 
Wood Shovel & Tool Co., 
i ae er 50 
Wooster Brush Co. ......... 2 


Wrought Washer Mfg. Co... 128 


xX 
X-Acto Crescent Products 
Ce., 66... . 124 
¥ 
Yale & Towne Mfg. Co..... 3 
Youngstown Mfg., line. ..... 7 


Youngstown Pressed Steel 
Os)... Sete 
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Red Devily Ht 









@\ No. 2 
There are no substitutes for quality . \ 
stock and sell genuine RED DEVIL tools af’ @ fF 
No. 50 Complete Catalog Available ry 
woop LANDON P. SMITH, INC., Irvington, N.J., U.S.A GLAZIERS 


POINTS 









So ee ne ee 
FREES THE HOME 
FROM FRICTION@ % NOW AVAILABLE 

AND SQUEAKS meee ee || METAL PINLESS CURTAIN STRETCHERS 


3 
DIXON 8 Kyi IPSTI Off the market for over 2 years, the demand 
Graphite now is greater than ever before. 
















—rs5 USED LIKE A CRAYON Ask Your Jobber. 
im . . . 
—— aces. pony drawers, stove trays, Shipment 10 days after receipt of order. 





A “voter ose Soe doses ed boiiee MORIARTY MANUFACTURING COMPANY 


Kenosha, Wisconsin 























JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 





























OR SQL 


TWO HANDY LUBRICANTS 
H FOR THINGS THAT STICK 


NES «DISPLAYED TOGETHER - - - 
PYY Yt) —.- - SOLD TOGETHER 


Companion products — nationally advertised and 

needed in every home, office and shop. Profitable 

year-round staple sales items that sell on sight. 

Information on these colorful, sales producing 
| displays, available from your jobber. 


MANUFACTURED BY 


AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 


Gene" TYQOMES &% SILENCE 
ILENTLY - SOFTLY - SMOOTHLY 
40c SET -10c SET-10c SET | SAVE FURNITURE 


: & FLOORS- CREATE QUIET 
Look for name 
“Domes of Silence" 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. | * 
Noiseless. Sizes for metal beds, wood beds, large 













Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 












not supplied writ | COLUMBIAN ROPE CO. 


DOMES of SILENCE. Inc., 35 Pearl St. N.Y. C | 


AUTOYRE 


BS ANY 





MANUFACTURERS OF 


ACCESSORIE NOW !0 N WAR PROD N 


THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 
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In days of witchcraft, door latches 
were fashioned from whatever 
material was available. This 
wooden swivel latch is an excellent 
example of Yankee whittling inge- 
nuity— carved from native oak, 
bar, staple, pegs and all. 























EVEN | KNOW IT’S EASIER 
TO DRILL A ROUND HOLE 


macaw) $944 War Housing Calls for 
DEXTER-TUBULARS 


The faster, easier installation of Dexter Tubulars — their guaranteed 
lifetime of trouble-free satisfaction is no matter of witchcraft. They 
are the combination of creative originality, precision workmanship and 


good quality materials. Now, as never before, builders appreciate the 
time saving advantages of Dexter Tubular installations; and owners 
appreciate their guaranteed, lifetime performance. 

; U ian U LAR Now available in limited quantities as provided by Government regu- 
lations. Our regular established dealers come first. Write for your 


£ the Commander Line Catalog, showing hardware conformi 
LOCKS and LATCHES sr cicour tse eet en enon 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


HARDWARE AGE 
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DAIRY FARMERS (‘AP 


00K to 
STARLINE ,-.. 


Farm and Barn Equipment FOR Latesy 
ye IMPROVEMENT s 


j . g& é , ARCH STALLS 
ay, 
rs ih ‘ P 


‘ wee Originated 
i ea NER ie . Patent. 
aes = ed and Perlected 
FIRST 5 













Sie 















: Y Starlj 
Easiest to install: 


afer, clea 
More comfortable’ 

STARLIN 
WATER Bowls 
[siest for Cows 


—in producing more milk... water ne More 
—saving farm hours... 
—protecting their herds... 


Today Dairy Farmers have the urgent responsibility of produc- 
ing more milk for the War Effort. Dealers in turn, have the 
responsibility of providing the essential tools to help the Farmer 
in this important job. Starline Farm and Barn Equipment will 
save those farmers many hours of work, ease their labor short- 
ages, protect their herds, and produce More Milk. 





By Government order more Barn Equipment is available — yet 
not enough to supply all demands. So carefully check your 
farmers’ minimum requirements for Starline Steel Stalls, Stan- 
chions, Pens, Water Bowls, Litter Carriers, Hay Carriers, Venti- 
lating Equipment, and Barn Door Hangers. 
LITTER CARRIERS 


Look To Starline — for the essentials in Barn Equipment for the Heavy-q 
Home Front. tiers — 


STARLINE IN WAR PRODUCTION 


In a separate factory, Starline is also supplying the 
Fighting Front with important war materials. In Post 
War “look to Starline” for the latest developments in 
Barn Equipment — a leadership Starline has earned 
for over 60 years. 





= & 
Tequire beg: 
summer and winter. 


“nd PATENTED 


STARLINE 
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1843-101 Year oF Honorapie Service-1944 
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It 1S THE ENTRANCE 
THAT DISTINGUISHES 
«THE HOME * 


THE HARDWARE 
DHOULD BE 
DAREFULLY SELECTED 
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SHAPLEIGH HARDWARE (OMPANY 


3 4te Gasto 


Shapleigh National Series No. 2433 





This Desegn 
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